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_~_ by Threadwell 
~~ hasa 


. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’? 





THREADWELL TAP & DIE CO 
GREENFIELD, MASSACHUSETT 
Stocking Warehouses: New York Cleveland 


Detroit Los Angeles Greenfield, Mass 





~ TERRIFIC! 


— and how long will the 
flexing member last? 


Good question. The heart of Para-flex is a tire with synthetic tension members bonded 
together in rubber — which provides a flexing body that automatically compensates for 
all combinations of misalignment and end float, and absorbs vibration as well! 

This amazing coupling has now been used in American industry 4 years. Thousands 
are in operation — in steel mills, paper mills, oil fields, mines, quarries, chemical plants, 
everywhere —and in these 4 years, replacements of elements have been negligible. 

Dodge Standard Para-flex takes angular misalignment up to 4°, parallel misalign- 
ment up to 4” and end float up to %%@" depending upon the size of the coupling and 
the duration of shaft displacement. 

Dodge Para-flex is available in 3 types—Standard, Flywheel and High Speed 
(shown at right). The Standard type is stocked in capacities up to 3640 hp at 910 rpm. 
Profit producing products for Dodge Distributors! 


Dodge Manufacturing Corporation, 500 Union Street, Mishawaka, Indiana 


+ + 
The Products with the Pluses... 
- 
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The new idea in flexible cushion 
couplings, with a fiexing member 
that “swallows up” misalignment. 














No lubrication, no maintenance. 
Replace flexing element without 
moving driver or driven machine. 














Flywheel and High Speed Types. 
For use with motors and internal 
combustion engines turning up to 
5230 rpm. 


DODGE 


Para-flex 


CALL THE TRANSMISSIONEER, 
your local Dodge Distrib- 
utor. Factory trained by 
Dodge he can give you val- 
uable assistance on new 
cost-saving methods. 
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A Time Saving Guide to the Contents of This Issue 





DO YOU KNOW YOUR E0Q?7 50 


The National and Southern Industrial Distributors’ Association have launched 
seminars for member firms on scientific stock control and purchasing. The 
purpose: to remove the element of mystery from “economic order quantity 
buying”, help distributors save dollars by utilizing simple formulas that any 
manager can understand if he will take the trouble. A pioneering venture, the 
new Inventory Management Conferences are the first project of this type to be 
undertaken by a wholesaling industry. Consultant George Wilkinson conducts 
the sessions. He has also written a new purchasing manual for NIDA-SIDA. 


YOUR CHALLENGES AND OPPORTUNITIES 53 


The Past is past and on our 50th anniversary we're going to look back only to 
see what the past can contribute to the future of the industrial supply and equip- 
ment distribution field. In addition to analyzing the problems that currently 
beset the industry we are concentrating on what lies ahead for distribution. 


NEW PRODUCTS IN THE FUTURE 54 


More than fifty percent of products offered for sale today did not exist ten 
years ago. The McGraw-Hill Department of Economics has completed its fifth 
study of America’s long range growth prospects. The study tells of the im- 
portance of yesterday’s research and development expenditures by industry 
and government on today’s new products. In some fields, new products not 
made in 1959, will account for fifteen percent or more of sales in 1963. 


NEID EXECUTIVES HEAR FTC LEGAL CHIEF 56 


Gathering for their fourth annual meeting in frosty Hartford, New England In- 
dustrial Distributors, Inc., heard the advice of J. E. Sheehy, chief of the FTC’s 
Bureau of Litigation, in avoiding difficultes with this powerful arm of the 
Federal government, recently so much in the news. The group also examined 
factors involved in selecting a new line, and elected officers for the coming year. 


SPOTLIGHT ON MARKETING 58 


Due to the current business picture, there will be more change in the industrial 
supply field during the next five years than there has been in the past fifteen 
years. Suppliers and distributors at the Western States meeting discussed 
what they can do to adapt to these changes. Subsidization of marketing plans 
by manufacturers, specialization, contract buying, and closer manufacturer 
ties, were the major topics of discussion at the recent San Francisco meeting. 
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WHAT TO DO ABOUT REQUESTS FOR FAVORS? 61 


“I would not fill this order.” “Any salesman who feels he must pay graft to a 
buyer is either an outright fool or has nothing valuable to sell.” These are 
comments from two readers who submitted opinions on the case involving an 
outside salesman and a buyer who demands non-stock items for his personal use. 


THE STRONG MAN BACK IN THE SHOP 64 


Three demonstration drills, that “don’t do the job”, a toolroom foreman who 
might know why but apparently isn’t talking, and a cautious P.A. who gets 
upset at the prospect of offending the foreman—all combine to erect a few 
roadblocks in the way of Chuck Powell in this month’s case for salesmen. 


ULTRASONICS: NEW INDUSTRY-NEW FIELD 65 


Ultrasonics is a new industry that can change many processes in plants, and 
may do away with some present methods of production. Sales of this equipment 
in 1960 were in excess of $17 million, with a 20-30°% increase projected for 
1961. In a recent survey by INDUSTRIAL DISTRIBUTION, some manufac- 
turers of this equipment foresaw a need to market their products through 
distribution channels, to open new market opportunities. With this equipment, 
a manufacturer can clean airplane parts, motor parts, etc. Welding of dissimilar 
metals can be done without the use of fluxes. Soldering can be done without 
special cleaning. Ultrasonic alarms will saturate an area with a signal that 
will trigger an alarm at the slightest movement in the area. Machining is 
performed by a cutting tool, oscillating approximately 20,000 times per second. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects Business Outlook 
Industry Statistics Editorial 
Supply Sales Trend 42 ID News Index 


Next Month: DISTRIBUTION USA 

What vital shifts and changes will alter industrial distribution patterns in the 
years ahead? Is the industry prepared for them, and if not, what can be done 
to solve today’s critical problems? What's really behind the slide in profits? 
Is the industry really “market minded?” These and many other questions 
relating to the industry’s progress and survival will be probed in ID’s special 
50th Anniversary feature, our May feature. Many of the leading thinkers and 
doers in the distribution industry were interviewed for opinions on these issues. 
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Wim 
TO SELL 
TAPS... 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


all tops rwice 
ore rem a 
for tove” 


T 
Sossnen TAPS 


rhird tempers 


get = them 


THE SOSSNER 


TAP 
PRESENTATION 
BOOK 


Increase your tap vol- 
ume with this powerful 
new sales tool. Become 
a Sossner distributor. 
Drop me a line for full 
details. 


Lh Aarne 


SOSSNER TAP & TOOL CORPORATION 
29 BROADWAY. LYNBROOK. LI. N.Y 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS + DALLAS 
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What are your V-Belt needs? 
DURKEHE-ATWOOD solves them! 


When you stock and sell V-Belts, you want to be able to 

offer your customers full-rated power transmission and long, Industry’s most 
trouble-free life. Power Drive problems vary from industry complete 

to industry and machine to machine, whether OEM or re- V-Belt Line 
placement. Durkee-Atwood meets any V-Belt needs with DA 358 _V-Belts » DA 
the right belt, a belt made with the newest high tenacity Sania Multiple V-Beles 
fibres, carefully engineered and thoroughly tested for perform- vartetie = peed Berte 
ance. Durkee-Atwood distributors benefit from a complete Double V-Belts « FHP V- 
line and from the thorough drive design assistance provided i. OR a Beltine 
them and their customers . . . For quality, profits and cus- Sturdy-Link Belting. 
tomer satisfaction, look to Durkee-Atwood. 


Look for the DA On Your V-Belts 
Ry aie 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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You can give your sales - volume a real lift with your 
blue chip Nicholson or Black Diamond blade line. 
First, sell the brand name-—it’s one your customers 
know and trust—then use your blade sales story as a 
lead-in to your other industrial lines. It’s that easy. = 
You have three unbeatable advantages. You have a 
full line of hand or power hacksaw blades and band 
saw blades...a blade for every industrial require- 
ment—each a top-quality cutting tool. You have the 
Nicholson or Black Diamond reputation behind each 
blade. And you have your own reputation as a top- 
drawer sales and service organization. = Use your 
Nicholson or Black Diamond line as a selling tool 


on your next sales call...and watch your sales soar. 


Nicholson File Company, Providence 1, Rhode Island ¢ Files * Rotary Burs ents 
Hacksaw and Band Saw Blades * Ground Flat Stock * Industrial Hammers *o-s Pont NICHOLSON Se 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World 


of Business 





Schools for Business 


In less than half a century, collegiate 


schools of business have become 
firmly established in our higher edu- 
cational system. Maybe the names of 
only four or five leap readily to your 
mind, but there are 160 separately 
organized schools of business and 400 
degree programs offered by liberal 
arts colleges and universities. 

How good is the training given by 
these schools? To find out, two big 
Ford 


Corporation 


foundations Foundation and 


Carnegie commis- 
sioned educational experts to conduct 
two independent studies of the state 
of business education in the U.S. 
Prof. R. A. Gordon of the Univer- 
of California Prof. J. E. 
Howell of Stanford University were 
joint authors of the Ford 
Prof. F. C. 
College wrote the Carnegie report. 
And the 


mittee of the Committee for Economic 


sity and 
report. 
Pierson of Swarthmore 


business-education com- 
Development has issued a summary 
of the two reports written by Leonard 
Silk, a Business Week editor. 

According to the CED summary. 
“both reports are sharp indictments 
of the general state of business educa- 
tion.” Specifically: 

“The business schools and depart- 
ments in their present state do, after 
all, meet the standards of the colleges 
and universities to which they are 
attached; a large fraction of Amer- 
ican college students get a poor edu- 
cation, whether they major in busi- 
ness or in other area.” — 
Leonard Silk. 


“The right of poorly prepared stu- 


some 


dents to spend four years in a college 

program of indifferent quality or 

worse is what many Americans mean 

by democracy in higher education.” 
Ford Report. 


“This appalling condition is due at 
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least as much to the liberal arts 
schools and top university leaders as 
to the 


. Therefore, any steps that are 


business schools themselves 
taken to shift the work of business 
students from the business specialities 
to greater emphasis on general back- 
ground subjects needs to be coupled 
with a revitalization of the liberal arts 
studies as well.”—Carnegie Report. 

While readily admitting the exist- 
ence of several excellent business 
schools, both reports point to a ten- 
too others towards 


dency in many 


“vocationalism,” or “excessive spe- 
cialization” in marginal subjects. 
“The business schools should note,” 
writes Silk, “that schools in the highly 
developed professions, such as medi- 
cine and law, have increasingly set 
themselves against ‘corruption’ of ex- 
and narrow 


cessive specialization 


vocationalism. In so doing, profes- 


sional schools in these highly-de- 
veloped areas have raised the intel- 
lectual levels of the professions that 
they serve.” 

How “professional” the training 
should be is another question. It is 
stated that 


graduating 50.000 students a year, 


business schools are 
yet in firms with more than 100 em- 
ployees there’s a total of only 100,000 
top management executives. Clearly, 
many graduates must be satisfied with 
subordinate positions in spite of a 
professional degree. 

That is why, says Silk in comment- 
ing on the reports’ findings, many of 
the schools “should clarify their ob- 
jectives and strengthen their pro- 
grams to do better the particular job 
they have set for themselves.” 
should stay 
within their capabilities, and try to 


Thus, these schools 
train students for other than top man- 
agement positions, and stop aping the 
leading schools. 

There’s lots of other juicy informa- 


tion in this paper. Write CED, 711 
Fifth Ave., New York 22, for a free- 
of-charge copy of “The Education of 
Businessmen.” 


Business & Education 


Word arrives via a New York 
Times editorial that a group of Cleve- 
land companies are tithing themselves 
to contribute more than $2 million a 
year to support higher education. 
“Over the years,” say these 21 firms, 
“American business and _ industry 
have received far more from higher 
education than they have given in 
return. Corporations should begin to 
pay a greater share of the cost.” 

The Cleveland companies propose 
giving not less than one per cent of 
income before taxes to the cause. 
Says the Times of the idea: “May it 
he widely accepted.” 

Business support of education is 
not entirely new. In fact, in 
country generally credited with hav- 
ing the finest schools and universities 

—Scotland—the merchants of Edin- 


burgh and Glasgow many decades 


one 


ago banded together to establish free 
And this tradition car- 
ried throughout North 
where the names of many excellent 
universities—McGill, Stamford, Car- 
negie, Vanderbilt, Duke, for example 
—treflect not only the philanthropy 
but the conscience of businessmen 


institutions. 
America 


toward education. 

What is most significant about this 
benefaction—and this is explicit in 
the statement of principles guiding 
the Cleveland group—is that the 
educational aid had no strings at- 
tached. The businessmen in question 
sought no direct, immediate “returns” 
on their gifts, but they well knew that 
in years to come their businesses 


continued on page 8 
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AMY 


Yourself in This 
Big Picture! 


* ® 


Now more than ever before, it’s important that the 
lines you handle will carry their own weight in the 
sales department. That’s the big reason why so many 
distributors now sell Blue Devil Socket Screw Prod- 
ucts, the complete socket line with performance-proved 
MEMBER ASMMA = quality and service. How about you, Mr. Distributor 


isn’t it time for a change? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue - Chicago 31, Illinois - Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES - DETROIT - NEW HAVEN - NEW YORK CITY 
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would inherit the rich legacy of 
education. 

We would submit the idea that the 
tendency of many businessmen to 
make “strings-attached”  contribu- 
tions to education results in the voca- 
tionalism limiting the quality of 
many schools of business. Further. 
the tendency of some businessmen to 
withhold contributions unless they 
are promised the services of grad- 
uates awarded their scholarships is 
another influence working against 
sound educational purposes. 

We'll join the good, grey Times in 
hoping that the Cleveland idea gains 
wide acceptance from American 
business. 


Ethics, Law, Business 


The federal government's anti-trust 
action against the electrical manu- 
facturers prompted the Wall Street 
Journal to interview three unnamed 
executives close to the price-fixing 
conspiracy. What the Journal elicited 
from these three men may some day 
prompt a 20th century Adam Smith 
to a philosophical discourse on that 
amorphous thing called “business.” 

For instance, one of the executives 
asserted: “One of the problems in 
business is what is normal practice, 
not what is the law. If it’s normal 
practice, it’s ethical, not legal, but 
ethical.” 

Thus, according to this man’s view, 
price-fixing in violation of the law of 
the land must be ethical if it is normal 
practice. Elaborating on this notion, 
one might say that the government 
has no authority to impose a law if it 
interferes with the normal practice of 
a particular group, be it a group of 
manufacturers, gamblers, or Appa- 
lachin conventioneers. 

At any rate, the “normal practice” 
pursued by the electrical companies 
was tinged with a delicate irony— 
or shall we call it “illegality?” 
Despite the clandestine arrangement 


continued on page 14 
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To meet the challenge of the 60s 


(Udall 


new leader in precision tools! 


“For exclusive features like this, you want Lufkin!” 


Take Lufkin’s No. 


readings in decimals. Saves a man time and effort, 


> Radius Gage. It gives direct 


gives him greater accuracy in readings from .010 to 
1.000—and no burrs to throw him off. Hardened, 
stainless steel blades for a lifetime of accuracy. 442” 
holder gets into hard-to-reach places. 

Adjustment over 180° keeps edge perpendicular to 
surface measured. Durable vinyl case holds blades 
individually for fast decimal selection. 


— jad 
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Lufkin precision tools are loaded with exclusive features 
that make them easier to sell. And Lufkin is the com- 


plete line for volume business. 


Switch your customers to Lufkin — the new J/eader in 
precision tools—and give ’em that “something extra.’ 
You'll bring in extra profits from more 

repeat sales, month after month, year after 

year. Lurxin, Saginaw, Michigan. 





New Wrénchking 


e New “Series 60” 
cap screws 


e New Bristol miniature 
button and flat heads 


e Complete Multiple- 
Spline line 


e Complete standard 
hex line 


e Automatic 
feeder-driver 


That’s what you get as a distributor for Bristol 


. and the traffic lights are always green on these roads! 

Bristol gives you the finest line of industry standard hex socket screws to 
sell plus a complete line of famous Bristol-originated Mutiple-Spline socket 
screws. 

And you get such door-openers as WRENCHKING, the phenomenal new end 
wrench sensation, the Bristol automatic feeder-driver that speeds produc- 
tion for your customers, the new miniature button-head and flat-head socket 
screws (Nos. 0, 1, 2, and 3) ... ideal for the electronic industry and other 
industries making high-precision miniature assemblies. 

These are just a few of the big advantages you get as a Bristol distributor. 
There are many others, more than we can detail here. They are all headed 
for the same goal: More sales for you and more distributor profits. That’s 
why we can say, Bristol offers you more roads to sales. A.0.2 


Distributor opportunities are still open in few localities. inquiries welcomed. 
The Bristol Company, Socket Screw Division, 126 Bristol Road, Waterbury 20, Conn. 


ADDITIONAL WAYS 
BRISTOL BACKS YOU UP 


Fast Distributor Service 
* One day shipment on urgent orders. 


* Telephone, telegraph, teletype to an- 


swer inquiries fast. 


E-Z order form has net prices; photo- 


copied to end error. 


Speedy order filling, pricing, stock con- 


trol methods. 
¢ Functional bulk-order packaging. 
Promotion Kit Advertising 


* Easy-to-read catalogs, brochures. 
¢ Concise technical and product data. 


¢ Smart self-mailers, envelope stuffers. 


¢ Planned program for mailings. 
* Heavy schedule of national ads. 
¢ Publicity, displays, trade shows. 
* All inquiries referred to you. 


THE 


Eiior 


COMPANY 


Socket Screw Division 
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“really shakes em” 


(From a “live” Distributor’s Salesman ) 

“Every time I bend a MARVEL unbreakable 
High-S peed-Edge Hack Saw Blade in front of my 
prospects, it really shakes ’em. After they relax, 
they usually reach for the blade and start bend- 
ing it themselves. By the time they’re through 
bending and listening, | have another MARVEL 


customer.” 


This isn’t a new idea for selling MARVEL 
Blades. It was used when the blades were first 
introduced back in 1926, but it’s still dramatic 
and effective. 

The outstanding success of this advertisement 
is also due to the dramatic effect it creates. 
Perhaps you have followed up some of the many 
blade inquiries it has developed. Next time you 
get one, try the bending demonstration. It 
really works. Bending samples are always 
available. 


ARMSTRONG-BLUM MFG. CO. - 5700 W. Bloomingdale Avenue - Chicago 39, Ill. 
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Selling Rust-Oleum for a quarter- 
century prompted reference to 
the earlier days of the Pittsburgh 
Gage & Supply Company with 
this 1903 delivery en route to a 
customer. 


Transition over the years is em- 
phasized by Mr. Beeson, who 
looks over a portion of the mod- 
ernization program now under 
way at the Pittsburgh Gage & 
Supply Company headquarters. 
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RUST- 


“Our gross profit margin on Rust-Oleum 
Sales averages almost 90% higher 
than on most other volume lines, ” 


says Mr. J. K. Beeson, President, 
Pittsburgh Gage & Supply Company 


“We've stocked and sold Rust-Oleum for 
twenty-five years,” advises Mr. Beeson, 
“and over the years our gross profit margins 
on Rust-Oleum have averaged almost 50% 
higher than on most other volume lines. In 
fact, our gross profit margin on Rust-Oleum 
last year was higher than that on any of our 
other lines. In these days of acute profit- 
squeeze, plus the fact that we have a four 
time turnover on Rust-Oleum, it’s easy to 
see why we concentrate on Rust-Oleum as 
important in our select group of forty-six 
major lines.” 

“There are other good reasons why we 





Mike Moore “picks off” a five gallon con- 
tainer of Rust-Oleum as he prepares a cus- 
tomer order. ““Rust-Oleum is certainly easy to 
handle," says Mike. 





like to sell Rust-Oleum, too,” adds Mr. 
Beeson. “The tremendous national adver- 
tising, for example, has brought Rust-Oleum 
quality to the attention of more and more 
people and has established Rust-Oleum as 
a by-word in industrial maintenance. Then, 
too, Rust-Oleum is unique as a product and 
features peak sales performance during the 
summer months that helps to level out sea- 
sonal profit curves. These are just a few of 
the reasons why our twenty-four salesmen 
operating out of our Pittsburgh headquar- 
ters, as well as our four branches, like to 
concentrate on Rust-Oleum.” 


“Rust-Oleum comes in for a good share of 
our counter business, too,” comments Mr. 
Beeson, as Harry Lodge makes a Rust-Oleum 
sale. “That's why we maintain a complete 
Rust-Oleum display at the counter.” 
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There is only one Rust-Oleum. It is \ aeenoen Oe ceed 
PROOF BED 


en / 
distinctive as your own fingerprint ee ~~ 
’ * ( _ 


RUST-OLEUM CORPORATION °¢ 2525 Oakton Street * Evanston, Illinois 

















Remove and install 
gears, bearings, 
wheels, pulleys, etc. 
quickly and easily 
with... 


OTC HYDRAULIC 
“PUSH-PULLERS” 


{7 ae 


OTC hydraulic “push-puller’ with 
attachment removes geor and beor- 
ing quickly and without damage. 
Push-puller (with legs threaded into 
a pulling attachment) is like a port- 
able shop press. 


Fifty-ton “push-puller’’ removing genera- 
tor rotor assembly from shoft. Legs 
extend through the assembly, connect 
to a pulling attachment 


large tapered roller bearing cone be- 


ing removed by 50-ton OTC “push- 
puller’ and attachment connected by 
threaded adapters. 


’ 


CUT MAINTENANCE COSTS AND 
MACHINE “DOWNTIME.” SAVE PARTS! 


OTC hydraulic “push-pullers” with at- 
tachments handle hundreds of tough, 
complicated pulling and installing jobs 
quickly, easily and without damage to 
parts. 

Cut machine “downtime” and save 
parts by having the right tools in your 
shop to handle every job. Complete. 
versatile maintenance sets available in 
17%, 30, 50 and 100-ton capacities. 
They pay for themselves in time saved 


Two leg connectors (female threaded 
adapters) join extra puller legs which 
thread into pulling attachment to pull 
a bearing. 


Hel ur Customers solve their maintenance roblems. Sell O C. 
J l 
Distributorships open in some states. 


-*"*"e, OWATONNA TOOL COMPANY 


v 373 CEDAR STREET OWATONNA, MINNESOTA 
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to maintain prices among themselves, 
says the Wall Street Journal, “the 
conspiracy was not a very successful 
one. Prices were not fixed except 
temporarily—some one of the con- 
spirators was forever evading the 
intent of the conspiracy.” 

In other words, the secret price- 
fixers were secretly price-cutting 
among themselves. How ethical can 


you get? 


Out-of-Business 


Good old D&B, that watcher over 
business health, reports gloomily that 
business failures during 1960 reached 
a 20-year high. Some 15,000 firms 
folded, the largest number since (if 
you'll pardon the expression) 1933. 

Why? To a great extent, these 
failures happen to people who 
shouldn't have gone into business in 
the first place. 

A D&B executive expresses himself 
as being “amazed” at the ignorance 
of business fundamentals displayed 
by many prospective businessmen. 
“It’s surprising how many people 
don’t even know what we're talking 
about when we ask them what their 
break-even point will be in a new 
venture.” 

Even beyond this basic ignorance 
is the further fact that too many small 
businessmen get carried away with 
dreams of glory. A father-and-sons 
team running a small, sound furni- 
ture business, for example, borrow 
up to the hilt to expand into the big- 
time department store trade. In no 
time, they have a tiger by the tail and 
the tiger has them by the throat. The 
tiger wins, the business goes bust. 

What can give many an estab- 
lished businessman pause, however, 
is how close too many firms come to 
bankruptcy. Had it not been for ab- 
normally good times during these 
postwar years, the deplorable ignor- 
ance of basic business practice re- 
vealed almost constantly by their 


continued on page 18 
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WILTON 


It seems strange that an industry more than 150 years old 
should now be considered a growth industry ... yet today’s 
clamping tools are becoming as up-to-date and automated 
as the vast new industry-technology they serve! Wilton is 
proud of its contributions’to the advancement of production 
techniques and market expansion with the kind of new 


products that Industrial Distributors can sell 





WILTON Machinists’ Vises 
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MiliOmatic powered machine vises 1D-41 WILTON C-Clamps, with the original Perma Pad 


THESE ARE JUST 6 OF THE MORE THAN 400 PRODUCT “REASONS" WHY 
THE ey ON LINE IS SOLD BY LEADING INDUSTRIAL DISTRIBUTORS! 


WILTON 


WILTON TOOL MANUFACTURING CO. INC 
You cal ee Scone SCHILLER PARK, ILLINOIS 


April 1961 





Distributors! Here’s what we 


This mark tells you a product is 
made of modern, dependable Steel 


“We have yet to find any- 
thing better than our National 
Tube Distributor’s service — 
their deliveries are faster than 
anyone else’s.” 


“Our profit margin would go to pot if 
we couldn’t depend on rapid delivery 
at short notice,” said Mr. Arthur L. 
Lewis, President of Lewis Mechani- 
cal Contractors, Inc., Middletown, 
Pa. “We specialize in contracting for 
government projects which usually 
begin on short notice. That’s why we 
buy 95% of our pipe from National 
Tube. When our distributor, The 
Bodwell Company, promises a deliv- 
ery, that’s just what we get. They 
deliver pipe—not excuses. 

“We were working on a tight 
schedule on an Air Force Base near 
here and needed two carloads of 





wrapped pipe. Our distributor de- 
livered USS National Pipe on time— 
in about half the time promised by 
competitive firms which permitted us 
to start on schedule. We also know 
that our National Tube Distributor 
keeps a large stock of pipe on hand to 
meet emergencies—we can obtain 
any size from \% inch to 24 inches. 
“Government specifications are rig- 
id but National Tube salesmen and 
distributors are always ready to help 
us. We usually call them in to help 
draw up the order and offer recom- 
mendations. Their advice and tech- 
nical assistance are invaluable. 


“We have found USS National 
Pipe, as delivered on any job, gives 
us consistent dependability, uniform 
performance and better fit for weld- 
ing. This virtually eliminates our 
fitting problems. 

“Our dealing with National Tube 
and their distributors is like having 
an extra man on the job. And at no 
extra cost. We know help is as close 
as our telephone. We have yet to find 


better service anywhere. 
USS and National are registered trademarks 


te// your customers about you 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco, 
Pacific Coast Distributors 
United States Steel Export Company, New York 
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POWELL PERFORMANCE PAYS OFF 


Any way you look at it, Powell performance really pays 
off. Take “availability” for instance. 


You'll find that Powell makes just about any type of 
valve you may need—for oil, water, gas, steam, air 
and corrosive fluid applications. The same holds true 
for virtually any temperature and pressure. What's 
more, you'll find Powell valves are available in in- 
dustry’s widest selection of bronze, iron, steel and 
special alloys—from aluminum to zirconium. (The fact 


is, Powell pioneered application of special alloys in 
valve design.) 


In short, you'll find Powell performance also includes 
outstanding availability—of exactly the type valve you 
need. And, since Powell maintains large stocks both 
at the factory and key points across the country—you 
get exactly what you need, when you need it. For further 
information, contact your nearby Powell Valve distrib- 
utor or write The Wm. Powell Co., Cincinnati 22, Ohio. 
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115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 


April 1961 





HI-SPEED 
Cable 
Rewind 
Crank 
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29 
CAPACITIES 


Al 


Pp prices, 
$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 

handle. Highest quality flexible aircraft cable. Safety handles 

design tested for overload to protect operator. Guaranteed one 

year against defective parts. Also especially corrosion-proofed 
models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ \ Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 








Ideas and Opinions 
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management would have driven these 
companies into receivership in a 
hurry. 


Heaven /Hell 


Last month we made reference to 
Russia, so why not make another one 
this month? A new twist to an old 
subject comes from a speech which 
L. B. Worthington, president of U.S. 
Steel, made to a meeting of TV adver- 
tising executives recently : 

“If our nation wanted to achieve a 
miserable sort of economic parity 
with the Soviet system, it would be 
necessary to dismantle over half our 
steel capacity, abandon two-thirds of 
our petroleum capacity, destroy two 
of every three hydro-electric plants, 
rip up 14 of every 15 miles of ou 
paved highways and two of every 
three miles of mainline railroad 
tracks. 

“An wed have to scrap 19 out of 
every 20 cars and trucks, put about 
60 million of our people back on the 
farm, tear out nine of every 10 tele- 
phones, pull down seven of every 10 
houses, and cut our general standard 
of living by three-fourths. Oh, yes, 
and destroy 40 million TV sets.” 

Worthington concluded by para- 
phrasing Prime Minister Macmillan’s 
remark before the UN last fall: “If 
the communist style economy is such 
a heaven and the private-enterprise 
economy is such a capitalistic hell, 
then it is very difficult to understand 
why 2% million people have fled 
from communist east Germany in the 


past 12 years.” 


For the Birds 


We like the little bit in the book, 
Planning the Future Strategy of Y our 
Business, referring to a bird called 
the “crested crown prince,” defined as 
a boss who, by habit, “lays his eggs 
in somebody else’s nest.” 


D.A.C.M. 
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SIMONDS 
MEANS 
SAVINGS 
WHATEVER 
You CuT 


‘“‘Ups”’ your cut-off capacity Kee 
SIMONDS RED END’ Hacksaw Blades 


ET Simonds tough, edge-holding ‘“‘Red End’”’ Blades don’t hack at metal, but cut curled 
chips like the cutting tool on a lathe. Made to rigid, high quality standards, they have 
greater resistance to breakage . . . step up your customer’s cut-off capacity. 

Longer wearing, too, Simonds own unique cross-rolled steel and special heat treatment 
add many valuable hours of cutting life to every blade . . . provide important savings 
all along the line. 

Simonds “‘Red End’”’ Power Blades come in All-Hard and Shatter-proof types in all 
standard lengths, thicknesses and tooth spacings. Three types of Hand Blades are avail- 
able in all standard specifications . . . <a. DTDs 
insure a “‘right’”’ blade for every need. <= 

Start cashing in on the extra cut-off jl SI M O N D S 
capacity in every Simonds “Red End” qiwe 744 SAW AND STEEL CO. 
Blade today. G y, 


FITCHBURG, MASSACHUSETTS 
The Simonds line of fine cutting tools offers — Steady Profits — Repeat Sales — Regular Turnover, 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portiand, Ore. + Canadian Factory in Granby, Que. + Simonds 
Divisions: Simonds Steel Mill, Lockport, N.Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 





1. “Got a great idea for you, Sully. Save 2. “Okay, so I make a buck on it. Wanna 3. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” hear how it works?” glass quick. Gotta call me. Right?” 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. You want Pyrex® Red Line. The no-stoop, no-squat kind. Right, I'll 
for the gauge an’ two for the shelf.” send you a package. Thanks for the order. "Bye now. 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 


treatment. (Tell him to order at least three instead of one. And trade him up to the Red 


Line.) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep CORNING GLASS WORKS 


customers out of trouble. CORNING MEANS RESEARCH IN GLASS 
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These costly pipe motion problems 
are a source of extra profit for you 
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As a Flexonics PMS metal hose distributor 
you can capture this lucrative market! 


PipE MOTION PROBLEMS are common to every plant your sales- 
men enter ...and metal hose is the practical solution. Flexonics, 
the most experienced name in metal hose, has packaged a 
program that puts this lucrative, growing market in the palm 
of your hand. The volume is BIG . . . margins attractive... 
and investment small. Learn the profit success of other dis- 
tributors with Flexonics PipE MOTION SPECIALISTS program. 
Ask to see a metal hose market analysis of your specific ter- UNBRAIDED 
ritory — write for the complete story on a Flexonics PMS Aho 
UNBRAIDED MEDIUM PRESSURE 
BRAIDED HIGH PRESSURE CORRUGATED HOSE 


CORRUGATED HOSE 
FLEXONICS DISTRIBUTOR PIPE MOTION SPECIALIST mm, 
BRAIDED HIGH PRESSURE FLEXIBLE CONNECTOR 


8 nt 

QF Arracn To your LETTEREA OMEN &.) 
». < a : 
a Flexonics Corporation F 
310 East Devon k 


FLEXONICS CORPORATION « BARTLETT. ILLINOIS 
In Canada: Fiexonics Corporation of Canada, Ltd., Brampton, Ontario Bartlett, Illinois 
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Please send me an 

analysis of my mar- 

METAL and SYNTHETIC HOSE ket for metal hose and the complete 
EXPANSION JOINTS Flexonics PMS brochure. 

BELLOWS * SPECIAL TUBULAR ASSEMBLIES 


SUBSIDIARY OF CALUMET 4 HECLA, INC 
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After three 
years of 
thorough 
research 

and testing... 


CLAYTON MARK 


ANNOUNCES THE NEW 


Petro Ball Valve 


From a famous family of unions and fittings comes the 
Petro Ball Valve—a new departure in smooth, effortless, 
positive sealing that combines basic improvements with 
unique new developments that only years of research and 
testing by Clayton Mark engineers could achieve. A new 
departure, because Clayton Mark literally started where 
the others left off. For example—Clayton Mark Engineers 
found that nuts and bolts were, and still are, needed to 
install and repair ball valves. They eliminated this neces- 
sity with the union-end assembly feature to provide faster, 
easier installation and maintenance. For example — they 
also found that a way to reduce pressure drop is needed. 
Clayton Mark engineers incorporated the largest port open- 
ing of any ball valve to assure virtually no pressure drop. 

These are just a few of the advances resulting from 
extensive testing that started with the premise that all ball 
valves are good—and proceeded from there to develop a 
ball valve without equal. The new Petro Ball Valve in Stain- 
less Steel, Carbon Steel, and Brass is the result. And re- 
member—each and every Petro Ball Valve is air tested as 
it leaves the production line to assure perfect operation. 
Write for complete information. 


LAYTON 
MARK 


& COMPANY 
1900 Dempster Street Evanston, Illinois 
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The Clayton Mark Petro 
Ball Valve has been 
tested over 250,000 turns 
under MAXIMUM PRES- 
SURE CONDITIONS 


without failure 
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CADMIUM PLATED NUTS IMPROVED HANDLE 


Extra feature that acts as a Quick, quarter-turn to full open or closed position. Arrow 
permanent lubr int for vale meohmar-laleli-Mialelier-}¢-1-me) 1 -1a1-1¢ mel m@elfel-1-1¢ merelaleliilelimmal-tarell= 
thread and e ¢ { ain be operated in any quadrant and reversibie aesig! 
permit se upside « vn where space limitat S fae 
oulder. With tt ferrous- pe S use upside dow where space li ire 
ritical. Rugged malleable iron handle is designed for 
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strength and contoured for comfort 
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COMPLETELY CONTAINED SEALS 
Eliminates any possible seal extrusion. Ster 


eal can be replaced without removing body 


TIGHTER SEAL 


Floating ba ass.ures 

nter seal under higher 
pressures. The sealing is 
a omplisned at the 


1ownstream seat The 
pressure at the upstream 
seat is then equalized, by 


pern 
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INTERCHANGEABLE 


SEATS 
Are available in a variety of 
materials to meet most media 


yblems 


UNIQUE UNION-END INSTALLATION 


Union ends eliminate use of nuts and bolts for faster 
easier installation and disassembly for maintenance 
DUAL SEATS Also permits maximum pipe misalignment without ef- 
Permit sealing regardless of tect } sealing characteristics, permits valve t maehe.| 
oliasi ant fohMmilol, Marc lalemelaelalel= t pUravel- 1am elg-t-5-1010-Mme- faleme-lilol’.-mn ie) alot ela, piete removal 
heck e feat e where if ¢ y idalelen@melb-saelae) piping installatior 
back f € there é ites a (J te Ma folam-lelelhirelar-| mel 





or a quality one? 


Black & Decker quality products 
and other makes of power tools often look 
alike, as do shoes and other kinds of products. 
But they’re alike in looks only. 

Go below the surface and you'll see how over 
50 years of B&D know-how goes into every 
B&D tool that comes off the production line. 
Each tool is built around a B&D-made motor 


Black se Decker: 


key line to profit growth 


and B&D gears. Each must pass the most rigid 
quality control from start to finish. The result 
is a tool line famous for dependability, durabil- 
ity and power... a line that more than satisfies 
your customer’s needs and sells faster for you. 
Quality products is just one of Black & Decker’s 
keys to successful Key Line selling . . . and 
better business for both of us. 


<Q The Seven Keys to More Profit 
» 1. Broad Markets 2. Complete Line 
3. Aggressive Promotion Quality Products 
5. Expert Field Assistance 6. Good Profit Margins 
7. Product Service 
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new from 


a revolutionary air power cutter 


Ly tele Mm ot -) 7) mm ot!) it) etal tietelol-ig-tc-o Moll -lololal-lmmal-1-lo Mu dla— 
cutter with tapered ial -t- Co |- Su (-T-J1e fal-lo MJ ol -leihalor-Ui ham col malls lata 'celielasl-mm a] oMmotehadiale| 
F Vale Mmr-t-1-1-1a)o)hYAmn’ dal-1e-MmR dale] el-t-lalel- Mio) Mole) ¢_ Mmm ol-1aumol-\\allaal-1-Us ME aloig-1-t-1-1o Ml ol geleleloadlolab 
gle [ lotto Mo) ol-1a-tcolmmr-tdle 101mm Or- tal ol-Mmel-1-lo ME [alt -Ihegl-lamar- (alo Malo Mah ake) ol-1e-0c-- Mela» dl-3 ce 
ing air supplies with SO psi line pressure. Engineered by the Utica Drop Forge 
7am Melo) Mm @IhVAl-1[o) ao) Ml a@-11-1-)\2o) mi t- 14-1 @volaanlol- lah un dal -mOr On © Olea! t- Mel (-lesdgelallot- lik Mmlare 
ro [Urea dfolaMmar-tael-lal-1°MmT- Wy 2-Me- Lalo Mets Mm lar-leit-uc-loMe- Ui gies al lalel-ig@mhcelgaal-lo Mo) Mel llg-lo](- mm oll-t_ialon 
Weight only 6% oz. Each unit is supplied with an 8 ft. air hose. The UA-100 
olohA-1amoie i ac-l am l-Me-lalohdal-lamoleic-i¢-laleliale ME-Cololhdlola Mm comm dal Mm Oiler Onl la-Mmolm@me|*T- Ube am coleli-e 


UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES COMPANY, UTICA 4, N.Y. 








“JENKINS 


What Everyone Takes For Granted 


You needn’t be told what researchers repeatedly report: 
Valve users and specifiers always KNOW Jenkins Valves 

. always take their fine quality for granted. 

Ever stop to think how much your selling cost is reduced 
because there’s no need to spend time establishing Jenkins 
quality? Some experts put the cost of a sales call at $22 
At half the amount, you see a big gain if much of the 
selling has been done before your salesman calls. 


favor JENKINS” 


* MBBS: 


Why don’t more products have such acceptance? 
It’s neither easy to win nor cheap to buy. To make the 
Jenkins Diamond trademark the Best Known and Most 
Trusted in the Valve World has required almost a century 
of making valves to the highest standards. And, it has 
required a total investment over the years of millions of 
dollars in advertising and promotion. No wonder a 
Jenkins is the best known valve! 


NO VALVE BUYER CAN ESCAPE THE POWERFUL JENKINS ADVERTISING PROGRAM IN 1961 


het 
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Platt “yes 
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‘‘We specify JENKINS” Well, there’s nothing better than JENKINS” 


Lowers Your Selling Cost 


IN 1961 Jenkins Bros. continues in full force the un- /n every practical 
equalled advertising power that works for distributors on way, Jenkins builds 
every call. Sixty-four important magazines reaching all a better background 
the buying influences throughout industry and the build- = for successful selling. 
ing field will carry full size ads about Jenkins Valves. For assistance with 
And every ad will direct buyers to Jenkins Distributors. specific promotion 
tasks, call in your 
NEW SELLING AIDS... printed sales and service lit- Jenkins Representative. 
erature, useful display material, ads and catalog material Jenkins Bros., 
for distributors’ own use . . . will help youfurthertomake 100 Park Avenue, 
selling time count. New York 17. 


JENKINS 
VALVES 


Sold Through Leading Distributors Everywhere 





low ARMSTRONG Swivel Pad 
“wurt come off 


Now ARMSTRONG deep throat “‘C’”’ Clamps have 
the new (Pat. apd. for) ARMSTRONG Ball-joint 
Swivel Pad. This “‘C’’ Clamp pad, developed by 
ARMSTRONG Engineers, is tougher than any on the 
market. Rigorous testing in our own plant first 
proved this fact, and field tests in factories through- 
out the country have confirmed our own test results. 





> Here’s Why it’s 
STRONGER . #4 


The lip of the opening in the ARMSTRONG Ball- 
joint Swivel Pad is undercut so that when the ball 
of the screw is inserted, and the lip is permanently 
forced down, a solid steel wall is formed, inside 
the pad cavity, completely encircling the ball. 


This wall of steel makes it impossible for the pad 
to come off the screw during normal use. In fact, 
our tests have proved that it is virtually impossible 
to intentionally knock the pad off with a hammer 
—yet the pad is free to swivel through an arc of 
approximately 40°. 


Attention: ARMSTRONG Distributors 


This new ball-joint “C’ Clamp Swivel Pad 
is now being advertised in leading trade 
magazines. Prints are available for use as 
$4 P hand-outs by Distributor salesmen. (Im- 
; > \ printed for you, of course) 


yy 7. 44 Take advantage of this new feature by 
_ = ~~ | placing major emphasis on Armstrong “’C’’ 
2 ' a Clamps. Ask your ope y salesman for 
these details or write direct. 
T Machinist's 
a A Duty Medium a a a La T i = . 


Clamos 
- “clamps «= “Clamp =“ Clamps SEE US AT BOOTH #3906 
ASTME SHOW, NEW YORK COLISEUM 


ARMSTRONG BROS TOOL C0 5205 W. ARMSTRONG AVE. 
‘ ay CHICAGO 46, ILLINOIS 
28 
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Southern Screws are USA-made with USA-made materials, Have you offered your customers Southern's new, free 
by fastener specialists who know that burr-free heads and ACTUAL SIZE CHART for MACHINE SCREWS and 
sharp threads mean faster, more profitable assembly. TAPPING SCREWS? They're advertised in the 

For all of your customers who have fastening jobs on trade as an exclusive item from 


-~ 
which they want to save time, money and labor, sell them Southern Screw distributors. ‘ 
Southern — for quality and service from start to finish. Get your supply today. \ 

Write: Southern Screw Co., P. O. Box 1360, Statesville, North Carolina . 


Manufacturing and Main Stock in Statesville, North Carolina. Warehouses: New York « Chicago « Dallas « Los Angeles 


Machine Screws & Nuts « A, B, C, & F Tapping Screws « Stove Bolts « Wood Screws « Type U Drive Screws + Carriage Bolts « Continuous 
Threaded Studs + Head Styles in: Slotted and Phillips; Flat, Round, Oval, Pan, Binding, Truss, Fillister, Washer, and Hexagon. 


— 


STOCKED FOR SUDDEN SERVICE 
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Help Your Customers 


Cut Rising Costs NOW 


with 


You, Mr. Dealer, You, Mr. Salesman, can write sub- 
stantial new business, set up mushrooming repeat 
sales, by giving your customers exactly what they need 
and want NOW. Multi-Use Brightboy’s: 


BURRING + CLEANING + FINISHING - 


frequently in one operation! 


TODAY’S APPROACH TO BIGGER TIME SAVINGS 
The Revolutionary New Concept 
of Abrasive Applications 


for working al] metals, wood, glass. 


laminated materials, some plastics 


Your customers must see Brightboy’s unique, simultaneous, rubber- 
and-abrasive working action to believe it. They must see how easy 
it is to select exactly the right JOB-MATCHED wheels, sticks, rods 


and blocks for automation, machine and manual operations. 


READILY AVAILABLE STOCK TEXTURES 


Fill customers’ orders from your stock or from our complete factory 
stock. PROMPT DELIVERIES in all textures, extra fine to extra 
coarse, in soft, semi-firm, firm and tough rubber binders. Revolu- 
tionary Brightboy, the only complete, comprehensive stock line of 
soft rubber bonded abrasives, is saving money for countless users 


SOFT RUBBER 


BONDED ABRASIVES 


POLISHING 


WRITE FOR THE 
BRIGHTBOY 
CATALOG 


An excellent 
door-opener 
NOW, 
to present 
NEW & 
ADDITIONAL 
USES FOR 
ABRASIVES 


featuring 


® Methods and Applications 
® Complete Range of Wheel Sizes 
® Machine Speeds 


The Brightboy Sales Proposition is just as 
exceptional as the merchandise itself! 
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BRIGHTBOY 


INDUSTRIAL DIVISION 


re. _— ") 
ie ie Pee | WELDON ROBERTS RUBBER CO. 
95 North 13th Street 

America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


Newark 7, N. J. 





NATIONALLY KNOWN @ NATIONALLY DEMANDED e 


30 


NATIONALLY ADVERTISED 
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CHOSEN N/D-HYATT BEARINGS AS ORIGINAL EQUIPMENT! 


THAT'S WHY YOU'RE WISE CARRYING THE NEW DEPARTURE AND 
HYATT BEARINGS LINES. YOU HAVE MORE TO SELL...MORE PART 
NUMBERS ARE AVAILABLE... AND CUSTOMER PREFERENCE GIVES YOU 
AN IMPORTANT SELLING EDGE IN THE BEARINGS REPLACEMENT MARKET. 


SINCE 1892 OVER 
RERS HAVE 


You, as an Authorized New Departure and Hyatt Industrial Bearings Distributor, 
have the best proposition in the business and can service your customers with 
exactly the bearings they require for any bearing application. Here are a few of the 
outstanding products you have to sell: 


roller bearings come in a wide variety of types and sizes from %” OD to 14” OD. 
They handle radial loads of up to 103,000 pounds, speeds as high as 50,000 RPM. 
Standard bearings operate efficiently from below zero temperatures to 450 
degrees F. Special steels, if desired, push the temperature range higher. 


=" METRIC SERIES... Precision roller bearings with built-in extra i 
capacity. Will handle heavy radial loads, light or intermittent thrust loads. A 


WOUND ROLLER ~ J5= 
... Made to inch dimensions, operates with inner race or 


directly on shafting. Resists extreme shock, abrasion and fatigue. 


=ParTure ball bearings have a wide range of seals, more than 25, to retain bearing lubricants 
and keep out contaminating matter. Each seal is designed as an integral part 
of a bearing. The result is greater bearing efficiency, less downtime, longer 
life... .and more sales appeal. 


LAND-RIDING SEAL AND TRASH SHIELD... Excellent for 
4 severe contaminant conditions, moist or dry. Rubber is bonded to 
steel insert, crimped into outer ring. 


LAND-RIDING SEAL, PRESSED... 
For severe conditions. Rubber is bonded to rigid steel “L" frame 
and pressed into outer ring ID for positive seal. 


SENTRI-SEAL... Most popular seal in use today. For every contaminant condition. Metal 
insert, molded in rubber seal which has positive contact with ground inner ring groove. 


j 
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New Departure and Hyatt bearings are supplied through cy T Vv g 
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Keystone High Tenacity Grease sticks to 
the job on special dragline duty .. . cuts 
consumption 80% 


They were looking for a better lubricant for the walking 
cams of a million-pound dragline . . . and Keystone walked 
away with the honors. Two different makes of grease were 
subjected to a special 3-day performance test. Keystone 
was applied to one cam, the grease then in use to the other. 


Three days of mining preceded a “‘walk”’ to a new location. 
En route, the cam and conventional grease parted com- 
pany, and continued to do so even though the grease was 
scooped up and reapplied. During the half-mile move, 40 
additional pounds of grease were required. On the cam with 
Keystone 30B Heavy, no grease was added...or needed... 
for a further move. Savings of 80° were realized. On the 
same equipment, Keystone Open Gear Grease and Wire 
Rope Lubricants produced comparable results. 


Keystone 30B Heavy is a highly tenacious, water-repellent 
grease ...takes punishment of crushing cam pressure in 
stride. In this instance, an 80°, saving was realized. 
Perhaps Keystone can do as much for you. 


WHERE 


can this case study help you close an order? 


Wherever there’s a lubrication problem, there’s a Keystone 
specialized lubricant that is matched to the job. As a 
Keystone distributor, you have one of the nation’s largest 
stocks of special-formula lubricants, ranging from bricks 
through semi-solid and liquid greases to light penetrating 
oils and coolants. This nationally advertised case history 
is helping to pre-sell your customer, so you can help him 





pin-point the one Keystone lubricant especially developed 
to step up his performance, end waste, cut down-time, or 
stop costly wear in a specific application. 


If your customers are not getting the most from their pres- 
ent lubricants, tell them about Keystone’s broad line of cost- 
cutting lubricants, and about Keystone’s free Engineering 
Service. Remind them, too, that all Keystone lubricants 
carry a no-quibbling guarantee of at least a 10 percent 
saving over their present cost of lubrication, including 
labor required for application—a guarantee made by no 
other lubricant manufacturer! 


KEYSTONE LUBRICATING COMPANY 


21st, Clearfield & Lippincott Sts.. Philadelphia 32, Pa 


TRADE MARES #6. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 


MORE SALES 
ASSISTANCE 


Publicity in leading trade publications is building business 
opportunities all around you. Plant maintenance engineers, 
production men and others are reading about Keystone 
lubes... they're all prospects. If you'd like reprints of these 
and other stories, do not hesitate to write us for them. 


Established 1884 
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Ode to a distributor market 


(...or here’s how your customers can use Bodine Motors) 


Blowers, timers, a tower clock, 

Dampers, reactors, or brewing bock 
Animation for display, 

Moving belts of which convey, 
Agitating, winding, material feeds, 

All have fractional hp needs 


Rubber, canning, and packing plants, 

Pumping, dumping, making louvres cant 
Everyone you sell or call 

Use motors that are fractional, 
And Bodine Motors surpass all the rest, 

Are bought by those who demand the best... 


Selling Bodine 


fractional horsepower motors 
makes big dollar sense 


300 Different motors in the Bodine 
line from 1/2000 to 1/6 horsepower. 


Wide range of speed reducer motors. 
Torques: 1.3 in. oz. to 219 in. lbs. 
Speeds: 0.7 to 300 rpm. 
Ratios: 6:1 to 1800:1 


Bodine Electric Company 
2534 West Bradley Place 
Chicago 18, Illinois 


=e) 2)i, i= 


fro a. a 
MOTORS ~— 


the power behind the lead 
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Nationally advertised in trade, 
business, and news magazines. 


See Sweet’s Product Design File, 
or Thomas Register for product 
information or write today. 


A limited number of distributorships 
are available in selected areas. 
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Handles, air motors, gears (rpm), chucks, and 
clutches of the new SIOUX P, A, L prefixed 
drills, screwdrivers, and nut runners are 
interchangeable. Any one of a possible 1,000 
combinations is available to precisely meet 
the needs of each job. Disassembly for service 
or conversion to another job is equally easy. 

Air and oil exhausts from the base of the 
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dependability! 


handle through a remote exhaust hose or de- 
flecting silencer so that it can not be blown 


on the work + 
Whether it’s an electric drill, screwdriver, 
air impact screwdriver or one of the new P, A, 
L series, expect stamina, power, smooth per- 
formance, and ease of operation from the SIOUX 
family of fine tools. Ask for a demonstration! 
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SIOUX CITY, IOWA, U.S.A. 


SOLD THROUGH DISTRIBUTORS IN U.S., CANADA AND OVERSEAS. FIND YOUR NEAREST 
U.S. DISTRIBUTOR UNDER “TOOLS, ELECTRIC” IN THE YELLOW PAGES. 


A AIR & ELECTRIC IMPACT WRENCHES + DRILLS - SCREWDRIVERS + NUT RUNNERS + SANDERS + GRINDERS 
& ELECTRIC POLISHERS + FLEXIBLE SHAFTS - PORTABLE SAWS + VALVE GRINDING MACHINES & ABRASIVE DISCS 
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Mr. Joseph M. Bruening looks over |1BM equipment, an im- 
portant part of marketing operations for Bearings, Inc. 


Computers help sell bearings 


“Get the orders right and get them out fast—that’s basic in 
our business,” says Myr Joseph M. Bruening, President of 
Bearings, Inc., Cleveland, Ohio. “We've installed the most 
modern accounting equipment to handle this complex task.” 

Bearings, Inc. is the largest distributor of bearings in the 
world. It has been built up by Mr. Bruening over the last 
35 years into a multi-million dollar organization with 55 
branches and 200 salesmen in the field. With a computerized 
setup, salesmen can more effectively service their accounts 

An IBM Ramac computer at the Central Office handles 
inventory and sales control for all the branches. Where pre 
viously it might have taken two weeks for invoices to be 


processed, now Ramac with an electronic typing machine 
processes something like 3500 invoices each day. Mr. Bruen- 
ing looks forward to the time when he will have a running 
inventory of every bearing in every branch to keep inven- 
tories at their optimum level. 

Mr. Bruening is one of the pioneers in bearing distribu- 
tion and sales methods. He is one of the many distributor 
executives who has served on the S06 Distributor Advisory 
Council. This group, representing over 350 Authorized 
wy Distributors, meets regularly with SSF Sales Man- 
agement men to discuss new ways to better serve American 
Industry. S{SF Industries, Inc., Philadelphia 32, Pa. 6040 


MOTION ENGINEERING 


Advanced ball and roller bearing technology 
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A leading distributor tel/s us: 


“When we take on a line, we expect good quality, of course. 
But just as important are service, strong competitive 
advantages, delivery and a fair return for our efforts.” 


Says Chris McCririe, Reliable Bearing & Supply Co., 
San Bernardino, California: 


““Gates sound distributor policy 
provides maximum opportunity 
for growth.” 


“Profitability, field service, quality that’s known and accepted, prompt de- 


livery, inventory control assistance—all these are important factors in our 
success with a line. Gates provides all of these in a sound distributor policy 
that is built on mutual confidence. It’s a working arrangement that has 


enabled us to improve our position in this market, to build our profits.” 


Building the future on 50 years of progress 


The Gates Rubber Company 
Denver, Colorado 
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Strong 
Tough 
Economical 
Efficient 
Lasting 


Big Bolt Plant 
It starts with YOU. As a Sheffield Distributor you are a key 
Resea rch member of Sheffield’s research staff. Whenever you have a 
new need that calls for action Sheffield’s research people, with big-plant resources, work with you to 
find the solution. *" New metals, new metal-working methods, new machinery, new applications are all 
part of a continuing study by Sheffield metalurgists, engineers and research experts. Their life-long 
interest is better bolts. "Sheffield is one of the world’s largest integrated bolt plants. Here you have a 
complete line from a single source—bolts, cap screws, rivets—thousands of standard and special types. 
Sheffield all the way from furnace to finish. Quick shipment. Ask about a Sheffield Distributorship. 
Write: Sheffield Division, Armco Steel Corporation—Houston, Kansas City, Tulsa. 


. - 
ARMCO ‘Sheffield Division 


V 
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F HOW MANY OF YOUR PRODUCT 


. LINES RETURN A9% PROFIT? 


PROFIT AND LOSS BY PRODUCTS 
“AVERAGE” DISTRIBUTOR 


cost GROSS 


GROSS OVERHEAD NET 
PRODUCT SALES OF PROFIT OVERHEAD 
GOODS PROFIT % SALES % SALES PROFIT 


$146,618 $119,549 $27,069 18 $19,122 13 $7,947 
205,380 167,831 37,549 18 22,875 11 14,674 
52,348 42,265 10,083 19 16,569 32 6,486 
60,701 43,746 16,955 28 13,438 22 3,517 
73,312 59,773 13,539 18 9,569 13 3,970 
275,290 200,955 74,335 27 43,998 16 30,337 
102,977 ‘ 68,989 33,988 33 35,182 34 1,194 
29,338 20,515 8,823 30 6,285 22 2,538 
102,681 101,418 1,263 1 11,413 11 10,150 
52,891 39,455 13,436 26 15,291 29 1,855 
30,344 21,864 8,480 28 6,783 22 1,697 


VALDURA 50,501 35,897 14,604 29 10,124 20 4,480 
PAINT 


TOTAL $1,182,381 $922,257 $260,124 22 $210,649 18 $49,475 
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You can earn 9% net profit — 5% above average, with 


VALDURA ‘sry PAINTS 


Many of the product lines listed above 
that are high in gross profits actually show 





READ WHAT DISTRIBUTORS SAY* 
A Louisiana distributor writes: “It is obvious that we 


net profit losses! But note that Valdura make more net profit on Valdura Paint than on many 


items that require considerable time in filling orders.’ 
. : gro A leading New Jersey Mill Supply House says: “We've 

paints, with a 29% - profit, found that Valdura Paint is THE most profitable item 

° we sell.” 

returns 9% net profit — considerably “Valdura Paint gives us ao 30% gross profit and a 

net profit of 12%,” reports a large distributor in 


above average! So when you are looking for a tttietn 


° ° “We definitely put Valdura Paint in our most profit- 
way to improve your net profit picture, able category,” says an Ohio distributor. 


. . . A leading distributor in Florida reports: “Our profit 
consider stocking and selling famous on Valdura is in the top bracket. It's one of 12 lines 
Gs ‘ we have picked for concentration,” 

Valdura Paints — a non-seasonal key line A large distributor in Louisiana says: “We rank Valdura 
5th volume-wise and 3rd in relation to profit.” 


that gives you more than twice the *Distributor names and addresses supplied on request. 








average percentage of net profit. 





Write today, on your company letterhead, for an 
interview that can mean big net profits for you! 


Am VALDURA "iv PAINT DIVISION 
rath ty tne AMERICAN-MARIETTA COMPANY 
® 101 East Ontario Street, Chicago 11, Illinois 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 





April 1961 


FURTHER WEAKENING OF ECONOMY continued in January, 
when the FRB industrial production index sagged a point to 102 (1957-100). 
Conflicting statements, many with obviously political overtones, add to the gen- 
eral uncertainty, but a number of leading economists think we ate scraping 
along the bottom now. As for timing the upturn, there seems even less agree- 
ment, with estimates running from early this spring to early 1962. The outlook 
in construction, steel and autos, basic in the heavy goods sector, may hold the key. 


ONE BRIGHT SPOT IS CONSTRUCTION. Despite 1960's poor 


showing in residential building, total construction set a new record—for the 


14th consecutive year—due to surges in public and commercial-type building. 
According to F. W. Dodge, total construction contracts are now at a record level. 
Expected to equal or better 1960's record are residential, educational, religious 
and hospital building. Commercial and industrial contracts are now off. 


OUTLOOK FOR STEEL IMPROVES. An upward trend appeared in 
February, and finished steel inventories are now so low as to make further large 
reductions improbable. This is all the more encouraging in the face of continued 
sagging orders from the auto makers. Capacity is now estimated at 50 to 55%. 


HIGH INVENTORIES OF NEW CARS — much higher than at a 
similar point in the 1957-58 recession—are the chief headache of the Detroit 
men. They feel that many sales were delayed by the hard winter and are hopeful 
of sprightly spring sales. Too, compacts have made a real dent in foreign im- 
ports. But unless there is a major upswing, 196] production will not equal 1960. 


TOTAL PERSONAL INCOME is holding up surprisingly well. The 
annual rate in January was running at $406.3-billion, seasonally adjusted. In 
spite of lengthening unemployment rolls, this figure is more than the $404.2-bil- 
lion reported for the full year ‘60. This augurs well for increased retail sales. 


MACHINERY NEW ORDERS DIP below 1960 by an average 2%. 
according to a McGraw-Hill forecast. But, by the last quarter of this year, the 
index of new orders is expected to average 9% above the level of 4th-quarter ’60. 


ONE VERY SERIOUS, NAGGING PROBLEM is unemployment. 
This whole area is vastly complicated by factors which are added in —e.g., 
seasonal adjustments, labor market growth, lagging payroll and unemployment 
benefit figures—but one thing is clear: unemployment is still up—and up sharply. 
The figure currently hovers around 7‘:, whereas 4% is considered normal. 


LIVING COSTS DECLINED, icy January by a miniscule 0.1% to 
127.4% (1947-49 = 100.0% ), but this is common in January and doesn’t mean 
that prices have stopped rising. Overall, prices tend to remain firm or in- 
crease, and wholesale prices have remained virtually unchanged for 3 years. 


STOCKS ADVANCE TO HIGHEST LEVEL since early last summer. 
This is encouraging since the prognosticators maintain that stock prices 
traditionally precede the general level of industrial activity by 3 to 6 months. 
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D 
INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





and cumulative totals are the same each year, at January. 
Sales for January 1961 were down in every area except 
West North Central. Reporters in East North Central re- 


The cumulative totals are not applicable in January be- 
Actually the 


second and third columns, January compared to January, 


cause we are dealing only with one month. 





U.S. TOTALS 





Jan. 6l No 
Compared Cumulative 
Jan. 60 Totals 


Jan. 61 
Compared 
Dec. 60 


Compiled by 
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SUPPLY SALES TREND 


FINAL FIGURES FOR 
JANUARY 1961 


Jan. 61 No 
Cumulative 
Totals 


Jan. “61 
Compared 
Dec. 60 


Jan. 61 No 
Cumulative 
Totals 


Jan. 61 
Compared 
Dec. 60 


FINAL FIGURES FOR 
JANUARY 1961 


Compared 


Compared : 
Jan. 60 


Jan. "60 





New England: Conn. Me.. 
Vass.. NH. RA Vt 20 


Bridgeport-Har tford 
Springfield Area 


Middle Atlantic: 
VJ. N.Y., Pa. (33 


Metropolitan New York- 
northern New Jersey Area 
Western New York: Buffalo 
Rochester-Syracuse 
Binghamton Area 








Philadelphia-Trenton 
Wilmington Area 





Pittsburgh- Wheeling 
Youngstown Area 


East North Central: j,. 
Ind... Mich., O.. Wisc. (58 


Indiana Area 





Wisconsin 


— 3% 


—11% 

















West North Central: ;,.. 
Kans., Minn., Mo., Neb.. 
V.D., S.D. (18) 


+ 10% 


+ 4% 





Kansas-Western Missouri 
\rea 


+ 3% 


+ 1% 





South Atlantic: per. p.c. 


Fia., Ga., Md., N.C., S.C., 


Va.. W.Va. (25) 


—12% 


1% 





East South Central: 4/,. 
Ky.. Wiss., Tenn. (7) 


+ 6% 


3% 





West South Central: 4,7... 


La., Okla., Tex. (24) 


—10% 


8% 





Houston Area 


—19% 


1% 





Dallas-Fort Worth Area 


— 3% 


8% 





Mountain: 4riz. Colo., Id., 


Mont., Nev., N.M., Ut., 


Wyo. (8) 


—16% 


— % 





Pacific: Cal., Ore., 
Wash. (21) 


+ 5% 


— 3% 





Chicago Metropolitan Area 


Los Angeles-San Diego Area 


+ 4% 


1% 





Detroit-Toledo Area 


Oregon Area 


— 9% 


—11% 





Cleveland-Akron-Erie Area 


Washington Area 


— 9% 


—14% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





port more activity, during that month, in new orders and kept sales down. In Middle Atlantic, many reporters are 
requests for quotations, a healthy sign of new buying. optimistic about an upturn soon. However some report 
East South Central reports extremely bad weather has factories closing and others moving out of the area. 


PRICE INDEX FOR 19 PRODUCT CLASSES 


NAME OF PRODUCT CLASS Per Cent 


Jan. 1961 Change From 
(1947-49 = 100) (goalieataars ) Dec. 1960 Jan. 1960 Year Ago 








Abrasive Products ih aeeeees 1426 1421 143.2 ~ 0 


Cutting Tools . anes 17991 1790 1739 + 30 


Fans and Blowers an 183.5 182.5 — 01 
—— |. » > ii 200.7 + 46 
Incandescent lamps 190.0 190.0 190.0 0 
Industrial Rubber Products eo 157.4 152.9 42 


Lubricants = 103.2 102.1 97.4 59 


Materials Handling Equipment ‘ 174.0 174.0 173.6 02 


Mechanics Hand Tools ‘Files, saw blades) 191.8 191.7 187.8 21 


Metalworking Accessories : 1745 1745 174.5 0 


















































Motors = 113.5 1135 1126 08 
Paint 132.1 131.5 128.3 3.0 
Portable Power Tools 147.2 147.1 143.5 2.6 

















Power Transmission Equipment 185.9 185.7 181.0 





Precision Measuring Tools 148.2 148.2 148.2 





Pumps and Compressors 181.0 181.0 180.6 





Steel Products (Pipes, bars, nails, wire rope etc.) 186.2 186.2 186.8 





Valves and Fittings 161.1 161.1 169.8 





Welding Machines (Equipment, Rods) 154.4 155.7 151.8 





TOTAL INDEX (weighted average) 168.8 168.7 166.5 





Source: Bureau of Labor Statistics and Industrial Distribution 
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IMPROVED ALL PURPOSE (Model 700) 
New, improved version of the saw that broke 
one sales record after another! Has high 
speed, for wood, compositions, plastic; low 
speed, for routine metal cutting. The per 
i{-Yon am cole) MB ie) amer-1ael-1al(-1a-imaat- lial clal-lalet-Mmaal-iam 
plumbers, electricians 


Skil moves two more jumps 


Two new Recipro Saws maintain Skil’s leadership 


Not only have Skil engineers improved the original 
2-speed reciprocating saw, but they’ve come up 
with a completely new, exclusive metal-cutting 
model that opens up a vast new market for port- 
able power tools. 

These latest Skil Recipro Saws are one more 
example of how Skil’s basic policy of continual 
product improvement and the development of 


advanced new products, backed by sound mer- 
chandising, is spelling sales successes for Skil 
distributors. 

If you’d like to know more about Skil Recipro 
Saws, as well as the entire line of Skil metal and 
woodworking tools, call your local Skil repre- 
sentative. Or write: Skil Corporation, Dept. 115D 
5033 Elston Avenue, Chicago 30, Illinois. 
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ahead of the entire industry! 


in the reciprocating saw field! 
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New! METAL CUTTING (Model 701) 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





Misdirected Efforts 


One thing is evident. Business, as a whole, is better than 


the recent alarming—and alarmist—headines suggest. 
The recent statements emanating from Washington simply 
do not fit the facts of economic life. Arthur Goldberg’s 
remark that this is “a full-fledged recession” harks back 
to the 1930s. 


current situation is the 


And Sam Rayburn’s assertion that “the 
most urgent since the great de- 
pression” is frightening but hardly accurate. 

The picture of depression being painted on the banks 
of the Potomac is not borne out by key statistical barome- 
ters. As we have reported for several months, the truth 
is that our economy is operating quite a bit below full 


Nev er- 


theless, the current business setback is somewhat milder 


capacity, both in production and employment. 


than any of the other three postwar adjustments. The 
total volume of business, as measured by the gross na- 
tional product, is now off about 1% from its record high 
level in the second quarter of 1960; the total volume of 
industrial production—manufacturing, mining and _utili- 
ties—as measured by the FRB’s index of output, is off by 
about 9% from its peak in January, 1960; and, personal 
income is less than 1% lower than last October’s high. 
There are some who still find it almost impossible to 
break loose from the idea of violent ups and downs in 
the business community. They feel that business, which 
started to decline over nine months ago, may drop still 
further in the traditional manner. However, as time 
moves on, there is increasing reason to believe that our 
economy no longer follows the course of a roller-coaster. 
As we see it, the economy is undergoing a mild recession 
at present with a relatively high degree of prosperity. 
Hence, the current concentration in Washington on piece- 
meal proposals to save the economy from utter collapse 
seems rather misplaced. Obviously, there are other steps 


\ Ww ell- 


conceived tax reduction and reform might be one. In fact, 


that could be taken to make business a bit livelier. 


passage of a tax bill which would revise our jerry-built 


Federal tax structure would be most desirable at any time. 


Sustained Growth, Not Short-Term Relief 


Actually, the main problem facing us today is not one 
of giving a short-term lift to a sagging economy, but, 
rather, of getting us back on the postwar growth curve of 
about 4% per year. For well over three years, we have 
fallen short of our normal position on the growth line. 


Our success in world politics may well depend on our 


once more attaining a sustained economic growth rate 
between 34% and 412% per year. 

Anatoly I. 
stitute of World Economy and International Relations, 
of the Academy of Sciences of U.S.S.R., visited us only 
a few weeks ago. He declared that the Russian economic 


Shapiro, a senior economist of the In- 


growth rate would certainly accelerate over the next 
five years. He insisted that their forward planning does 
not expect the slow-down in growth forecast by Ameri- 
can experts on the Soviet economy. The Russians, who 
regularly look at least five years ahead in their economic 
planning, will continue to gain on us unless we begin 
to look more than just a few months ahead. 

To meet a growing demand for goods here and 
abroad, American business will shortly need far more 
efficient plants and equipment than it has today. Now 
is the time for industry to step up installation of cost- 
reducing machinery before inflation resumes its never- 
ending upward course. Industry has been modernizing 
its facilities, but huge amounts of antique equipment 
are still in use. 

Companies with cost-reduction programs, new prod- 
ucts, and increased sales effort will be the most profit- 
1960s. 


for growth will not be able to compete profitably. 


able in the Companies that fail to prepare 
Government Action: Resource Development 
The 


regard to desirable public works. 


lagged behind with 


Many 


grams never got off the ground because the private 


Federal government has 


federal pro- 
economy generally operated at a very high level through- 
out the postwar period. Why not start public works which 
will contribute to the nation’s long-term growth and 
general well-being, such as cleaning up polluted streams, 
smog-laden air, city slum areas, and especially tackling 
the problem of seriously inadequate water resources, es- 
sential to industrial expansion. 

We need more from government now than a spending 
spree. We recovered quickly from the 1957-58 recession 
with almost no pump-priming. Few government pro- 
posals mentioned above would increase spending much 
in the current calendar year. We need a governmental 
program to support sustained national growth, not just 
a random tax cut. We do not need a panacea for ending 
what appears to be our mildest postwar recession. 

Whatever steps are taken by the Administration, the 
current recession will soon end. Other lang-range prob- 
lems will still be with us when business indicators show 


that the recession is a thing of the past. 
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...are you 
up a tree? 


Has the cutting tool business got you up a tree? 
If so, Vascoloy-Ramet can help you bring un- 
matched service to your customers and prospects. 
As a V-R distributor, you offer them the 

finest, most complete line of cutting tools 
cemented carbides, Tantung and ceramic tool 
material — available anywhere. These in- 

clude throw-away inserts, full-length inserts, 
single-point tools, blanks, toolholders and face mill 
cutters. Your customers will find that they 

can always count on you for the proper cutting 
tool, in the right grade, for machining 

practically any material. You benefit, too, 

from V-R’s aggressive, national advertising pro- 
gram that seeks out customers for you, 
informative direct mail literature, faster service 
and well-informed factory representatives 

who really know their business. You simplify your 
ordering, stocking and pricing systems, too, 

by dealing with only one source. So, don’t 

get chased up a tree. Write now for full 
information about a V-R distributorship. 

A choice territory may be open in your area. 


+s 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


872 MARKET STREET + WAUKEGAN, [ILLINOIS 


CARBIDE — j, CERAMIC <u TANTUNG — TOOLHOLDERS — ~> FACE MILL 
BLANKS Ve-9; INSERTS — 1 SOLID TOOL BITS, Os SOLID BASE 
INSERTS, TRIANGULAR, Z CUT-OFF BLADES, AND 
BRAZED Mee SQUARE, TIPPED TOOLS, | ELEVATOR 
TOOLS Yo» ROUND CAST-TO-FORM TYPE 
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BY A REPUBLIC RUBBER 
DISTRIBUTOR WORKING UNDER 
THE FAMOUS 5-POINT SALES POLICY 


This Record Maker Conveyor Belt represents a 
good sale . . . in dollars and in customer satis- 
faction. The salesman who made the sale appre- 
ciates the advantage of serving his customer with 
a good product and . . . the commission from 
the sale. 


Almost every plant buys rubber hose, belting or 
packing on a regular basis for maintenance and 
other uses. That’s why aggressive distributor 
salesmen talk about rubber ON EVERY SALES 
CALL. Why not? Talking a product bought regu- 
larly results in more sales and more commissions. 


Would you like to add Republic Rubber’s line to 
your line? You will have quality products and 
the famous written 5-Point Sales Policy (now in 
its 38th year). For more information, write to: 
J. A. MaclIntire, Jr., General Sales Manager. 


_ REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN !. O 


INDUSTRIAL RUBBER PRODUCTS 
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IMPROVE 
ON CHANCE 


Last month on this page I commented on an idea that 
Edmund Burke advanced some 200 years ago. Today, I shall 
use an equally penetrating observation by one of our con- 
temporaries as a springboard for some editorial thoughts. 

In the course of his talk before the New England Indus- 
trial Distributors’ group in Hartford, Ben Rosen, Franklin 

INDUSTRIAL DISTRIBUTION ‘“pply, Providence, R. L, came up with this one, 
The Editor Comments on Industry Problems/April 1961 “Chance Favors the Prepared Mind.” This, too, is the sort 
: of closely-worded thought that starts a whole series of ideas 

chasing around in our heads. 

“Chance Favors the Prepared Mind.” 

This suggests that luck favors those who are prepared 
to take advantage of their opportunities. A simple, thoughi- 
less flip of a coin will give you a 50-50 chance in any busi- 
ness decision. All learning and study and experience are 
devoted to improving on that ratio. And, since decision 
making is the only mental activity associated with running 
a business, it is the mind that must be prepared if the chances 
of success are to be improved. 

The manager of a business or a salesman who continu- 
ously finds himself beset by hard luck could very well take 
a look at the quality of his preparation. Perhaps he hasn’t 
collected and marshalled the facts that have a bearing on 
the decision he must make. Perhaps he hasn’t analyzed in 
advance the implications of alternative courses of action. He 
is thus stuck with a snap judgment. Or, in selling, perhaps 
the salesman hasn’t analyzed his customers’ needs and 
developed enough product information to demonstrate how 
his product or the services of his firm can offer helpful solu- 
tions to his customers’ problems. A salesman, just in the 
nature of his job, has a greater prospect for winning favor 
from chance than most other people in business. He has 
hourly and daily exposure to opportunities. He can cash in 
on these with a prepared mind. 

I like your idea fine, Mr. Rosen, but it does have one 
disquieting aspect. It makes it mighty hard to dig up excuses 
or scapegoats when things go wrong. And, for sure, there 
is no earthly way by which I can prepare my mind other 
than by doing it myself. It all starts with me. Wouldn’t it 
be easier if someone else would do it for me. Maybe they'll 
invent a pill? 


Hoth. denne 
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Pioneering project: to promote scientific buying by distributors, NIDA-SIDA are un- 
derwriting seminars on modern stock control. This graph depicts formula for EOQ. 
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Slide-rule buying isn’t hard to master— or apply—if mixed with common sense, con- 
sultant George Wilkinson tells class. First conference was held in San Francisco. 


VAN NESS PHILIP 
ASSOCIATE EDITOR 


1. A distributor may dissipate all his 
margin on a line by keeping too much 
stock—or again by understocking. 
2. Scientific stock control, based on 
mathematics understandable to any 
man who'll take the time to reason, 
can spell the difference between loss 
and profit in both the large and 
average-size supply firm. 


These two propositions underlie 
the National and Southern Industrial 
Distributors Associations’ latest self- 
help project—seminars on scientific 
purchasing and inventory manage- 
ment conducted by consultant George 
D. Wilkinson. 

The program represents a pioneer- 
ing effort in the distribution field. It’s 
the first organized promotion by dis- 
tributors, for their own industry, of 
modern formula techniques in buy- 
ing. 

Major topics covered are: 

* How to build sales forecasts, based 
on laws of probability (the “standard 
deviation”). 

* The theory of the economic order 
quantity (the EOQ), based on what 
it costs you to acquire stock and 
keep it. 

¢ How to calculate the hidden “cost 


to acquire” and the “cost to keep,” 
after working out a charge per order 
and a charge per item and per in- 
ventory dollar. 

¢ Use of the formula Q=K\/A, 
with nomographs, to calculate the 
economic order quantity. 

¢ Identifying the break-even points 
on lines that carry discounts. 

* “Safety stocks” and analyzing lead- 
time variation. 


Setting up a scientific program for 
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YOUR EOQ? 


control of stock, by arranging sales 


and cost data for a meaningful 
analysis by management and buyers. 
* Organizing for efficient purchasing 
and stock control, including a com- 
plete new paperwork routine to 
streamline purchasing. 

At the opening seminar in San 
in the 
series in all, in six different cities) 
Wilkinson told a group of Western 
States distributors who had signed up 
for the two-day course: “The concept 


of the economic order quantity has 


Francisco (there will be six 


been a part of management theory for 
years, but until recently only a few 
progressive companies, chiefly in 
manufacturing, have made use of it. 
The time is ripe for introducing this 
approach to buying to industrial dis- 
tributors.” (See ID, “Modernize Now 
November 1958). 

One purpose of the seminars: to 
that 
lacking college math can handle buy- 


convince distributors laymen 
ing formulas. None require any cal- 
culation more complex than figuring 
square roots of numbers, and these 
distributors can readily obtain from 
tables. 

Another aim: to make distributors 
aware that many of the industry's 
current buying practices are not only 
futile but self-defeating. For example, 
reducing inventory on _ low-value 
items may so increase buying costs 
that all or most of the gross margin 
will evaporate. Similarly, items pur- 
chased in large quantities to reap the 
supposed benefits of quantity pricing 
may cost a company more in tax and 
interest charges than all the margin 
from the sales. Accordingly, a goal 
of high turnover for all lines may be 
as unsound as it is illusory, in an 
industry as complex as the distri- 
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bution of industrial supplies and tools. 

As Wilkinson explained it at the 
initial seminar: the buying problem 
can’t be evaluated in the abstract. 
Distributors can only zero in on ex- 
cessive buying or stocking costs if 
they will take the trouble to get down 
to facts and figures for specific lines 
and items. 

Also stressed in the seminars is the 
need for a changed attitude toward 
the duties of a buyer in a supply firm. 














: 


Distributors, for the first time, 
pinpoint Economic Order Quantity 


Should a buyer also function as a 
manager of a product department? 
Wilkinson thinks not, and gave his 
San Francisco class a score of reasons 
why the purchasing agent ought to be 
completely free not only of clerical 
work, but also of having anything to 
do with sales. A good buyer, he 
believes, will have enough to keep 
him busy if he does no more than 
keep his inventory under control, 


continued 


le” 


Inventory game: Distributor teams work out problem using formulas for EOQ with 
records of anonymous distributor. Purpose: to keep stocking cost as low as possible. 





EQQ continued 


buys at right prices and sees that sup- 
pliers stay up to the mark in filling 
orders. 
Wilkinson 
points: 


also stressed these 
* Too many distributor buyers stock 
twice what they expect as a normal 
sale of an item. This is playing it 
safe, but it ties up excessive capital in 
inventory. 

* Many buyers make their greatest 
mistake when they try to forecast the 


Numbers theory for laymen: Course outlines laws of probability in sales forecasts as 
related to economic ordering and safety stocks. Quantity prices are important factor. 


so-called “spurt” item. That is, they 
notice that a product has an unusually 
large sale one month, for no apparent 
reason, and accordingly increase the 
following month’s purchase order. 
However, the chances of receiving 
another large sales order are so 
remote in many cases that this invest- 
ment in increased stock cannot be 
justified. 

* It is better to assign too many 
people to the task of buying than too 
few. The function is too important in 
determining net profits to neglect. 
Also, buying provides excellent train- 


Sh nes 4 
-— = I 


ing for distributor personnel who 
want to get ahead in their companies. 
* There is no use setting up modern 
unless the 
company is organized to handle them. 


purchasing techniques 
Clerks may be able to figure out the 
EOQ’s but it takes some one in au- 
thority to put the data to good use. 
* Practical men in almost ever field 
today are learning they can do a 
better job if they master at least the 
basic skills of handling numbers. It’s 
essential for a buyer of industrial 
supplies. 
* Though perpetual inventory records 
are recommended, a company does 
not need to have them to apply the 
scientific method to its buying. All 
that is essential is an adequate record 
of sales and re-ordering activity. 

The 


order procedure which is included in 


new streamlined purchase 
the course is designed to help distrib- 
utor buyers get rid of paperwork 
chores so they can concentrate on 
major responsibilities. It’s a follow 
up to the associations’ seminars on 
Sales Order Processing which were 
held last year. 


Two More Meetings 


So far, four of the new inventory 
conferences have been held—in San 
Francisco, New Orleans, Atlanta and 
New York. Two more are scheduled: 
April 10-11 in the Executive House, 
Chicago, and April 13-14 in the Stat- 
ler-Hilton, Cleveland. 

Attendance, limited to NIDA-SIDA 
members, costs $100 for one repre- 
sentative of a company and $50 for 
each additional representative up to a 
of three per company. Each 
seminar lasts two days and includes 


limit 


two luncheons. 

All participants receive copies of a 
detailed 140-page Purchasing Manual 
prepared for industrial distributors 
by Wilkinson. 

The course is a project of the 
NIDA-SIDA Modern Methods Com- 
mittee under the chairmanship of 
Rufus K. Allison, Industrial & Textile 
Supply Co., Charlotte, N. C. 

Association members wishing to 
enroll should contact the committee at 


1900 Arch St., Philadelphia. 
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To Celebrate Our 50th Anniversary 


ID TAKES A LOOK AT 
DISTRIBUTION USA 
PAST, PRESENT AND FUTURE 


April 1961 


The May issue of INpusTriAL DistRiBuTION will be our 50th Anniversary issue, 
commemorating a half century of service to the industry. In it we go far be- 
yond recounting history. Rather, we have used this occasion to make a com- 
prehensive appraisal of events, practices and problems which currently face 
the industry. The appraisal comes at a most significant time. The next ten years 
may well represent the “decade of decision” for all involved in the industry. 
Certainly it will be a decade of ferment, shifts and major changes. These are 
all explored and analyzed in the presentation which will mark our birthday. 
Considerable time, effort and money has been expended to make it a major 
contribution to the progress of the industry. It has a specially designed format 
in keeping with the importance of the editorial contents. The presentation 
will be in three parts and will appear in three different locations in the magazine. 


Part One —Distrisution’s ACHIEVEMENTS: In this section, the past is 
analyzed to determine what has been happening to the distribution of indus- 
trial products for discernible trends, for good programs of manufacturers and 
distributors which should be advanced further, for mistakes which should not 
be repeated. Conditioning distributors’ and manufacturers’ efforts are the 
changing requirements of a rapidly advancing technology and the new ap- 
proaches and techniques of industrial procurement. 


Part Two —Creative DistripuTion: CHALLENGES AND OpporTuNiTies: The 

levels of achievement of manufacturers and distributors in the performance of 

their varying marketing functions are investigated and evaluated. It includes 

a description of how each function is being performed and what can be done 

to improve this performance. It also explores how manufacturers and dis- 

tributors can work together more closely to meet jointly, and creatively, the 

growing challenges to distribution. This is the over-all, system-wide approach 

to the problem of “Industrial Distribution, U.S.A.” Three areas of opportunities 

are explored: 

1. Opportunities in the wider adoption of the,” marketing approach” to the 
problems of our industry. 

2. Opportunities in the intensification and broader application of modern man- 
agement techniques to the operating problems of the industry. 

3. Opportunities for better manufacturer-distributor relations through im- 
proved communications. 


Part Three—New Horizons ror Distrisution: This section is the look 
ahead. In the first part the external technical and economic framework within 
which manufacturers and distributors will operate is explored. Changes in 
technology and industrial procurement as well as what is happening in industry 
that will require new processes and new products are examined. The second 
half probes future internal operations and structure of firms within the industry 
and of the industry itself. Changes that will alter old ways of doing things 
within manufacturers’ and distributors’ operation—for example, prospects of 
punched card purchasing by customer through distributor to manufacturer- 
supplier—will be evaluated to forecast the type of distribution system expected 
to evolve five, ten and 20 years from now. 





NEW PRODUCTS 
STRENGTHEN PROSPECTS 
OF ECONOMY’S GROWTH 


Research and development expenditures by industry and government to increase to more than 
$23 billion by 1970, almost four times amount expended in 1955, McGraw-Hill Economics 


Department survey shows. More than one-third manufacturing plants making capital expen- 


ditures to develop new products. Surge of new products today is a result of past expenditures 


The American economy’s prospects 
for growth through 1975 are good, 
according to the fifth study of the 
nation’s long-term growth prospects 
made by the McGraw-Hill Depart- 
One of the 


reason’s for the bright prospects is 


ment of Economics. 
new products. 

More than 50% of products offered 
for sale today, did not exist ten years 
ago. These new products came into 
being as a result of past research and 
development expenditures made by 
most of American industry. 

Today industry is spending more 
on research and development thereby 
quickening the pace of technical de- 
velopments and new products. 

Well over one-third of all manufac- 
turing firms are making capital ex- 
penditures to bring out new proglucts. 
This surge of new products is a result 
of research and development expendi- 
tures in the mid-1950’s. 

McGraw-Hill surveys on industry's 
for 


velopment show that the $9.6 billion 


dollar outlay research and de- 
outlay in 1960 was more than double 
the 4.8 billion investment in R&D in 
1955. 

The 196] 
for research and development is $10 
The 1970 $23 


estimated expenditure 
billion. estimate is 
billion. 

Industrial research and develop- 
ment programs are beginning to pay 
off. About 12% of 1961’s total sales 


of manufactured goods will be in the 


sale of new products that were not 
produced prior to 1957. 

In the past decade, output of plas- 
tics is up 300% ; 
tion is up 240%; 
has increased 200%. 


electronics produc- 
aluminum output 
Even firms in 
such well established fields as food 
30% of 


present day sales in product lines de- 


processing have nearly 
veloped since 1950. 

A combination of government and 
private basic research is carrying us 
rapidly into the age of space travel. 
In 1960, total expenditures for basic 
research added up to $1 billion, or six 


R&D Spending 1945-1970 
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Increases in research and development in- 
dicate an increase in future new products. 


advances 


times the expenditure in 1945. By 
1970 the cost of basic research will 
run more than $3 billion. 

Research is going on now on prob- 
lems of propulsion, structure, guid- 
ance, re-entry, instrumentation, com- 
munication, power supply, test facili- 
ties, space biology, psychology and 
reliability. 

Better propulsion and structure will 
give aircraft designers more efficient 
power sources and stronger air- 
frames. New communicational meth- 
ods will improve existing television 
and radios. Developments in instru- 
mentation will result in improved 
instruments and controls for private 
industry. 

Most of these developments are of 
a nature that indicate they will be 


highly the 


1961 However, many of the 


experimental in 
1970. 


years 


in chemistry, electronics 
and metallurgy that will occur in the 
effort to conquer space will also find 
industrial applications. 

Research on the present scale is 
something new for any economy. 
Many companies have only begun to 
explore its possibilities. Experience 
has shown that seven years may pass 
before the impact of a research dis- 
covery is fully reflected in business 
sales or capital expenditures. In- 
dustry is now working on many new 
products and processes that will show 
up dramatically during the 1960's. 

Estimates based on recent research 
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and development studies show that 
sales of new products will double in 
the five year period 1960-1965, and 
will triple in ten years. Total expendi- 
tures on R&D will increase about 85% 
from 1960-1970. 

By 1963, new products, not made 
in 1959, will account for 15% or 
the 


machinery, 


more of sales in electrical 


machinery, instruments 
and transportation equipment indus- 
tries. 

What are the new developments 
that these 


true? 


will make trends come 

The electric power industry ex- 
pects that a substantial number of its 
plants will be atom-fueled by 1970. 
By then, the building industry hopes 
to use complete prefabrication tech- 
niques. Many metal products may be 
produced by direct reduction of ores. 
powdered metallurgy and continuous 
casting techniques. 

The greatest impact of new prod- 
ucts and processes, for an expanding 
market, will thus be felt about 1965, 

research 
the 


will 


reflecting the step-up in 
spending that began in mid- 


1950's. The effects 
through every field, manufacturing, 


spread 


mining construction, agriculture and 


distribution fields, as we move to 
1975. 

In the factory, more and more 
work will be handled automatically. 
better 


powerful motors and material han- 


In others, conveyors, more 
dling equipment for turning and 
positioning heavy pieces will make it 
easier to move heavy parts. 

The food processing plant of the 
1970s, complete with electronic con- 
trols, may get its raw material di- 
rectly from the harvesting machines 
in one continuous operation. 

In all types of buildings the use of 
new materials, such as pre-stressed 
concrete, glass blocks, and plastic 
pipe will permit greater prefabrica- 


New 


machines will reshape ground and 


tion and less on-the-sife labor. 


pour concrete for, dams and highways, 
with great speed and mirimum labor. 








This Changing World 


The economic forces working against an easy solution of our economic 
difficulties, according to Peter E. Schruth, vice president of the 
Saturday Evening Post in a talk to the New York Sales Executives 
Club recently are “complex and powerful”. They include potential 
or actual overproduction in numerous industries, high prices and high 
credit costs, increased production and sale of foreign goods for 
world markets and dwindling U. S. gold reserves abroad. 

To solve the problem, Mr. Schruth said it would be necessary to 
create markets that do not exist at present. “In short, we must manu- 
facture customers. These customers represent not only new people 
but very definitely new demands; 
our marketing experts. New demands which this great majority does 
not know it is going to make.” New demands means new products. 


new demands not now visible to 








producing the same goods by the 


same methods. 

In addition to increasing capacity, 
the rapid pace of technical improve- 
ments will call for continuous mod- 
ernization of plants and equipment. 

The need for new capacity and 
modernization may result in as much 
as $48 billion per year of business 
capital expenditures in 1965, $58 
billion in 1970 and $70 billion by 
1975, compared with the $36.5 bil- 
lion which was spent for 1960. 

This the American 
economy over the next 15 years is a 
story of growth and potential that 
does not forecast the position of the 


outlook on 


Gross National Product 


Bittion 1960 Dottars 


general economy or any specific in- 
dustry at any exact time in that 
period. The ups and downs that have 
characterized U.S. business activity 
in the past can be expected to appear 
again. However, the report shows that 
the general trend of the economy is 
upward. 

The McGraw-Hill report concludes 
with the warning that there is nothing 
automatic about the degrees of 
growth indicated. This growth can 
only be attained by short range 
planning. Failure to do so can com- 
pletely remove a firm from the ranks 
of those that may attain success over 
the long run period. 


Distribution, 1960-1975 


Source: McGraw-Hitt Dept. or Economics 
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New product development will be a factor in the increase of gross national product. 
GNP distribution will be proportionately the same while index rises to $940 billion. 
Business, Government and Consumer Expenditures will remain in same proportion, 
while the total increase from $503-$940 billion. Not all GNP is available for consump- 
tion however, part must be used to replace assets used up in the productive process. 


With the increase in new products 
in the next fifteen years, the amount 
spent on capital goods will be greater 
than in an economy that is simply 
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NEW ENGLAND DISTRIBUTORS 
TALK LINES AND LAWS 


Meeting for fourth annual convention, New England group hears 


Federal Trade Commission official discuss price schedules; goes 


Concentrating on dual themes of 


“How 


Line?” and legal aspects of restric- 


Does a Distributor Select a 
tive marketing practices, the New 
England Industrial Distributors as- 
held its fourth 
Hartford, 


approx!- 


sociation recently 


annual convention in 


Conn. Represented were 
mately 30 distributor firms with an 
attendance totaling 60. 

Late in the afternoon of the first 
day, the group convened to hear 


Joseph E. 


Bureau of Litigation, Federal Trade 


Sheehy, Director of the 


Commission, Washington, speak on 
“Discriminatory and Restrictive Mar- 
keting Practices.” 


NEID members chat before session begins, Attendance totaled 60 at Hartford meeting. 


56 


The gist of Mr. Sheehy’s message 
was that if the seller makes quantity 
price differentials, he should make 
sure that such prices can be justified 
on the basis of cost: “Before you set 
up your quantity discount schedules, 
talk to 
We don’t draft complaints if we're 


come and our accountants. 
satisfied that the price differentials 
can be cost-justified.” 

In most cases tried by the FTC, 
the price spread has been too broad 
to justify on the basis of cost. Citing 
one well-known case in the foodstuff 
field, Mr. Sheehy asserted that the 
manufacturer had had a set of prices 


applying to quantities so large that 


on to examine problems confronted in selection of new lines. 


only five large chain stores were buy- 
ing in sufficient quantity to get the 
“inside” price. In addition to price 
discrimination, Mr. Sheehy reminded 
his distributor listeners that services 
may also come under scrutiny. 

Mr. Sheehy asserted that the de- 
fense “we cut prices to meet the com 
petition” has been held by the courts 
as “‘a shield and not a sword.’ You 
can’t use it to aggressively enter the 
market. In other words, it must be 
real competition befure cutting prices 
‘to meet competition’ can be effec- 
tively used as a defense.” 

Nor is the customer free of all re- 
sponsibility. Section 2F of the Clay- 
ton Act, which specifies the buyer’s 
grew out of the 
power of the chains. The speaker 
stated that, in many cases, big buy- 
ers wield great economic power and 
can force sellers to lower prices. 

Turning to blanket orders, Mr. 
Sheehy said that there is “nothing 
wrong with selling futures as op- 
posed to spots,” but warned that 
blanket orders could be violating the 
laws if: 1. the contract is made avail- 
able only to certain customers and 
2. if the contract is not bona fide. 

Commenting on fair trade laws, 
the litigation expert said that such 
laws “knock out the props from our 
anti-trust laws, all of which we need 
to protect free competition. Prices 


responsibilities, 
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Convention hears new president, Julius Siegel, Standard Industrial Supply, Spring- 
field, introduce panel. From left are Alex Walsh, Siegel, Fred Butts, Ben Rosen. 


should be made in the market place.” 

In the session the following morn- 
ing, the theme “How Does A Dis- 
A Line?,” 


amined by three speakers. In the 


tributor Select was ex- 
Shaw, 

Co.., 
Springfield, the distributor, in tak- 


talk prepared by Samuel E. 


Standard Industrial Supply 


ing on a new line, should consider: 


1, the product and its potential (sales 


volume, repeatability, both consumer 
and OEM line, completeness); 2. 
the manufacturer (his reputation, at- 
titude, 


merchandising 


production facilities) and 
tools (catalog quali- 
ty, advertising promotion and sup- 
port, packaging, training program, 
engineering staff, warehousing) ; and 
3. profitability (gross margin, aver- 
age line of billing, terms, net profit, 
franchises, and transportation allow- 
Mr. Shaw’s talk was de- 
livered by Fred Butts as Mr. Shaw, 
the 
was unable to attend the meeting. 


Benton H. Rosen, Franklin Supply 


ances). 


unfortunately, at last minute 


Co., Providence, in his address on 


sible pressures and economic penal- 
ties” by an all-round upgrading of 
his operation and by working collec- 
tively through industry associations. 

The third speaker, Alex Walsh of 
Barker-Chadsey Co., Providence, in 
discussing “Virgin Lines,” stated that 
the tech- 
nology and the accompanying new 


tremendous advances in 
products may have a profound effect 
on the industrial distributor, along 
with the vast socio-economic changes 
now taking place in America. Among 
the “virgin” lines that should “stimu- 
late the thinking of the industrial dis- 
tributor,” Mr. Walsh mentioned the 


following, with a brief description 


Listening to J. E. Sheehy address group is 
outgoing NEID President Bill Chatfield. 


of each: slotted angle, plastic pipe. 
plastic tooling compounds, air-hy- 
draulics, ceramic cutting tools, elec- 
tronics and ultrasonics. 

Concluding the meeting was an 
address by Ronald R. Johnson, W. J. 
Foss Co., Springfield, on “Sam, the 
Telephone Man—What Makes Him 
Run?” Mr. Johnson described his 
method of telephone operations and 
recommended practices which could 
improve the effectiveness and effici- 
ency of telephone “inside” salesmen. 

In adjourning the meeting Mr. Sie- 
gal announced that the regular Sep- 
tember meeting would be held at the 
Schine Inn in Chicopee, Mass. 





NEID OFFICERS FOR 1961 


Elected president at the Hartford convention of the New England 
Industrial Distributors, Inc., was Julius R. Siegel, Standard Industrial 
Supply Co., Inc., of Springfield. Mr. Siegel succeeds Wilson P. Chat- 
field, F. Hallock & Co., Derby, Conn. 


Others elected were: 


“Merged Lines,” discussed the prob- —— 
2np VICE-PRESIDENT 


SECRETARY- TREASURER 


Miles I. Stray, Chas. A. Templeton, Inc 
Frederick R. McClure, Silliter-Holden, Inc. 
Frederick H. Butts, II, Butts & Ordway Co. 


lems that the industrial distributor 
may have to face when one of his 
valued suppliers merges with another : on , ‘ rrr: 

Replacing Mr. Chatfield on the Board of Directors is T. W. Norris 
of Tracy, Robinson & Williams, Hartford. Also adopted was a rule 


entitling past presidents to non-voting seats on the Board of Directors. 


manufacturer. While warning that 
“there is no panacea” for any of the 
problems created by merged lines, 
Mr. Rosen declared that the distribu- 


tor can “insulate himself against pos- 
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San Francisco Conference: 


peerenr ere 


60 distributors, 200 supplier representatives meet to trade ideas on trends, ways to bolster profits. 


Spotlight on Marketing 


Western States distributors probe what's behind the 
ferment in today’s industrial supplies market 


Despite, or perhaps because of, the 
current business slump, there will be 
more change in the industrial supply 
field during the next five years than 
there has been in the past fifteen. The 
keys to coming events: new products, 
new trade patterns and a closer rela- 
tionship between distributors and 
manufacturers. Alert distributors will 
recognize changing areas of oppor- 
tunity and be quick to adapt to them. 

These views, expressed by platform 
speakers and panelists, provided a 
recurring theme at the recent Western 
States Con- 


ference in San Francisco. Sixty dis- 


Industrial Distributors 
tributors from 40 supply firms in six 
states attended, along with 200 repre- 
sentatives of 108 manufacturing 
firms. 

Frank W. Nelson, Garrett Supply 
Co., Los Angeles, was general chair- 
man of the conference. Norman C. 
Bayley, Pacific Tool & Supply Co., 
Oakland, Calif., presided at the main 
distributor-manufacturer joint meet- 
ing. 

Miles I. Stray, of Charles A. Tem- 
pleton, Inc., Waterbury, Conn., was 
the lead off speaker, bringing greet- 


58 


ings from the National Industrial 
Distributors Association, of which he 
is president. “As far as various mar- 
keting plans go,” Stray said, “I have 
seen nothing in the market that didn’t 
But a big 


difference in more recent years has 


wear out 40 years ago.” 


been increasing subsidization of some 
marketing plans by manufacturers. 
“It’s a good thing,” he noted, refer- 
ring to the influence on distributors’ 
profit margins. 


“Whose Blood the Reddest?”’ 


“Manufacturers have now discovered 
that they too have high-hemoglobin 
blood. They hadn’t suffered up to 
this time from price-cutting, but now 
they are beginning to realize what it’s 
like to experience a little bleeding, 
just like their distributors.” 

Stray urged distributors to treat 
customers as intellectual equals. “It’s 
time we realized how smart the cus- 
tomer really is. He can outfumble us 
pretty well. And he’d better get full 
value and right change from us or 
we'll know it.” 

Speaking on “Where Is the Dis- 
tribution System Heading?” John O. 


Vance, of McKinsey & Co., manage- 


ment consultants, predicted major 
changes in distributors’ pattern of 
success by 1970. By then, he said, 
most successful distributors will fall 
into one of two categories: smaller 
firms possessing intense specialized 
a limited 


lines, vis-a-vis those with a very large 


know-how in number of 
gross (defined as in excess of $35 
million) who have highly specialized 
and semi-automimous product depart- 
ments. The constant in either case: a 
great 
which personnel 
backgrounds will have to be the 
majority of the firm’s sales staff. 
Samuel D. Conant, Jacobs Mfg. Co.., 
president of the American Supply & 


degree of specialization in 
with engineering 


Machinery Manufacturers Associa- 
tion, made a strong plea for closer 
relations. 
He warned that closer ties between 
distributors and suppliers may be 


essential to survival in lean years, 


distributor - manufacturer 


while making for all-around pros- 
perity in normal times. “This is not 
a partnership; it’s a courtship,” he 
said, referring to his association’s 
current attitude toward the dis- 
tributors. 

Conant noted that distributors had 
increased their business 40 percent 


to an annual $4.5 billion volume in 
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sensnTORS INTERNAL 


PUTO 


, 
YO 


New lineup for the 1970's? John Vance, McKinsey & Co., predicts specialization will 
predominate, with very small and very large distributors getting major market share. 


the past ten years, yet the number of 
employees in the industry had in- 
creased only nine percent. “You are 
a true growth industry,” he said. 

At the 


should realize the importance of in- 


same time, distributors 
creased sales effort. “What are you 


asked 


“to get good salesmen on your staff, 


doing,” Conant distributors, 
and to compensate them enough to 
inspire them?” 

“Are your top executives sales-con- 
scious as they are accounting-con- 
scious? Good bookkeepers are easy 
to find; not so with good salesmen. 

“Do you take an active interest in 


the salesmen? Visit their accounts?” 


“Upgrade Your Salesmen” 


Of manufacturers, he asked: 

“Are you sending top-flight sales- 
men to the field? 

“Are you actively field-testing new 
products? 

“Are you exposing your top brass 
to distributors ? 

“Are you sincere about helping 
your distributors turn over their in- 
ventory? Any manufacturer who has 
knowingly let a distributor get stuck 
with inventory is living in the Dark 
or soon will be.” 
“This 
version of industrial togetherness.” 

Wallace H. Campbell, Campbell 
Industrial Supply Co., Seattle, Wash., 


Ages 


Conant concluded: is our 


warned the conference that more con- 


April 1961 


certed sales effort is essential if U.S. 
industry is to retain its footholds in 
foreign trade. Just back from a Gov- 
ernment-sponsored trade mission to 
Iran and Afghanistan, Campbell 
“Trade Pressures from 
South of the Iron Curtain.” He told 
the group that U.S. products are still 
very much in demand in the Middle 
East, despite relatively high prices, 
lack of concerted sales effort there, 
and seemingly generous Soviet trade 


spoke on 


concessions. The reason: American 

quality is regarded as tops. 
Afhganistan is not lost, Campbell 

stated. “And if we write it off we'll 


footbholds in Middle 


Eastern countries. With no encour- 


lose other 
agement from us, they are still using 
there ten 
-because our stuff is the 


products we introduced 
years ago 
best available.” He said information 
about U. S. products is actively sought 
all the time in that part of the world. 

Campbell said the ideological ad- 
vantage is still with the U.S., and 
“we should take advantage of it while 
there is still time.” As for merchan- 
dising, he noted that a popular way 
of doing business in the region is to 
put an entire complex on a single 
order. European businessmen are 


especially adept at building and 
stocking entire plants, he pointed out, 
but with the exception of one or two 
U.S. firms, this country has not ex- 


ploited that type of salesmenship, 


Wallace Campbell on foreign trade: Big 
opportunity for U.S. specialty products. 


which the foreign customers want. 

Rising prices, he said, does put 
U.S. firms at a disadvantage. How- 
ever, many barriers to sales could be 
overcome if U.S. companies would 
patent and promote those high-qual- 
ity specialty products which can’t be 
obtained elsewhere—for example, 
elevators and small power plants are 
two U.S. exports with high potential. 

Former Governor Goodwin Knight 
of California addressed the 
group. Citing that Communist threat 
to world peace, he urged businessmen 
to realize they are “the brains of the 
country” and must resist attempts to 
change free institutions to deal with 
outside threats. 


also 


“Profitless Prosperity” 


Reporting on area business con- 
ditions, Edward Law, Republic Sup- 
ply Co. Northern Division (San 
Francisco Bay Area) called 1960 a 
year of “profitless prosperity.” Orders 
were smaller than in the past, but 
there were more of them, he noted. 
Constant demand for immediate de- 
livery indicated that smaller plant 
inventories were now the rule. He 
warned distributors not to be mis- 
guided thinking the missile 
industry was their salvation and thus 
neglect regular small customers who 
may later grow large. 


Elbert R. Gilbert, 


into 


Pratt-Gilbert, 


continued 
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Platform panel: Norman Bayley, chairman of meeting; Samuel Conant, ASMMA presi- 


dent; Miles Stray, NIDA president, Frank Nelson, NIDA 


West Coast continued 


Ariz.. 


picture, 


Phoenix, up the 
that 


“competition has flourished.” He said 


summing 
Southwest remarked 
1960 was distinguished by increased 
volume at less profit. Mining has 
been stagnant in Arizona, but cattle 
and cotton were up. 

In the Northwest, shipyard activity 
was up somewhat, while lumber and 
aircraft declined, Glen M. Ede, Wood- 
bury & Co., Portland, Ore., reported. 
Food processing is emerging as a 


major area industry, he noted. 


“Distress” in Southland? 


In Southern California, general ove1 
created “distressed 


Wilson 


Inc., 


production has 


conditions, Smither- 
Productool. 


ported. He noted that heavy research 


area 
man, Downey, re- 
and development activities have not 
yet been productive of immediate in- 
dustrial activity, but predicted that 
by 1963 or 1964 assembly line pro- 


will 


and electronic 


duction increase in the missile 
industries as an out- 
growth of this research. He also said 
he expected distributors’ business to 
turn up this spring as plants work 
down their currently lean inventories. 

An entire afternoon of the first day 
was devoted 


session 


of the two-day 
to a meeting of Area 5 and 6 dis- 
tributors on trends and problems in 
the 


Fiege Co., Los Angeles, spoke on 


industry. Russ Hogan, Degen- 


Area 6 Representative. 


the benefits of distribution cost ac- 
counting (line and customer profit- 
ability study) and Robert L. Daniels, 
Garrett Corp., moderated a discus- 
sion on “The Distributor Function” 
and “‘How to Make Distributor Sales- 
men Out of Old Pros.” 
group exercise in which distributors 
tables 


pointed discussion leaders who re- 


This was a 


divided into small and ap- 
ported to the whole group. 

Robert C. Fernley, NIDA executive 
sceretary, reported on association 
projects to benefit distributors. 

The group decided to continue the 
Western Conference in San Francisco 

this is the second consecutive year 


held there 


alternating with Los Angeles. 


instead of 
The 
committee to arrange the meeting 
Elbert Gilbert; Miles 
Alexander, A. J. Glesener Co., San 
Francisco, and Louis Cragin, Cragin 
& Co., Seattle. 

Vance’s talk on where the industry 


it has been 


consists of 


is headed brought into sharp focus 
most of the major problems that 
seemed to be on distributors’ minds. 

He noted that 
probably better appreciated now than 


distributors are 
they have ever been before because 
of U.S. industry’s greater need for 
inventory and cost control, and be- 
cause of the increasing need for 
industrial users to obtain special tool- 
ing quickly. However, the big ques- 
tion facing distributors is: how shall 
they organize to serve industry most 


efficiently ? 


Vance pointed out that traditional 
limitations on location of plants no 


longer hold true. Water and power 


can be transported long distances, 
and with the growth of highly engi- 
neered electronics and other specialty 
manufacturing, as in California, the 
material problem has diminished con- 
siderably. Thus the distributor must 
be ready, said Vance, to follow his 
customers’ geographic wanderings to 
a much greater extent than before. 
In addition to following his cus- 
and 
Vance warned, the distrib- 


tomers physically with sales 
service, 
utor had better be ready for closer 
Contract 


sales, in which the distributor brings 


business ties with them. 
his inventory know-how to bear in 
order to provide his customers’ entire 
supply needs, have been tried success- 
fully, he noted. “It means an open- 


book 


tomer, and it could bring about legal 


relationship with your cus- 
difficulties if your pricing is not 


handled carefully,” said Vance. 


“Integrate” with Customers? 


Vance predicted that some distrib- 
utor-customer contracts would be de- 
veloped to the point of “vertical in- 
tegration” of the supply-procurement 
functions. A distributor will contract 
on an annual basis to run, not just a 
part of, but the whole logistics op- 
eration of the customers. “There’s no 
reason to suppose that some distrib- 
utors can’t supply all needs of some 
of their customers now,” he said. 

Vance said many distributors must 
re-organize internally to meet chang- 
ing external conditions. He cited these 
specific areas: 

¢ Profit analysis and control. “We 
see a lot more companies setting up 
profit accounting by line. A slight 
variation in product mix can make a 
big difference in profits.” 

¢ “Dynamic” pricing. Once a dis- 
the 


profitability analysis, he has a valu- 


tributor grasps principles of 
able tool for “pricing out” or “servic- 
ing out” unprofitable segments of 
his business. A suggestion: set up 
parallel 
quantity price discounts, such as 


various service levels to 
continued on page 140 
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“The Buyer Who Asks for 
Special Favors:” Case problem 


focussing on what to do about 




















plant P.A.’s request for 
personal purchases was 
featured in the January issue. 
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WATCH OUT FOR 
SPECIAL FAVORS 


Readers give opinions on case involving P.A.’s 


personal account; volunteer ““Advice to Sam” on selling 


in the shop and solve “Jim Beaver’s” credit worry 


ID’s recent salesman’s cases have 
produced a stream of letters from 
our readers. That’s what they’re in- 
tended for 


into thinking out the implications of 


to stimulate our readers 


a variety of selling situations. 


The Special Favors Case 


The January case, “The Buyer 
Who Asks for Special Favors,” fea- 
tured the dilemma of a salesman over 
filling personal orders for a P.A. and 
his friends. Salesman Al had been 
supplying anti-freeze to one of his 
customers, who kept drawing larger 
and larger amounts and falling fur- 
ther and further behind in payments. 
It was pick-up business, that prod- 
uced no profit, and Al was undecided 
what to do about accepting one more 
“personal” order. The P.A.’s plant 
was an important one, and did prod- 
uce substantial orders for many of 
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Al’s firm’s regular industrial lines. 

Readers were unanimous that Al 
should turn down the order. 

Gerald M. Caruso, Great Lakes 
Bearing Co., Oak Park, Ill., had this 
to say: 

“If I were Al I would not fill this 
order. The company has lost money 
on the deal from the start. I would 
diplomatically bow out by telling the 
buyer that my source had been dis- 
continued or that prices had gone up 
and a saving could no longer be 
passed on to him. 

“We discourage this type of ‘favor.’ 


“The matter of money outstand- 


ing also should have been cleared up 
by this time since the salesman was 
collecting a commission and accord- 
ingly he should have been in a good 
position to see accounts payable prior 
to this embarrassing situation. And 
certainly he should inform the boss.” 

Norman B. Emerson, Edwards & 
Walker Co., Portland, Maine, urged 


\l to “make a firm stand,” because 
he is in a position to do so. “Cus- 
tomers then would realize he is ad- 
hering to good business policy.” 
Reader Emerson pointed out that 
incidents like the one Al experienced 
crop up continually, and embarrass 
both salesmen and buyers. 
“My method of handling 


cases, where the item is one we don’t 


such 


regularly carry, is to explain to the 
customer that as we pick it up, it 
must be paid for in cash. Often | 
pick up items personally and pay for 
them, and in return deliver them to 
This 
avoids the embarrassing situation of 
being involved in large quantities 
as I that such 
favors can only be provided where 


customers on the same basis. 


can explain 
the goods are picked up personally 
and delivered the same way.” 

Ben Huck, Standard Screw Co., 
also felt that putting personal favors 
on a cash basis was the best solution. 
“The necessity of doing personal 
favors for buyers and supplying 
them with various goods at whole- 
sale prices is not new,” he pointed 
out, “but Al made the sad mistake in 
the beginning of precessing such 
transactions through his company. 


continued 
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ANSWERS continued 


“Al and I are in the same boat— 
along with thousands of other sales- 
men—but I always made it clear that 
[ am compelled to pay for such 


favors with cash out of my own 


com- 
pany. If the buyer feels my company 


pocket unbeknownst to my 
is obligated to him to some extent, 
he may want us to ‘forget the whole 
thing’ when a bill is presented. But 
he'll think twice before he tries to 
gyp the salesman personally. 

“In this case, where the transac- 
tions are already on the company’s 
books, Al should inform this inveig]- 
ing buyer that his company’s audi- 
tors and stockholders have become 
fully cognizant of the fact that the 
cost of paperwork has risen to un- 
precedented highs and _profitless 
deals can be tolerated no longer. This 
Al’s ‘friend’ on a cash- 


paying basis and Al should keep 


would put 


him there.” 


Scores Payola 


One letter with a special point of 
view was contributed by a former 
buyer turned sales manager. F. R. 
Wright, Jarke 


condemned the whole practice of 


Mfg. Co., strongly 


doing buyers special favors. 

Said Reader Wright, recalling how 
he had started out in business at the 
end of World War II as a buyer: 

“T had control of purchasing up- 
ward of $12,000,000 worth of raw 
materials, screw machine products, 
stampings and all forms of metal 
fabrications for a period in excess of 
three and half years. During those 
hectic times in the postwar era I saw 
many instances of buyers and pur- 
chasing agents selling themselves and 
their companies down the river to the 
high pressure salesmen who offered 
everything from a free steak dinner 
to fur coats for their wives as incen- 
tives to purchase their products. | 
also saw the sad ending of the vast 
majority of such buyers. 

“When I made my decision to go 
out on the street and sell (which | 
have been doing for the past 12 


I promised myself that I 
would never buy the buyer. I prefer 
to sell the product. I have adhered 
to this policy and to this date have 


years) 


no regrets. 
“Graft” Has Its Price 

“Any salesman who feels that he 
must pay graft to a buyer or purchas- 
ing agent to receive an order is 
either an outright fool or really has 
nothing valuable to sell. His first 
realization must be that if he can buy 
the buyer, the next man coming 
through the door can offer a higher 
price, and so and so on until the 
point of no return is reached, the 
buyer is found out by his superiors 
and fired. Now what has happened 
to the salesman’s position? 

“This is really a matter of basic 
business ethics and it behooves all 
industry in these United States to 
face up to the realities of these ever 
more frequent situations. Lip service 
is not enough. It requires the cour- 
age of conviction from top manage- 
ment down. 

“No so long ago the five percenters 
in our Federal Government were ex- 
posed in almost every national news- 
I know 


of many business managers who took 


paper across the country. 


a close look at their own purchasing 
policies at that time and made some 
very radical and drastic changes in 
personnel. Unfortunately this has all 


“Rules Are Rules 
salesman’s case traced the problem 
of a salesman who couldn't get inside 
the shop, and wondered what was 
wrong with his approach. 


blown over and the tide is beginning 
to rise again for the underpaid buyer 
to take advantage of the anxiety of a 
salesman to make a sale. 

“Actually the crux of the situation 
is the glaring fact that buyers and 
purchasing agents, per se, are grossly 
underpaid in the writer’s opinion. It 
takes a very ethical and honorable 
sort of man to sit at a desk and 
handle millions of dollars of com- 
pany funds, to be exposed to mar- 
tinis and steaks for lunch and dinner 
and then to have to go home and 
stretch his income over his family 
budget while all the time comparing 
his meager pay with that he thinks 
a salesman is earning. They seldom 
really know their opposite numbers’ 
true incomes. They are only exposed 
to that nebulous thing called an ‘ex- 
pense account.’ 

“To answer your question, I say 
emphatically that Al should certainly 
not have filled his customer’s order. 
He should never have allowed him- 
self to be put in this position in the 
first place!” 


The Closed Door Case 


Keep Out” was 
the salesman problem published in 
the December. 1960, isue of ID. Sam. 
hack 


and band saw work. had become an 


“Rules are Rules 


a former machinist skilled in 


Keep Out:” 1D’s December 
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industrial supply salesman and 
wanted to sell hack and band saws 
to a shipyard which was doing con- 
siderable sawing of tubing—alumi- 
num, stainless steel, bronze, copper 
and nickel. But the |lwyer wouldn’t 
listen to Sam’s plea to valk to the boys 
in the “back room” who were doing 
the work. Sam wrote to an experi- 
enced supply salesman friend of his 
asking for advice. 

Miss Marjorie I. Welch, sales con- 
trol, Galbraith & Sulley Ltd., Van- 
couver, B. C., Canada, has some ad- 
vice for Sam: 

“First of all, Sam, you should get 


*back- 


room’ on your company’s mailing 


the names of the men in the 


list and start sending them the latest 
literature on equipment pertaining to 
their problems. (A casual conver- 
sation about ‘bringing our mailing 
list up-to-date’ between your secre- 
tary and the switchboard operator of 
the company in question will usually 
solicit the required names . . . .) 
However—a word of warning—be 
sure to send mailings each time to the 
Purchasing Department also so that 
he cannot accuse you of trying to 
outmaneuver him! 


Help the Buyer First 


“The next time you call on that 
company, Sam, don’t mention getting 
into the shop to help the boys in 
the back room do a good job. In- 
stead, show a terrific desire to help 
the boy in the front room be tops in 
his job by keeping abreast of latest 
developments so that he can be the 
one to guide and advise the boys in 
the back-room. 

“With this approach you will have 
accomplished the following: 

“You will have laid the ground 
work for inquiries originating in the 
shop, thus giving the P. A. a reason 
for looking into the matter, and con- 
sidering breaking this ‘habit buy- 
ing.’ 

“You will have started the P. A. 
wondering whether he is keeping up 
to date or whether he might be slip- 
ping and found wanting on equip- 
ment knowledge. 

“You will have increased his self- 
esteem by the implication that his 
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he Buyer Who Wants More Credit”—Case feature in the 
February issue—highlights the problem, should 
a customer in need of capital get some more extensions 


to tool up for contracts. 


advice is sought after and carries 
weight with shop personnel. 
“Hope the advice works, Sam.” 


“Right Track, Wrong Station” 


“Some times a salesman is on the 
right track,” writes Aaron Cochran, 
Pacific Mill & Mine Supply Co., 
Fresno, Calif., “but he is trying to 
get off at the wrong station.” Reader 
that Sam re-ap- 
praise himself before he acts. “Sam, 


Cochran suggests 
you know you are on the right track 
because you are thinking. But have 
you really analyzed why you are so 
anxious to get back in the shop, away 
from that pad of order blanks on 
the purchasing agent’s desk? Is it 
because you feel secure in your tech- 
nical information when you are in 
a shop atmosphere? 

“Well, remember that the P. A. is 
a trained man too, and brush up on 
the type of technical information that 
will appeal to him. Get your cost 
and production figures secure in your 
mind. Accumulate facts that you can 
drop his way when you find him in 
a friendly mood. You are selling him 
some items now. Why run the risk 
of offending him by going over his 
head? Try picking a new objective 
for a while, and shoot directly at the 
order pad on his desk.” 


The Credit Case 


The case of “The Buyer Who 
Wants More Credit,” in the February 
issue of ID, focussed on a current 
problem of distributors—how far to 
go in helping keep alive a struggling 
small customer with more or less 
sure potential if he makes the grade. 
New Idea Machine Co. owed Su- 
perior Supply Co. $7,500 when sales- 
man Jim Beaver’s boss asked him for 
an opinion as to whether more credit 
should be extended. The case actu- 
ally hinged on whether Superior 
should insist on $2,000-a-month pay- 
ments to clean up the account or ac- 
cept one of two proposals: to have 
New Idea pay $3,000 at the end of 
three months, or $600 a month as a 
start in bringing the account current. 

This is how R. K. Williams, 
Moore-Handley Co., Birmingham, 
Ala., would attack the problem: 

“Many factors should be taken into 
consideration in such a problem that 
faces Jim Beaver. 

“Certainly when an account be- 
comes delinquent and requests more 
credit, the distributor is entitled to 
know if they are delinquent with 
other vendors and if so, how much. 

“Jim and Tom, his boss, should 

continued on page 142 
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A case for salesmen: 
HOW DO YOU GET THROUGH TO THE 


STRONG MAN 
BACK IN 
THE SHOP 











“I'm afraid I’ve got some bad news for you, Chuck,” 
said Max Gregg, buyer for the Wear-Well Utensil Co., 
a small assembler of institutional aluminum cooking 
utensils. “George says these drills you let us try aren’t as 
good as the ones we’ve been using. He says they have to 
be sharpened more often and have a tendency to break.” 

Chuck Powell picked up the test drills—three fast 
spiral, polished flute, 118-<degree point drills—which 
Gregg had placed before him on the desk. He noted that 
one of the drills—which he had originally brought in for 
demonstration purposes on an aluminum drilling opera- 
tion—was broken, and the other two had rounded-over 
corners. 

“Look Max,” he said, “Maybe it’s my fault. Maybe 
this isn’t the proper type of drill for that particular job. 
You know, we have many, many standards in stock that 
might cut more readily and hold an edge better on that 
application. Why don’t you let me go back and double 
check this with George?” 

Max Gregg swiveled back in his chair and stared at 
Chuck for a moment. When he spoke, there was a thin note 
of irritation in his voice. “Frankly,” he said, “I don’t 
think that would be very wise, do you Chuck? Remember, 
you haven't been selling us for too long, and you’re really 
not too well known back in the shop. You might just be 
lousing yourself up for good if you walk in there like a 
wise guy know-it-all and start asking a bunch of questions. 
You know how sensitive George is. He might get the 
impression that you think he loused up the demonstration. 
And how would I look in his eyes, as the guy who sent 
you in?” 

Powell persisted: “But Max,” he said, “how am I going 
to get the right drills for you if I don’t know exactly how 
they're to be used?” 

“Tell you what, Chuck,” said the buyer, after a 
moment’s thought. “Wait till your next call, and I'll go 
back with you. And look, bring a couple of those new 
high-speed hack saw blades with you—they’'ll give us a 
good excuse.” 

¢ What are some of the things that George could have 
done to torpedo the drill demonstration? Why would he 
want to torpedo it? 

¢ What are some of the things that Powell could have 
done to prevent this? 

* Could Powell have handled his discussion with Gregg 
to better advantage? 

¢When Gregg and Powell go back into the shop on 
the next call, what should Powell’s approach be to 
handling George? 


Write your solution to: Case Editor, ID magazine, 330 


West 42nd St., New York 36, N. Y. 


(To find out how the case turned out, see page 143.) 
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ULTRASONICS: 





Technique of the Future 


Ultrasonic energy, like the sound energy we hear, consists of a wave motion of mechanical * 
vibrations. As the frequency of the sound wave increases, so does the pitch. Ultrasonic sound 
differs from normal sound only in that its pitch is generally above the hearing range of the 
human ear. Even though sound we cannot hear seems useless to us—look at what it can do: 


vv 
yas 


































4 6 IT can rub two metals together with 


such force as to exceed their natu- 
ral rigidity and cause them to flow into one 
piece with no evidence of heat. 
IT can crush its way through the hardest 
diamond and leave an intricate hole of per- 
fect dimensions. 
IT can reach through skulls into delicate 
brain tissues—searching for existing tumors. 
It can then destroy the tumor and leave the 
surrounding tissues undamaged. 
IT can be used as a micrometer to measure 
thickness or as a surveyor’s transit for meas- 
uring distance. 
IT can detect an unwanted intruder or even 
the smallest flame of an undesired fire. 
IT can detect a school of fish or passing ship 
invisible because of fog. 
IT can non-destructively reach into a sub- 
stance and detect the slightest flaw. 
IT can stir up liquids so well as to mix sub- 
stances like mercury and water which has 
heretofore been impossible. 
IT can speed up chemical processes or sta- 
bilize compounds. 
IT can even determine the fat and meat con- 
tent of an animal prior to slaughter. 
IT can clean the blood and bacteria from a 
surgeon’s instruments; the dust and oil film 
from the most delicate watch; or the hard- 


est corrosive crusts from molten 
metals at ‘red heat’ temperatures. 
(Sam Bagno, THE MAGIC HAND, Kidde Ultrasonic) 


CONTINUED 65 









Ultrasonic testing equipment is used as a liquid level gauge and with this inverter operates from the car cigarette lighter. 


ROBERT P. HOLTON 


ASSISTANT EDITOR 


One of the more spectacular develop- 
ments in modern industrial tech- 
nology is ultrasonics. Industrial 
equipment utilizing ultrasonic prin- 
ciples is already operating in modern- 
ized plants and more and more of 
this equipment will appear in your 
customers’ plant performing machin- 
ing, testing, cleaning, soldering, weld- 
ing, and sensing. 

What does all this mean to the 
distributor and the distributor sales- 
man ? 

In the first place, it is basic for 
distributors and their salesmen to 
be acquainted with what their cus- 
tomers are making and the methods 
by which they produce their prod- 
ucts. Ultrasonic equipment is bound 
to change their methods and directly, 


the saleability of the products dis- 


60 


tributors and their salesmen are now 
selling to customers using traditional 
processing. For example, ultrasonic 
equipment is now performing such 
operations as grinding without the 
use of grinding wheels; and machin- 
ing without the use of end mills, 
broaches, hobs, or drills. 

In the second place, twenty per 
cent of the ultrasonic equipm<ut 
manufacturers, according to an ID 
survey, foresee a need to market 
their products through industrial 
distributors opening new product op- 
portunities. These manufacturers 
produce products which fit into the 
the distributor 
now has in his inventory. 

A recent McGraw-Hill survey 
points out that 12% of 1963 sales of 
manufacturing products will be new 
products. Furthermore, experience 
has shown that about 7 years may 
pass before the impact of a research 


types of products 


discovery is fully reflected in busi- 
ness sales or capital expenditures. 
The majority of the basic research 
in ultrasonics has taken place be- 
tween 1952 and the present. 

Total sales for industrial ultra- 
sonic equipment in the United States 
was in excess of 17 million dollars in 
1960 with a projected increase of 
20%—30% for 1961. 

The basis of the industrial applica- 
tions of Ultrasonics is sonic energy. 
Sonic energy is the basic force pres- 
ent in all sound waves. As the fre- 
quency of sound waves is increased, 
the pitch rises until it passes into an 
inaudible, or ‘ultrasonic’ range. This 
level varies from person to person, 
but rarely exceeds 16,000 cycles per 
second. However, whether the sound 
is audible or not, sonic energy is 
present to the degree imparted by 
the sound wave source. Sonic energy 
varies with application. 
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Cleaning 


A generator converts power line 
energy into high frequency electrical 
energy. Next, a transducer converts 
this high frequency _ electrical 
energy into mechanical vibrations of 
the same high frequency. It is at this 
stage that sonic energy is produced. 

Sonic Energy is created by high 
frequency vibrations transmitted 
through the cleaning solution. Every 
liquid contains thousands of nuclei 
in the form of bubbles which range in 
size from those which are visible to 
the naked eye to those which are sub- 
The 


compression waves act to compress 


microscopic. sound-generated 
these minute bubbles, causing them 
to either pulse or collapse. 

When the bubbles in a liquid col- 
lapse under sound wave compres- 
sion, forces up to 15,000 pounds per 
square inch are generated at the 
center of the implosion. 

This 
and the pulsating action of several 
like 


scrubbing fingers. Sonically activated 


phenomenal vacuum force 


million bubbles act countless 
cleaning solutions reach into other- 
wise impenetrable crevices provid- 
ing complete microcleanliness in the 


gentlest possible way. 


? 
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Ultrasonics 


Manual Brushing 
Vapor Degrease 
Agitation 


Pressure Wash 


























The cleaning solutions generally 
used are either a water detergent, 
trichlorethylene, or Stoddard sol- 
vents, 

Among industrial materials which 
have been satisfactorily cleaned are 
a wide range of airplane parts, motor 
parts, machine parts of all types hav- 
ing blind holes or presenting other 
difficulties in cleaning. 

In the normal use of ultrasonics, 
it has been found to reduce cost 
of materials and labor and to satis- 
factorily clean parts which could not 


be cleaned by other means. 


4 | emma 


— 


Ultrasonic cleaning techniques are applied to cleaning these gas turbine parts. 
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Here is a case history showing how 
ultrasonic cleaning equipment manu- 
factured by Branson Ultrasonic Cor- 
poration solved a technical service 
problem for the Joy Manufacturing 
Company’s Mining and Construc- 
tion Division. 

Unavoidable contaminants in the 
hydraulic systems of coal cutting 
machines, mobile drills, and other 
equipment were traced by the Joy 
Manufacturing Co. to one source: 
poorly cleaned parts made from cast- 
ings. This trouble spot has been 
eliminated with Ultrasonic cleaning. 

The combination of chips, dust, 
core sand and cutting oil formerly 
caused failure of hydraulic valves 
and pumps. Every 
cleaning method for castings was 
tried: compressed air, agitated solu- 
tions, and strong, hot cleaners. None 
of them removed the really per- 
sistent grime. Then on the basis of 
an actual in-plant demonstration and 
a calculated return on investment of 
42% per year, the company bought 
ultrasonic cleaning equipment. 

A conservative estimate places the 
costs eliminated by changing to ultra- 
sonic cleaning at about $4,200 per 
year. Of this, reduction in direct 
labor accounts for $1,200; $1,000 is 
due to improved quality control, and 
another $2,000 is the result of fewer 
field complaint adjustments. 

Operating costs have been reduced 
considerably just by making sure that 
vital components are spotlessly clean 
and free of foreign matter. 


conventional 
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Alarms 

There are three ways to protect a 
space or series of spaces against bur- 
glary. The first is to employ a watch- 
man which gives only spot protection. 
The second method is perimeter pro- 
tection afforded by the familiar bur- 
glar alarm systems which employ elec- 
trical contacts on doors, tinfoil on 


windows and other devices which 
give limited protection around the 
perimeter of the protected area. 
The third method is to employ a 
device that saturates an entire area 
from floor to ceiling, including doors, 
windows, and skylights, with a signal 
that 
slightest movement. 


The Kidde Alarms 


does this by using Ultrasonic waves. 


will trigger an alarm at the 


Ultrasonic 


Because of the high pitch of this 


tone the sound is inaudible to the 
average ear, and no one except those 


properly informed would know that 


an area is being scanned by this 
silent sound. Properly installed in 
compliance with UL requirements it 
can result in substantial reduction in 
burglary insurance premiums. 

Ultrasonic waves are radiated 
into the protected enclosure such as 
a large warehouse or small office. 
As long as there is no motion within 
the protected area the ultrasonic 
waves reflected from the boundaries 
of the enclosure as well as the ma- 
terial in it have the same pitch. 
However, if there is motion in that 
area, due, for instance, to an un- 
wanted intruder or a flame, a dif- 
ferent pitch is reflected from the mov- 
ing object. The different pitch is 
picked up by the receiver and an 
alarm is activated. Normal heat dis- 
turbances will cause the same pitch 
changes. Safety features are built into 
the system to prevent false alarms 
from normal air currents. 


The Kidde Ultrasonic Alarm equip- 


Bank police check this ultrasonic burglar and fire alarm system during installation. 


ment will protect from 4,000 square 
feet or 60,000 cubic feet to 12,000 
square feet or 180,000 cubic feet with 
one master control and accessories. 
However, the amount of equipment 
depends upon size and character of 
the space to be protected. This equip- 
ment is handled by major protection 
agencies such as ADT or Morse 
Signal Device. 

The equipment operates on or- 
dinary lighting current, and the load 
of the equipment is no more than 
that required for a single light bulb. 


Sensing 

An ultrasonic sensing and switch- 
ing device for controlling many kinds 
of automatic processes is now being 
manufactured by the Delavan Manu- 
facturing Company and distributed 
by the Aro Equipment Corporation. 

Called SONAC, the new unit con- 
sists of two sensors and a control unit 
which act like an electric eye to 
trigger various mechanisms when the 
light beam passing between them is 
light the 


Delavan device uses high frequency 


interrupted. Instead of 


sound waves—ultrasonics. 

SONAC is said to overcome certain 
problems inherent in standard sens- 
ing devices, such as the effects of 
dust, surrounding light, vibration and 
Another feature is SONAC’s 


ability to project sound through rela- 


steam. 


tively dense materials. This means it 
can be concealed behind paint or 
wallpaper, yet shoot a beam of in- 


visible and inaudible sound across 


the front of a door or safe. 


The device can sense solids or 


liquids, opaque or transparent ob- 


jects, ferrous or non-ferrous metals, 
and fast or slow moving objects. The 
beam can be made several feet wide 
or as small as 30 thousandths of an 
inch. 

The largest market for items like 
the SONAC is expected to be in auto- 
mated industrial controls. Counting, 
sorting, routing, and machine safety 
control; level control for liquids and 
solids, and a wide variety of edge and 
control functions 


positioning are 


some of the possible uses. 
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SP 


Branson ultrasonic testing equipment is used to test for flaws in the bar stock and measure thickness of the plastic cone. 


Non-Destructive Testing 


vibrations 


The 


used earlier are used to detect flaws 


same mechanical 
in a material. The waves penetrate an 
entire substance; however, a flaw or 
boundry will stop this penetration; if 
there is no boundry then there is a 
flaw. It is only by testing the inner- 
most consistency of materials that 
flaws can be detected. 

Ultrasonics has become an estab- 
lished technique for detecting discon- 
tinuities of all types—voids, porosity, 


delaminations, cracks, inclusions, 
layer interfaces, seams, weld imper- 
fections—in all kinds of metals. 

Some ultrasonic inspection systems 


peer into sheets of steel unwinding at 


a speed of 200 feet per minute. Placed 


between the unwinding coil of steel 
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and the blanking machine, which cuts 
the sheets into various sizes for the 
stamping processes, it searches out 
laminations and sprays the faulty 
part with a bright colored dye. The 
spotted steel is removed after it has 
gone through the blanking machine. 

An example of the high quality of 
testing instruments is the Vidigage 
manufactured by Branson _Instru- 
ments. It is an ultrasonic gauge for 
production testing with laboratory 
accuracy and versitality. It measures 
a wide range of thicknesses, detects 
laminar discontinuities and internal 
defects, and is easily operated by non- 
technical personnel. All operations 
are carried on non-destrictively from 
one side of the work. Indications are 
read from bright vertical lines on 


large interchangeable scales. 


Measurements with 1/10 of 1% of 
the actual thickness can be obtained. 
Standard scales are accurate within 
005” to .0003”. 

Extension cables (up to 1000 ft.) 
facilitate testing in remote locations. 

Some of the advantages are high 
sensitivity, no moving parts, infinite 
choice of tables, no radiation hazard, 
simple controls, direct-reading scales, 
and instantaneous operation. 

Scales intended for gauging steel 
are also usable on stainless steel, 
nickel, Monel, Inconel, magnesium, 
titanium and similar metals. Direct- 
reading scales for aluminum, brass, 
copper, cast iron, ceramics, lead, 
zirconium, uranium, glass, plastics, 
and other good conductors of sound, 
are available. Flat and cylindrical 


curved probes are used in testing. 
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Drilling 

Ultrasonic drilling consists of acti- 
vating a tool while passing an abrasive 
such as boron carbide, silicon car- 
bide, or aluminum oxide suspended 
in a liquid over the work. 

The speed of cutting is a function 
of the of the abrasive which 
varies from +180 to #600 grit size. 


In ultrasonic cutting, material is 


size 


removed from both the material to be 
cut and the tool itself. For this rea- 
son, several tools must be used where 
large amounts of material are to be 
The life of the tool will 


depend on material being cut and the 


removed. 


abrasive grit used. 


Soldering 
Ultrasonic 


will build 


sound joints between all types of 


soldering 


aluminum sheets, sand and die cast- 
ings, extrusions, tubing, wire, and 
bus bars. It can be used in most cases 
without special cleaning preparation. 
Silicon, germanium, aluminum, cop- 
per, silver, magnesium, are just a few 
of the materials that can be soldered. 

Parts to be soldered are heated to 
a temperature the 
melting point of the solder. As solder 
is applied to the heated surface, the 
tip of the ultrasonic head is brought 
into contact with the molten solder. 
This creates intense vibratory activity 


slightly above 


in the form of cavitation, removing 


metal oxide films and other con- 
tamination, and permitting the solder 


to alloy with the base metal. 


Aeroprojects, Inc. uses this welding 
head on ultrasonic welding equipment. 
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The welding set-up diagram is the wedge-reed system used 














Welding 


High quality welds can be pro- 


duced with most dissimilar metals 
without the use of any type of flux 
any other intermediate material. 
(See the for 


that have been joined metallurgically 


or 
illustration materials 
sound. ) 

The mechanical vibrations are fed 
through a rigid support on which 
both the transducer and welding head 
is mounted. The pieces are pressed 
together against the welding head 
by a large inertial member. Then 
to 


sonically, imparting transverse wave 


is made vibrate ultra- 


the head 


motion into the work. This motion 
rubs the two pieces against each 
other causing them to flow together 
and become welded. 

Ultrasonic welding is currently 


most effective when used for over- 


in most of the spot-type welding machines; the chart shows 
the many ultrasonically weldable material combinations. 


of 


overlapping. Not only can flat sheet- 


lapping joints or modifications 
metal parts be joined, but wires, but- 
tons, clips or ribbons can also be 
joined to nearly any material geom- 
etry or thickness. Multi-layer weld- 
ing, wherein the components need not 
be of the same gauge or material, 
can also be accomplished. 

the 


metallurgical 


Ultrasonic welding permits 
of 
of 


and/or good electrical conductivity 


production sound 


junctions structural integrity 
between dissimilar metals without the 
formation of intermetallic compounds 
that of 


fusion-type welds. 


are usually characteristic 

Because of the lower temperatures 
of ultrasonic welding, no outgassing 
of to 


special materials; and with no cur- 


metal occurs contaminate 


rent passing through the welding 
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This ultrasonic continuous-seam welder is 


zone, there is no arcing or sparking 
to contaminate surrounding areas. 

Ultrasonic welding equipment pro- 
vides an indispensable tool on the 
production line. Ultrasonic welding is 
not a cure-all nor will it solve all the 
metal joining problems in the elec- 
tronics industry. However, the proc- 
ess will produce sound junctions with 
materials and geometries heretofore 
uneconomical, impractical, or im- 
possible to join. 

Operating controls for ultrasonic 
welding machines are simple and 
easily understood. Quality welding is 
accomplished with adjustments in but 
three machine settings: power, clamp- 
ing force, and weld time. 

“The cost of ultrasonic welding 
equipment is similar to that of some 
high-quality resistance welding equip- 


ment. However, since power re- 
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fac el es 


used to weld light gauge aluminum sheets. 


quirements for ultrasonic welding are 
often very much less than those re- 
quired by other methods (sometimes 
as little as 10% of the amount), the 
installation and operating cost is 
often much lower,” points out W. C. 
Potthoff, Carmine F. Deprisco, and 
William N. Risebberg, of Aeroproj- 
ects, Inc., in their paper, Ultrasonic 
Welding of Electronic Components. 

Here is an example of how ultra- 
sonics solved production and testing 
problems. Ultrasonic welding is now 
being employed by the Aluminum 
Company of American to splice the 
ends of rolls of aluminum foil while 
the product is in production. The new 
splicing technique was developed by 
Alcoa in cooperation with Aeroproj- 
ects, Inc. The same welding technique 
is used to hermetically seal metal 
foil packages of various shapes. 


TRASONICS 


Machining 


Ultrasonic machine tools machine, 
drill, cut, and engrave intricate de- 
signs, shapes, holes, and cavities in 
hard and brittle materials such as 
carbide, tool steel, glass, ceramics, 
germanium, silicon, and ferrite. 

Ultrasonic machining is performed 
by a cutting tool oscillating approx- 
imately 20,000 times per second in an 
abrasive solution. The high speed 
reciprocations of the tool which has 
the reverse form of the design de- 
sired in the work piece (male end of 
a punch press), drives the abrasive 
grains against the work piece chisel- 
ing away minute particles to pro- 
duce the desired shape. Finish and 
precision depend on size and finish 
of the tools, fineness of abrasive, and 
material machined. (Ten 
microinch finishes and tolerances of 
.0005 inches can be attained.) 

The ultrasonic process can, in its 


being 


own way, duplicate the results of 
conventional machining such as hob- 
bing, lapping, broaching, drilling, 
and coining. 

Tools may be made of soft, easily- 
worked metals in the male or female 
counterpart of the desired cavity or 
boss. They may be formed in highly 
intricate or smooth contours.. 

Readily available abrasives, such 
as boron carbide, silicon carbide, 
and aluminum oxide, are commonly 
used. Grit numbers range from 
#180 to #1000. 

This case history on shaped car- 
bide drawing die supplied by th 


This ultrasonic dicing tool is used to 
cut over 11,000 bearing blanks per hour. 
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The motion of the tool face produces cavitation of abrasive grains suspended in 
liquid which is supplied by recirculating pump and is necessary for stock removal. 
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An example of control of surface finish available with a Raytheon Impact Grinder. 


Sheffield is engraved in abrasive stones in 25 seconds using ultrasonic machining. 
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Raytheon Manufacturing Co. is a 
good example of how ultrasonic ma- 
chine tools improve on the economics 
of conventional methods. Since the 
introduction of carbide to the wire 
drawing industry only one method 
of producing dies has been employed: 
this has been ripping and polishing. 
In this method a standard cored 
carbide nib is opened up on a ripping 
machine which uses boron carbide 
as an abrasive. This rough shape 
is then finished and polished by 
hand, using diamond bort. A finished 
die produced by this method costs be- 
tween $250 and $300. 

The ultrasonic machine tool makes 
it possible to produce the die men- 
tioned above in 90 minutes at a cost 
of less than $60. This $60 includes 
$30 for the tools and most indicative 
of all is the fact that these tools were 
the same tools that would have been 
used on the ripping machine. 


Impact Grinding 


With impact grinding, all dies can 
be formed out of one piece, whereas 
conventional methods require that 
intricate carbide dies be sectioned, 
ground piece-by-piece, and then as- 
sembled. Impact grinding thus 
reduces the cost and fabrication time 
of such dies, while increasing both 
their strength and life. 

Carbide stamping tools used in 
ultrasonic grinding have been re- 
tained in operation for thirty weeks 
and have made more than forty-five 
million impressions. A conventional 
hardened steel stamp would make less 
than two million impressions without 
serious wear. (Impact Grinding, 
Raytheon Corporation). 





Thank You 
ID wishes to thank all 


members of the Ultrasonic 
Manufacturers Ass’n and 
especially, Pres. S. E. 
Jacke and V-P S. Bagno, 


for all their cooperation. 
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A PROVEN sucess ¥OIPR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


FIG. 1236 


FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
newable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
distributor. How your customers go 
for this unique product that makes 
it possible for them to replace the 
nickel alloy seat rings and wedge in 
7 to 10 minutes—without ever re- 
moving the valve body from the line! 
And no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
and iron body valves. Valves that 
are being specified and installed in 
an ever increasing number of the 
nation’s newest, most modern build- 
ings! 


BUILDING 


BUSINESS 
AND 
PROFITS 


YEAR 
AFTER YEAR 


FIG. 9215-S 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whatever 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 
easier to sell. 


THE BRANCH OFFICES 
F I b k 
COMPANY 
EXECUTIVE OFFICE 
Valy t F | ks @ W CTORIES 


IT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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Tuffy 


Don’t 


Hand Braided 


Uni-ply 








Press-Grip Uni-Grip 


Miss A Single Sling Sale 


Sell Union Wire Ropes Full Line 


Distributors of Tuffy Slings have pros- 
pered. Their numbers have grown. 
Tuffy gave them a line of slings that 
comes nearest of any to meeting every 
sling need. Tuffy’s unique, patented 
machine braided wire fabric construc- 
tion gives them a stable, repeat busi- 
ness regardless of market fluctuations. 


Through the years, our distributors 
have come up against customers need- 
ing larger capacity slings or applica- 
tions where some of the unique char- 
acteristics of Tuffy slings were not so 
necessary. 


Always these problems presented a 
challenge and technicians in both the 
Union Wire Rope and Armco Steel 
Corporation laboratories went to work 
on them. One by one these research 
projects developed new slings. Union 
engineers tested them exhaustively in 
the field. For many months, Union’s 


factory production has been building 
up on these— 


4 New Union Wire Rope Slings 


In addition to famed Tuffy Slings, 
Union Wire Rope offers in a full range 
of sizes: 


1. Hand Braided six and eight part 
slings. 

2. Uni-ply—a flexible multi-part rope 
laid sling with pressed-on metal 
ferrule. 

. Press-Grip wire rope sling with 
pressed-on metal ferrule. 

. Uni-Grip wire rope sling with return 
loop splice and pressed-on metal 
ferrule. 


Tuffy Slings along with these new 
Union Slings give Union distributors 
the 5-star line with which to capture 
the whole sling market. Along with 
Tuffy Hoist Lines, here is an unbeat- 
able combination. 


RNC 
ARMCO Union Wire Rope 


More Distributors 
Wanted 


Union Wire Rope’s na- 
tional advertising 
brings inquiries from 
some good territories 
where aggressive dis- 
tributors are needed. If 
you are on the look out 
for a line that won’t let 
you miss a sale for the 
want of the right sling 
—let us send you full 
information on the 5- 
Star line and the Union 
distributor plan. Ad- 
dress Union Wire Rope, 
Armco Steel Corpora- 
tion, 2236 Manchester 
Avenue, Kansas City 
26, Missouri 
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1 Clik-Stop’s Golden Knurl locks jaws 
automatically under turning pressure. 
No buttons, levers, gadgets to remember. 


2 Clik-Stop jaws stay where they’re set 
... automatically. No re-setting the 
Golden Knurl every time wrench is laid 
aside. 


3 Slim head, square jaw permit full seat 
on fittings. 


4 Drop forged Protoloy® alloy steel. 
Equals or exceeds performance of all 
other makes. 
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Clik-Stop saves “busted knuckles” other more serious accidents caused by slippage 








Proto Locking Feature _,Hour-gliass spring 
A weeps pin 


Grooves (A) in spring-loaded knur! me: 
(B) in wrench body to hold e 

sure on lower q 

automatically 


Available in 4”, 6”, 8”, 10”, 12”, 15”, 
16”, 18”, and 20” sizes. Polished Chrome 
or Black Industrial finish. 


Safety Engineers are key prospects. Proto 
is advertising to them. Make sure they 
have tested the Clik-Stop. Many plants 
have already standardized on Clik-Stops, 
because they are SAFEST. 


Check your District Manager for ot>er 
Proto Tools with special safety features. 
They’re good door-openers. 


PROTO TOOL COMPANY 
2214 Santa Fe Avenue 
Los Angeles 54, California 
514 Allen Street, Jamestown, N. Y. 
1714 Oxford East, London, Ontario, Canada 
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FROM PHEOLL EXPERIENCE 


comes the biggest selling opportunity 
in FASTENERS today! 


You can’t sell fasteners entirely “by the book”. Although Pheoll regular- 
ly stocks one of the largest inventories of standard fasteners available 
from any single source, the sales opportunity for the aggressive Pheol] 
distributor is by no means confined to mere catalog pages. Your profit 
potential is as great as the unlimited creative capacity of Pheoll Sales 
Engineers — who time and again come up with new solutions to every- 
day fastener problems— saving thousands of dollars for your customers: 
creating tremendous new volume for you, the distributor 


As the liason between the growing fastener needs of industry and the 
most advanced thinking in the fastener field, the Pheoll distributor 
stands on the threshold of today’s biggest selling opportunity in 
fasteners. It’s as big as you — and Pheoll make it! 


PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 

















PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 


2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 


4. Competitive Pricing — consist- 
ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 


6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors —at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
standing of distribution objec- 
tives and operating policies. 





HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 
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Off-the-shelf 
delivery of Carmet’ 
Carbide Tools from 

your local 


CARMET 


Distributor 
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CARMET im 


Over 75 distributors, coast to coast, display this CEMENTED CARBIOL 
sign—service in your own local area. ees 


Keep your inventory of Carmet Carbide Tools at a comfortable level. Keep your 
working capital free for other needs. Your Carmet distributor carries the load— 
that’s how he’s set up to do business. 

He carries your needs from the complete line of Carmet Carbide Tools in all 
gtades and every style. He is geared to deliver your orders quickly—a phone 
call gets action. 

And if you get in a production jam, special service is his middle name. Re- 
member, your Carmet distributor knows carbide tooling—with the help of the 
local Carmet technical man, you get all the help you need. 

Your Carmet distributor handles the best Carbide Tools and backs it with the 
best service! Allegheny Ludlum Steel Corporation, Carmet Division, Ferndale, 
Detroit 20, Michigan. 


CARMET & 


CEMENTED CARBIDE DIVISION OF ALLEGHENY LUDLUM 











REDUCED MAINTENANCE 
IS EASY TO SELL 


There is no doubting the fact that the regular use of 
LUBRIPLATE Lubricants does reduce down time 
and other maintenance costs. LUBRIPLATE reduces 
friction to a minimum. LUBRIPLATE protects ma- 
chine parts against rust and corrosion. LUBRI- 
PLATE arrests progressive wear. 


Enthusiastic users find LUBRIPLATE Lubricants so 
different, so much more effective than conventional 
lubricants that they write to us and tell us so. Note 
the advertising column on the right based on such a 
letter. The invariably fine performance of LUBRI- 
PLATE Lubricants makes them sure-fire repeaters. 
Once a user, always a user. The salesman who intro- 
duces a customer to LUBRIPLATE is therefore 
assured of continuing future business. 


Nationwide advertising makes LUBRIPLATE Lubri- 
cants known wherever machinery is operated. The 
LUBRIPLATE Tag Plan produces active leads for 
Mill Supply Salesmen. The LUBRIPLATE Sales 
Policy protects the salesman by protecting the Dis- 
tributor. 


There is another plus value of the LUBRIPLATE 
Line for the Distributor Salesman. It assures him a 
good reception when he calls and gives him the oppor- 
tunity to sell other items while he is taking orders 
for LUBRIPLATE Lubricants, And it works the 
other way too. The smart salesman always asks for 
an order for LUBRIPLATE Lubricants when he is 
taking orders for other items. 


LUBRIPLATE 


THE MODERN LUBRICANT 





é 
"THIC LUBRICANT 
WAC THE ANCWER 
TO. OUR 
MAINTENANCE 
PROBLEM" 


says the MOLYBDENUM CORP. 
of America 














“We use a Hardinge conical ball- 
mill driven by a large gear and 
pinion in the processing of tungsten and 
molybdenum concentrates. Silicious dust 
from the grinding was absorbed by the 
soaplike lubricant we were using and 
formed a highly abrasive compound. 
Frequent replacements of gears and pin- 
ions were major maintenance expendi- 
tures. The change to LUBRIPLATE Lubri- 
cants was the solution to our problem 
. not a gear nor pinion replacement 

in four years.” 
William F. Allen, Works Manager 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available ¢ 

in grease and fluid densi- 

ties for every purpose... WBRIPLATE 
LUBRIPLATE H.D.S. 

Moror OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 




















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘‘LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


PREVENTS WEAR « 
CORnRosioNn 


MSKE BROTHERS REF ining, oo 
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Ingersoll-Rand | pumps! 








Here’s a line of centrifugal pumps that gives you a 
complete range of sizes, and types to sell. Add 
famous Ingersoll-Rand engineering and construc- 
tion... Plus a reputation for consistent efficiency 
and economy...And presto! you've got pumps 
your customers will recognize and accept! 


For every type of liquid movement problem, 
there’s an I-R pump to solve it. Ingersoll-Rand 
tells this story repeatedly through nation-wide 
advertising; reaching your markets, directing 
sales to you. 


Get the interesting facts about the profitable I-R 
distributorship. Write to Sales Manager, Merchan- 
dising Div., Ingersoll-Rand Co., 11 Broadway, 
New York 4, N.Y. 


over a century of pump progress 


from the leading manufacturer .. « 


Ingersoll-Rand 


25349 11 Broadway, New York 4, N.Y. 
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Saw mae > 
tla nifacliurers of SAW BLADES 
SAW MACHINES 
© SAW BLADES 
saw 


CHICAGO 39.1LL. USA 


February 3, 1961 


Mr. Charles S. Mill, Publisher 
Purchasing Week 

330 West 42nd Street 

New York %6, New York 


Dear Mr. Mill: 


MARVEL is one of the oldest and most reputable names in metal cutting saws 
and blades. The loyalty of our industrial dealers and distributors has 
Played an important and vital part in the growth of our business. Respect 
and team-work between MARVEL Field Engineers and Distributors spells the 
Secret of our success. 


For over 50 years, MARVEL advertising has appeared continuously in the 
leading metalworking and industrial magazines of America. Each year our 
extensive advertising program helps pre-condition the buying market for 
our dealers and distributors. This year we choose “Purchasing Week” to 
give us the necessary coverage of the 25,000 key Purchasing Executives 
in industry and business. 


Sales help of all kinds is available to our dealers including catalogs, 
bulletins, counter displays, mailing stuffers, direct mail pieces and 
special catalog pag 


With “Purchasing Week" on our ad schedule, we are now satisfied that our 
penetration of the key buyers of machine tools and cutting tools is 
adequately covered. 


Yours wery truly, 


ARMSTROMG-RLUM MBG. CO. 


Hey 


_ 
GUS M. HESS 
Sales Manager 
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“The loyalty of our industrial distributors has 
played an important and vital part in the growth 
of our business.” In these words, Gus M. Hess, 
Sales Manager, ARMSTRONG-BLUM MFG. 
CO., describes the importance of their industria] 
distributors in the success of MARVEL saws. 


And to insure continued success, Mr. Hess 
provides a complete program of sales aids to 
MARVEL distributors. Among these are cata- 
logs, bulletins, mailing stuffers, direct mail 
pieces and business publication advertising, 
some of which are shown here. 


Mr. Hess says this about their industrial adver- 
tising program...“For over 50 years, MARVEL 
advertising has appeared in leading industrial 
magazines of America. This year we chose 
PURCHASING WEEK to give us the necessary 
coverage of the 25,000 key Purchasing Execu- 
tives in industry and business... with PURCHAS- 
ING WEEK on our ad schedule, we are now 
satisfied that our penetration of the key buyers 
of machine tools and cutting tools is adequately 
covered.” 


Mr. Hess and ARMSTRONG-BLUM are among 
the growing number of industrial suppliers who 
advertise in PURCHASING WEEK to reach the 
men who must be continually contacted and 
presold. Here are some of the reasons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 

2. To give sound reasons why their products, 
materials or services should be bought 
through you. 

3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week 


McGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 WEST 42nd ST., NEW YORK 36, N. Y. 
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Easy to stock...easy to sell 


...new compact BINKS airless spraying outfit 


The new compact (only 30 
inches high) airless spraying 
outfit is a made-to-order time- 
saver and cost reducer for your 
industrial customers. It’s small 
enough (weighs only 35 lbs.) to 
carry anywhere in a plant... 
large enough for a variety of 
maintenance jobs. 


Ideal for indoor or outdoor use 
. all metal surfaces exposed 


to spraying materials are tough, 
non-corrosive stainless steel. Ap- 
plies paint with minimum over- 
spray, maximum coverage. Paint 
goes on the surface, not into the 
air... cuts spraying costs. 


Write or call today » jg 
for all the facts 

about the new air- 

less .. . ask for Bul- 

letin A98-11. 


Ask about our spray painting school. Open to all... NO TUITION .. . covers all phases. 























Binks Manufacturing Company 3146 Corroll Avenve, Chicago 12, lil 
REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED P DIRECTORY 
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OIC is justly prrroud! 


. .and why not? 


We have already captured a large 
share of the valve market. Dis- 
tributors from coast to coast know 
the reason why. Behind every 
product stand men of ideas and 
integrity . . . engineers keeping 
abreast of industry’s growing 
needs . . . designers creating new 
valves for exceptional service and 
simplified maintenance . . . pro- 
duction men proud to make valves 
proved to last longer in every way 

. salesmen dedicated to cus- 
tomer service through distribu- 
tors. If you plan to grow, as we do, 
you may be interested in the OIC 
Partnership Plan. Write for full 
details about distributor openings 
in certain selected areas today. 


ALVES 


BRONZE, IRON, FORGED 
STEEL, CAST STEEL AND 
DUCTILE IRON VALVES 


THE OHIO INJECTOR COMPANY 10221-O1C 
243 Main Street, Wadsworth, Ohio 


Please send me full details about the Partnership Pian. 
ET ee SE ele 
Company__ adipen 

Street. aclilliten 

— 2S SSeS 


BETTER VALVES AND BETTER SERVICE FROM OIC DISTRIBUTORS 
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... now Byers wears 3 hats 





BYERS-—single source for three important 
piping materials—can save you time, money 


Byers tubular product line now includes steel as well as 
4-D Wrought Iron and PVC, and we can now offer 
these specific advantages to pipe distributors. 

LOWER COST—combining steel and Wrought Iron pipe 
in one carload; one purchase order; one invoice; one 
shipment; lower shipping charges. 

ON-TIME DELIVERY —large inventory enables us to 
meet delivery dates of any steel pipe producer. 

BYERS TECHNICAL ASSISTANCE— is also available to 
help your customers arrive at the most efficient and 
economical solution to piping problems. Here are the 
general areas covered by the Byers line: 

4-D WROUGHT IRON PIPE—is the proven material in 
such corrosive services as brine lines, condensate and 


drainage systems, to mention just a few important areas. 
PVC (Polyvinyl Chloride) PIPE—for use in areas where 
acids and alkalies are deadly to metal pipe, also where 
electrolysis causes early metal pipe failure. 

STEEL PIPE—is the workhorse of the piping field, used 
where initial economy is a major consideration. 


We would like to hear from distributors interested in 
handling the Byers line. For information, write A. M. 
Byers Company, Clark Building, Pitts- 

burgh 22, Pennsylvania. 


PIPING PRODUCTS: Wrought Iron « PVC « Steel | 
ROLLED PRODUCTS: Plates, Billets and Bars in | 


Wrought Iron, Stainless and Alloy Steel 7 eS 


- 


...and the plus factor is BYERS 97 years of piping experience 


84. 
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HIS 1S ONE OF A SERIES 
i OF ADS CURRENTLY APPEAR- § 
i ING IN PUBLICATIONS YOUR 4§ 
§ CUSTOMERS READ! ] 


LEAK-PROOF CONNECTIONS 


ie ey 
¥ s 


betta 


POSITIVE SEATING 


4-WAY JOB 


INSURANCE 


Capitol forged steel unions have built-in 
insurance to give 4-way trouble-free service! 


(1) Leak-proof connections assured be- 
cause Capitol unions have more threads, ac- 
curately cut and double-checked according to 
Army-Navy gauging practice. Both hand-tight 
and pressure-tight threads are checked, two 
operations instead of the one required for 
American Standard gauging. The extra threads 
mean on-the-job assurance of tight installa- 
tions. (2) Positive seating because each union 
is individually pressure-tested. (3) Clean/over- 
all protection, each male and female part com- 
pletely phosphate coated; each nut electro-zinc 
plated. (4) Easy wrenching/faster make-up be- 
cause all three parts have a definite octagon 
shape. 


You get all 4 important advantages at no 
extra cost when you specify CAPITOL forged 
steel unions . . . one of the full-line of Army- 
Navy gauged forged steel fittings. 


Now more than one million in service and 
not a single failure. 


CAPITOL MANUFACTURING CO., € SOLD ONLY THROUGH 
Division of Harsco Corporation, Columbus, Ohio. ” RECOGNIZED DISTRIBUTORS 
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YOUR CUSTOMERS 
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the slotted angle with... 


greater structural strength 
superior galvanized finish 
more design flexibility 


CHECK THE FACTS: 





“IMPORTANT BUYING 
REASONS 


RAPISTEEL 





Tensile strength 


67,000 psi 





Finish 


TI-CO Galv 
Hot Dipped 





Standard bolt size 








Safety factor 























MORE PROFITABLE FOR YOU TO SELL 


Rapistan offers you a full program of sales aids and 
sales promotion geared to the nevds of industrial 
distributors, to help you sell Rapisteel—profitably. 


SELLING ASSISTANCE 

Rapistan factory specialists are available to work with your 
salesmen, introduce Rapisteel to new users, help develop 
applications with your present customers, Local engineering 
facilities are available in many areas to assist you with 
special applications 


SALES TRAINING 

Practical sales training is available for your sales force, 
through training schools conducted at the Rapistan factory, 
at regional locations, or in your own establishment. 


RAPID DELIVERIES 
No need to inventory large stocks of Rapisteel. Delivery is 
normally fast—‘Rapid-stock” service available on emer- 


For detailed information about a profitable Rapisteel 
sales franchise write to The RAPIDS-STANDARD 
CO., Inc., Dealer Products, 653 Rapistan Bldg., 
Grand Rapids 2, Michigan. 


gency orders from large factory stocks and regional 
warehouses. 


DISTRIBUTOR-APPROVED 

SALES POLICIES 

Rapistan’s distributor sales policies are designed for your 
profit and protection. Your sales territory is protected 
Rapistan will not sell directly to your customers or appoint 
directly competitive distributors. Price structure provides 
high gross margins, yet lets you sell competitively. 


AGGRESSIVE SALES PROMOTION 

You get a full program of sales and advertising support. 
Product samples are furnished. Complete literature is avail- 
able, including application idea bulletins issued frequently. 
Rapisteel is nationally advertised by direct mail, in leading na- 
tional business and industrial publications, at important trade 
shows. You get effective local tie-in advertising materials. 


® 


SLOTTED ANGLE 
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one rubber plant 
that grows and grows 


Why do we grow? Because smart rubber distributors have found that Mercer Rubber produces 
quality belting, hose and expansion joints, delivers when needed and protects the distributor on 
prices and profits. 

Starting back in 1866 — almost a century now — Mercer Rubber has grown with the demands for 
more and better rubber products. This means much to you as a distributor. It means that here is 
a dependable, old-line company with modern ideas, modern production capacity and sales minded 
management. 

Looking ahead — now is the time for you to take on a sound distributor franchise built around the 
full Mercer Rubber line of quality hose and 


belting. Why not ask for information now. No 
obligation, of course. MERCER RUBBER CO. 
136 Mercer St., Trenton 90, NJ 





Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through wholesalers! 


Backed by extensive 
national warehousing and 
sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES + ELECTRICAL INSULATING MATERIALS « ADHESIVES 


Higher profit, 
more turnover than most 
other key lines! 


Pre-sold by heavy 
national advertising! 
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NEWS 


Products S50 


Markets 122 


People 132 





THIS TRAINING PROGRAM BASED ON RESEARCH 122 


Contributing to the success of Republic Steel's two “OMI” programs was the 
preliminary research conducted by an independent agency to discover what 
kind of sales and training help distributors needed and wanted. Distributor 
executives, salesmen, Republic Steel Corp.’s salesmen, and PA’s were questioned. 


PUBLIC RELATIONS FOR DISTRIBUTORS 12a 


All-State Welding Alloys is a manufacturer who believes in assisting its 
distributors to get publicity in local newspapers and magazines. Starting as 
a by-product of the firm’s search for product application stories, the program 


shows distributors how to prepare press releases, how to contact editors, etc. 


TIMKEN APPEAL RULING BY FTC 134 


The Timken Roller Bearing Co. is appealing a recent ruling by Federal Trade 
Commission which banned Timken from requiring its distributors to handle only 
the Timken line. The firm is charged with violating the Clayton Antitrust Act. 


GLOBE RUBBER WORKS HOLDS PRODUCT SESSION 144 


Globe Rubber Works, Inc., Quincy, Mass., recently held product orientation 
meetings with United States Rubber Co. At the three-day meeting, Globe sales- 
men attended product information sessions conducted by the supplier’s prod- 
uct managers and got a picture of the U. S. Rubber Co.’s overall operations. 





NEW PRODUCTS ON THE MARKET vew ad 





<a 2 
™“ 
gy! z\ 
<= 
BALL BEARING ELECTRIC DRILLS 


Two electric drills introduced by com- 
pany include (1) The Model 70, with 


a 2.5 amp. motor, helical gears, die 


cast aluminum housing, ball bearing 


construction. For drilling jobs en- 
countered by contractors, plumbers, 
maintenance auto 


men, electricians. 


repairmen, etc. (2) The larger ca- 


Model 76, 


motor, ball bearing construction, die 


a 
pacity with a 2.8 amp. 
cast aluminum housing and an auxil- 
iary side handle for extra control and 
better leverage when using large bits, 
wood augers, hole saws. Skil Corp., 


3033 Elston Ave., Chicago 30, Ill. 


Ventilating fans reduce maintenance 
installation and operating costs 


Packaged ventilating fans, for com- 


mercial. industrial and institutional 


buildings, install by simply placing 


the fan and housing in a wall opening 
and connecting to an electrical line. 
Fan guard serves as the mounting for 
a resilient motor and the fan itself. 
Complete with weather-sealed wall 
shutters, the fans come in seven sizes 
12 to 3l-in 


direct drive models with no fan belts 


from square. Fans are 


to adjust. Fans, of aluminum, are 
pitched and balanced to move air 
evenly with a minimum of power. 


Modine Mfg. Co., 1500 DeKoven 
{ve., Racine, Wis. 


PowRarm is designed to make low 
bench operations easier, less tirmg 
“Low Boy” PowRarm, No. 311, is 3 


inches shorter than company’s stand- 
ard 814-in standard unit and holds a 
workload of 50 lbs. 
ball 


dimensions remain the same as other 


Base dimension, 


size of swivel and mounting 
unit, No. 301, which will remain in 
production. Wilton Tool Mfg. Co., 
Inc., 9525 Irving Park Rd., Schiller 


Park, Ill. 


NEW SOCKET SET SCREWS 


“Blue Devil” socket set screws with 
knurled points are available in any 
size and quantity and spline head set 


No. 4 to 


can be supplied in minimum orders 


screws in sizes from Ye-in 
of 5000 or more in one size. Safety 
Socket Screw Co., 6501 N. Avondale 
Ave., Chicago 31, Ill. 


LEAD SCREW TAPPING HEAD 


Lead tapping head, called 
Model 2LS “Auto-tap”, fits any drill 


yress (but uses it for power only) 
I ' 


screw 


and has actuating lever, stop and 
depth control as integral parts of its 
design. The lead screw carries the 
thrust while the tap only cuts the 
thread. Unit will drive taps to ;y-in 
or as fine a #0. Maker claims even 
unskilled operators can produce pre- 
cision tapped holes with unit, and 
that 


creased while tap breakage and work 


production rates can be in- 


spoilage are reduced. Ettco Tool & 
Machine Co., Inc., 594 Johnson Ave., 


Brooklyn 37, N.Y. 


Portable sheet metal nibbler 
develops pressure of 2-ton press 


Portable 
metal nibbler, No. 681, operates on a 


8-gage heavy-duty sheet 


punch-and-die principle: as _ the 
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Improved Products with Sales Possibilities for Industrial Distributors 





nibbler is fed along the cutting line, 
small rectangular pieces of metal are 
punched out, leaving a smooth edge. 
Metal on either side of cut is not bent 
Nibbler has heavy-duty 


ball, roller and needle bearings. a 


or curled. 


with 
Other 


heat- 


heavy-duty “universal” motor 
maximum overload capacity. 
features: heat-treated gears: 
treated and nitrated stripper: a car- 


bide 


handle positioned for balance 


die; “over - the - top” grip 
and 
instant- 
release switch locked 
“on” if front 


T-handle for improved control, accu- 


one-hand operation; an 
that 


desired; 


can be 


auxiliary 


racy on continuous work and an auto- 
matic oiler which lubricates work to 
Unit 
operates at 1000 strokes per minute, 
600 S.P.M. at 
Cuts mild steel to 8-gage, copper to 
3/16-in. Black & Decker Mfg. Co., 
Towson 4, Md. 


increase punch and die life. 


no-load: rated load. 


SR STES er, 
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Pre-colored and oversize types 
added to ground flat stock line 


Line of oil hardening precision 
ground flat stock has been broadened 
with the addition of pre-colored and 
oversize types. Of fine-grained, elec- 
tric furnace steel, stock pre-colored to 
a deep blue-black is ready for im- 
mediate scribing or layout work. Pre- 
colored stock is ground to a micro 
finish, 36-in 


lengths and available in a complete 


supplied in 18 and 


range of standard sizes.—Henry GC. 


Thompson & Son Co., New Haven, 


Conn. 
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GLASS CONTAINERS 


Addition to 
fusion-sealed moisture resistant glass 
capacitors, the CYF-20, has a capaci- 
tance range of 560 to 5100 micro- 


companys series of 


microfarads. Capacitors in the CYF 
series exceed Mil-Std-202A moisture 
requirements by a factor of four, and 
meet or exceed all performance re- 
quirements of Mil-C-11272B, maker 
claims. Capacitors are used in high 
reliability systems such as missiles, 
nuclear equipment, aircraft and com- 
puters. CYF-20 has a DC working 
voltage of 500 at capacitances be- 
tween 560 and 3600 uuf and a DCVW 
of 300 between 3600 and 5100 uuf. 
Corning Glass Works, Corning, N. Y. 
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Improved heat stability, excellent 
electrical characteristics 


Industrial control cable, called Vul- 
has cross-linked 
polyethylene 


kene, chemically 


insulation, combines 
electrical properties similar to those 
of polyethylene with thermal prop- 
those of heat- 


resistant conventional rubbers, maker 


erties superior to 


claims. Cable is also said to provide 
better chemical resistance than pro- 
vided by plastics, smaller diams. than 
afforded by rubber. Cable has high 
overload rating, is designed for gen- 
eral use in air, conduit, underground 
ducts, or for direct burial. Available 
with a 600-volt or 1000-volt rating in 
two through 12 conductors, sizes No. 
14, 12 and 10 Awg with printed con- 
ductor identification on the singles. 
General Electric, Chemical and Metal- 
lurgical Div., Bridgeport 2, Conn. 


t , a 
Power shear has cutting 


action of one-fifth second 


High-speed power shear, called Di- 
Acro Power Shear No. 48, shears fer- 
rous and non-ferrous material to 
widths of 50-in and as heavy as 16 
gage mild steel at a rate of 160 strokes 
per minute. Speed of machine makes 
it adaptable for use on conveyor, run 
out lines. Other features: shear blades 
are at an angle so that only blade edge 
is in contact with material; movable 
foot control with cord attached pro- 
vides convenient placement and is de- 
sirable when shearing full width 
sheets; material delivery chute can be 
adjusted to stack sheets; micrometer 
operated ball bearing back gage is 
graduated to .001l-in; hold down bar 
in front of shear blades operates auto- 
matically and acts as both a safety 
guard and material clamp. O’Neil- 
Irwin Mfg. Co., 546 8th Ave., Lake 
City, Minnesota 





“Something old... 


something new 


something borrowed... 


nobody's blue!” 


As 109-year-old Penney Co. adds H-R screens, 


belt, and hose to their line...with a strong assist 


from an H-R Field Engineer. - 


““How about the flexibility of Servall hose at low 
temperatures?’ asks Vice President Russ Penney. 
“Excellent. It reels with ease at below freezing tem- 
peratures,”’ says H-R Field Engineer Jim Breton as 
he holds a short product and catalog seminar. 
(L. to R.) Russ Penney, V.P.; Blaine Farmer, sales; 
Bill Townsend, sales mgr.; Jim Breton; Loring 
Swain, factory supt.; Al Keary, sales; Harlan 
Penney, V.P.; Austin Frost, sales. 


“Servall is lightweight, too,”’ says Jim, demonstrat- 
ing while Bill Townsend renders moral assistance. 
Jim, Bill, and Harlan are taking inventory of air, 
water, steam, and other hose used by the pulp and 
paper and the sand and gravel industries. 


“Something old,” explains S. R. Penney, Jr., president, for 
J. W. Penney and Sons Co., “is our company. Started 109 
years ago as a sewing machine tinker shop and went on to 
build the first satisfactory boiler prototype for the Stanley 
Steamer. Today, in addition to serving as broad-line distribu- 
tors and engineering consultants, we design and build special 
machinery like ski tows and conveyors.” 


“Something new,”’ adds Russ Penney, vice president, “‘is the 
move of our distribution operations to this new building. Now 
that we are separated from our engineering and manufacturing 
at Mechanic Falls, our stock can be larger and more easily 
inventoried, handled, and delivered. 

“At the same time, we expanded our line by adding Hewitt- 
Robins equipment. This is a double advantage to us—besides 
selling their quality-engineered products, we complement our 
know-how with H-R experience in designing and building con- 
veyor systems.” 
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Penney sales operations became larger and more efficient after being separated from the manufacturing operations. This 


is the new sales warehouse and office building. 


“Something borrowed,” volunteers Bill Townsend, Penney 
sales manager, “refers to Jim Breton. We ‘borrow’ Jim from 
H-R every time he goes out with us on a call—contacts that 
are mainly with quarries or pulp and paper mills where every 
installation means a new problem. Jim’s experience enables him 
to supply technical assistance—not only for H-R equipment 
but for complete systems. And behind Jim, ready to help when 
called on, are H-R design engineers and product managers.” 


“So nobody’s blue!” concludes Mr. Penney. “Least of all, the 
customer. With a top distributor like Penney, a qualified field 
engineer like Jim, and a quality line like Hewitt-Robins, the 
customer can’t lose.” 

To find out what Hewitt-Robins can do for you, call the H-R 
field engineer in your area. Hewitt-Robins, Stamford, Conn. 


-@HEWITT-ROBINS 


( e 


April 1961 


“This customer is ‘something old’, too,” Al Keary 
remarks on a call to the S. D. Warren Co. paper 
mill. “Been producing high-grade printing paper 
for 106 years, but there’s nothing ‘old’ about their 
conveyor set-up.” Jim says: “‘Here’s an example of 
H-R quality. Debarked logs drop on this H-R beit 
from a height of 6 feet, yet after 314 years at 400 
cords a day, it’s still in good shape.” 


““H-R replacement belt in action,” Al says, survey- 
ing the A. R. Wright Co. (bituminous coal distribu- 
tors) ship-unloading facilities with Jim and Augie 
Nelson, wharf supt. “‘Almost one-half mile of belt- 
ing handles one-half million tons a year. This main 
H-R belt is 683 feet long and runs at 525 fpm to 
convey 900 tons an hour.” 
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Wes 
MINIATURE POWER TOOL 


Bench-type flexible shaft machine in 
corporates a newly designed carbon- 
variable foot 
10th HP uni- 


versal motor with two separate speed 


pile, continuously 


rheostat, features a | 
ranges. A gear box gives high torque 
at low speeds. High speeds at 12,000 
RPM can be obtained on direct drive. 
Called series “GG”, unit is easily port 
able, weighs less than 9 lbs., plugs 
110 volt AC or DC outlet. 


selection of angle- 


into any 
Wide 
type hand-pieces are quickly 
Unit 


grinding, drilling, polishing, debur- 


miniature 
inter- 
changeable. recommended for 
ring, marking etc. Foredom Electric 
Co., Inc., Bethel, Conn. 


¢>. 


Hole saws are adaptable to lathes, 
electric drills and drill presses 
Hole 


¥ thru 2! 


“Star” Speedi-cut Saws. in 


sizes from »-in, will pene- 


trate two or more layers of wood, 
metal, plastic or composition board. 
Cutting up to %-in deep, holes made 
with the 14-in drill can be extended 
drill in 
drill to 


»-in. %-in saw has a built-in man- 


with the *%-in 


the Yo-in 


to 1¢-in; 


114-in; and with 


2Y/ 
drel, while other sizes are inter- 
changeable with mandrels of various 
Viddle- 


makes. Clemson Bros. Inc., 


town, N. Y. 
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Maintenance sets for basic 
pulling jobs in industrial shops 


Three hydraulic maintenance sets wi!l 
remove and install gears, bearings, 
bearing cups, sheaves, shafts, cou- 
plings, sprockets, pulley s, wheels, etc. 
No. Y200-A, which contains a 1714 
ton ram, pump, and attachments, is 
for small and medium equipment. 
\0-ton capacity set, No. Y265-A, has a 
0-ton ram, pump and attachments. 
»)-ton capacity set, for heavy equip- 
ment (No. Y-285) contains a 50-ton 
pump and attachments. Owa- 
tonna Tool Co., 373 Cedar St., Owa- 


tonna, Minn. 


SHAVER CUTTERS 


Line of solid carbide weld and rivet 


shaver cutters can be used _ with 


Zephyr, Quackenbush, Imperial and 
other makes of weld and rivet shavers 
and edge mills. Cutters are available 


114-in diams. 


as standards in 1 and 


and in %, 4% and %4-in widths. Cut- 
ters can be resharpened many times, 
either in the users shop or in com- 
pany’s complete regrinding facilities. 
Special cutters can also be supplied. 
Tool & V fg. Co., 576 FR. 
Prairie Ave., Hawthorne, Calif. 


Sonnet 


Aluminum stepladder features wider, 
safer, more comfortable step tread 


ladder, 
step 


“Craft-Master” aluminum 


1300 series, has wider, safer 
tread based on the cantilever prin- 
cipal. Two men can work on it at the 
same time, one man on the front and 
It is light 
enough for one man to handle with 


ease. R. D. Co., Inc., Alu- 
mium Ladder Div., Greenville, Pa. 


one on the rear steps. 


iW erner 


Forged shovels have 
Stronger handles 


Line of taper rolled, forged shovels 


incorporates an I-Beam_ reinforce- 


ment which prevents most handle 


breakage. Shovel blades are of high 
carbon steel, heat treated and taper 
rolled to put extra metal at wear 
and stress points. Semi-floating con- 
struction. with assembly anchored 
at one end only, permits handle to 
flex normally under loads, retain re- 
silience. When handle is abnormally 
stressed, I-Beam takes up excess load. 


Wood Shovel & Tool Co.. 
Ohio 


Piqua, 


Designed for long wear in 
cutting today’s plywoods 


Carbide tipped door-lip shaper cutter 
with tungsten carbide tips. cuts accu- 
rately and smoothly for a longer 
period than ordinary high-speed steel 
cutters, maker claims. Two models: 
one for clockwise rotation from left to 
right with rabbet down. other for 
counter-clockwise rotation from right 
to left with rabbet down. Has a diam. 
of 2,",-in. and a bore of *4-in. Delta 
Power Tool Div., Rockwell Mfg. Co., 
181 N. Lexington Ave., Pittsburgh 8, 


Pa. 
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BUTTERFLY VALVES 


Line of butterfly valves are rated at 
150 lbs. water pressure and cover a 
pipe size range from 2 to 18-in. 
Valves have nickel-plated cast iron or 
cast steel bodies with stainless steel 
trim. A variety of alternatives avail- 
able on many of the figures includes 
rubber or ceramic lining, monel trim 
and aluminum-bronze discs. In diams. 
to 6-in, valve may be obtained as an 
integral unit. In full range of sizes, 
to 18-in, valve is a separate element 
with interchangeable bolt-on flanges 
for screw, weld. flange or groove in- 
stallations. Valves are compact and 
light-weight. Lunkenheimer Co., Cin- 


cinnati, Ohio 





Factory installed on 
valves, or in kit form 


Universal type cylinder operators are 
adaptable to outside screw and yoke. 
iron body wedge or double disc gate 
valves, and to pulp stock valves. 
Cylinder installation on valves al- 
ready in service can be accomplished 
in 30 minutes or less. Valves are 
actuated by a double-acting cylinder, 
using water, air or oil as the operat- 
ing medium. Cylinders are controlled 
by operation of a four-way valve. 
which may be located in any con- 
venient place within a reasonable dis- 
tance of main valve. Fixed orifices 
in cylinder ports maintain operating 
speed of one inch per second, mini- 
mizing slamming, sticking. No cush- 
ions or speed controls necessary. 


Crane Co., Chicago, Ill. 
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Combines strength of reinforced 
tape with easy opening feature 


“Stres-Pruf E.0.” brand reinforced 
gummed tape is non-asphaltic glass 
fibre reinforced, has a top layer of 
reinforced construction that can be 
ripped off the carton, leaving only a 
thin kraft layer that can be popped 
easily to open the carton. Tape saves 
time, avoids damage to contents when 
factory and store personnel must open 
cartons to identify contents, then re- 
close carton and send it to proper 
person. Two layer tape is also recom- 
mended for cartons and boxes in- 
tended for re-use. Mid-States Gummed 
Paper Div., Minnesota Mining & Mig. 
Co., 6850 S. Harlem Ave., Bedjord 
Park, Ill. 


TWO-WAY LOCK NUT 


Re-usable, double chamfered lock 
nut, designed for automatic applica- 
tion, is furnished in sizes No. 5 thru 
114-in. Double chamfer allows nut 
to be applied from either side, elimi- 
nates need for selective devices. Lock- 
ing device is in body of nut for 
greater locking power when nut is 
mounted flush with end of bolt, or 
not all threads are used. MacLean- 
Fogg Lock Nut Co., 5535 N. Wolcott 


Ave., Chicago 40, Ill. 





VALUED FOR 


Depent- 
ability 


Distributors are cashing in on the 
character of TM Alloy Sling Chain—its 
reputation for trouble-free performance 
... brute strength and low costs. 
Investigate your profit potential with this 
complete line of factory-made Alloy 
Slings and TM Hammerlok Links for 
do-it-yourself slings. Write today! 
S. G. TAYLOR CHAIN CO.., Inc. 
Plants: Hammond, Ind. 
3505 Smaliman St., Pittsburgh, Pa. 


Everything Swings 
on TM Slings 


aylor 
ade 


CHAIN “ 
1873 





Here's How FLEXCO 
and ALLIGATOR Field En 


gineers 


Help You Sell More 


The FLEXCO-ALLIGATOR field organization is constantly work- 
ing with and for distributors to promote the sale of belt fasteners. 


Factory and field trained, these men are specialists in the application 
of conveyor and transmission belt fasteners. They offer invaluable 
assistance to distributor salesmen in solving belt joining and 
repairing problems. 


Our men devote one hundred percent of their time to the introduc- 
tion, promotion and sale of belt fasteners. They are available to 
work with your salesmen and are trained to conduct sales meetings. 


New techniques in belt fastening, new tools for applying fasteners, 
literature, samples, demonstrations all go to round out the many 
services rendered by Flexible Steel Lacing Company . . . leaders in 
the development of quality belt fasteners. 


Has automatic feed and 
other improvements 


Model 20 Press-Rite O.B.1. power 
press has automatic feed which is a 
rack-and-pinion roll feed unit 
equipped with an overrunning clutch. 
It provides an unusually long feed 
advance of up to 5.8 inches. Air op- 
erated clamping device gives positive 
control of material going into press. 
Air pressure is adjustable according 
to type of material being run. Revers- 
ing key and finger permits reversing 
press without removing cam when 
setting up dies. Automatic brake 
eliminates excessive heating, wear. 
General specifications. width of feed 
rolls—414-in; die line height—2-in 
minimum; feed lengthup to 5.8-in: 
material thickness up to 5/32-in. 
Havir Mfg. Co., 444 N. Cleveland, 
St. Paul 4, Minn. 


For light-to-medium welding 


Oxy-acetylene outfit for light-to- 
medium welding and cutting, called 
the Purox “Four Nines” outfit, fea- 
tures company’s Purox single-stage 
oxygen and acetylene regulators. A 
lightweight welding torch with three 
heads for welding up to *g-in, and a 
cutting attachment with one nozzle 
for cutting up to 2-in are included. 


Our sales plan has helped many distributors to increase their belt 
fastener sales volume. If you are not taking advantage of the 
program let's talk it over. 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington St., Chicago 44, Ill. 


Outfit also contains 121 ft. of oxygen 
and acetylene hose, friction lighter, 
goggles and complete operating in- 
structions. Linde Co., Div. Union 
Carbide Corp., 270 Park Ave., New 


York 17, N. Y. 
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NEW CONCEPT 
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Premium Whyte Strand IWRC 


ALL-PURPOSE 7-strand wire rope puts 
the Macwhyte distributor in a class by 
himself in competing for business 


There’s no other wire rope like 7-FLEX! Macwhyte combines 
all desirable wire rope characteristics in a single all-purpose 
rope. It’s as flexible as an 8-strand rope — as rugged as a6 x 19 
— and resists fatigue like a 6 x 37. 

7-FLEX has 1624% more wearing surface than 6-strand rope. 
There is less unit pressure between rope and sheaves, so less 
rope and sheave wear. There is more sheave contact, less rope- 
creep. Result — longer rope life — less down time — lower 
operating costs! 

Conveniently located factory warehouse stocks help you give 
customers prompt deliveries. 


\\ Uses are practically unlimited —for example: 


' Hoist and swing lines on Boom hoist lines on 
4} dredges and derricks excavating equipment 


Holding and closing lines 


Shovel and drag line hoist rope on clamshells 


“ 
\ ' Shop hoists and cranes Winch lines 


Ask for a Macwhyte representative to call and tell you more 
about 7-FLEX or write us for bulletin 60100-R. 


A ‘ 
: :MACWHYTE Cia Sipe COMPANY 


e 2900 Fourteenth Avenue, Kenosha, Wisconsin, U.S.A. 
Mace mo?” e 
perevcron # Wire Rope Manufacturing Specialists Since 1896 ase 





to increase repeat profits on every call...remember.. 


they 
always 
need 
more 


LSBORS 


power 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 


Buyers know the Osborn brand... . its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 


Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders .. . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Oshou Brus 


METAL FINISHING MACHINES.. 
POWER, PAINT AND MAINTENANCE BRUSHES 


. AND FINISHING METHODS 
FOUNDRY PRODUCTION MACHINERY 





JIG AND FIXTURE COMPONENTS 


Jig and fixture component line in- 
cludes all popular types and sizes of 
clamp assemblies, handles, knobs, 
wheels, spring plungers, torque screws 
etc. Components are engineered to be 
interchangeable with the greatest 
number of other popular lines of 
clamps and components. Accurate 
Bushing Co., Garwood, N. J. 


Induction motors feature 
“capsular” insulation system 


Random wound AC induction motors 
are encapsulated for added protection 
against moisture, chemicals, oils and 
abrasive contaminants, providing 
longer life for open motors used 
adverse environmental atmospheres. 
Smooth encapsulated, void-free, con- 
ventionally wound stators feature 
heat-resistant, plastic-resin that com- 
pletely seal end coils and fill spaces 
between wires in the stator slots with 
a moisture-proof, chemical-resistant, 
protective sheath. Capsular insula- 
tion system can be supplied on open, 
drip-proof motors, 445U frame sizes 
and smaller—600 volts, and below. 
including special electrical and 
mechanical features. Louis Allis Co.., 
Dept. P., 427 E. Stewart St., Mil- 
waukee 1, Wisconsin 


Wire rope combines best features 
of 6 strand and 8 strand rope 


Wire rope, called “7-Flex” rope, is 
made of 7 strands with an independ- 
ent wire rope core for excellent 
wearing qualities (abrasion resist- 
ance) and flexibility (bending fatigue 
resistance). Presently manufactured 
in 4 to 1\%-in sizes. Macwhyte Wire 
Rope Co., Kenosha, Wisconsin 
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Wood’s specialization provides 
the right drive to solve your 
belted transmission problems .. . 


particularly if your problems involve horsepower, high, low or variable speeds, drive efficiency, 
space, economy or availability 

This is because Wood's people are specialists in the production, selection and application of 
all basic types of belted drives 

We are able to provide the right drive for a specific application because we manufacture all of 
the basic types. So, drive problems can be solved by Wood's fast and economically. 

To the breadth of Wood’s belted power transmission line, add depth of engineering and manu- 
facturing experience (104 years, to be specific). This depth of experience is another element of 
specialization that enables Wood’s to offer not only unique product advantages, but consistently 
high performance as well 

This is Wood’s stock in trade .. . supplying the right answers to belted power transmission 
problems from a broad line of Ultra-V Drives . . . Variable Speed Drives (Motion and Stationary 
Control) . . . Timing Belt Drives . . . Flat Belt Drives. 

These are the benefits of specialization, benefits which you can count among many as a Wood’s 
distributor. Other important facets of Wood's efforts to assist you are . . . fast-acting, expanded, 
regional sales-engineering-management teams . . . new, liberal, written sales policy . . . stepped 
up advertising and sales promotional efforts . . . 


MORE OF EVERYTHING TO HELP YOU SELL MORE EASILY AND MORE PROFITABLY. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PENNSYLVANIA 
ATLANTA + CAMBRIDGE + CHICAGO + CLEVELAND + DALLAS 
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SOLID CARBIDE TOOL 


ENGINEERING 
SERVICE 


HELPS KEEP 

DISTRIBUTOR 
V/ iy Yip CUSTOMERS 

SOLD: 


AND HERE’S HOW...... 


Trained Atrax Carbide Engineers are available to trouble-shoot 
production problems in users’ shops. 

Atrax Carbide Engineers will check tool selection and 
recommend the correct Atrax tool for even the most unique 

or troublesome operation. 

Atrax Carbide Engineers will make suggestions on machine 
set-up, speeds, feeds, tool modification or “special” tooling. 
Atrax Carbide Engineers not only represent the 

manufacturer of the finest in Carbide Tools but 

help users get the most out of their Carbide Tools. 


This 148 page catalog gives 
complete tool specifications and 
engineering tips on the largest line 
of Solid Carbide Tools and Burs 





Hydraulic oil performs under most 
extreme operating conditions 


Hydraulic oil is designed especially 
for hydraulic applications, possesses 
three important characteristics: (1) 
Maintenance of proper operating 
viscosity over a wide temperature 
range (through use of paraffin base 
stocks) ; (2) Extra high film strength 
to resist extreme pressures and elim- 
inate excessive wear on moving 
parts; (3) Naturally high resistance 
to heat, oxidation and foaming, plus 
addition of anti-oxidation and anti- 
foam agents. Oil has naturally high 
viscosity index, won't thin out at 
high, or thicken at low, temperatures. 
Lubrication Engineers, Inc., Box 


7128, Fort Worth 11, Texas 





Wrench kit contains 
four most popular sizes 


Roll-up vinyl ratchet wrench kit, No. 
399-F, contains the 4%, 9/16, % and 
34-in size “Kwik-Tite” ratchet 
wrenches. Wrenches speed fitting as- 
sembly and are ideal for close quart- 
ers work. They may be used for mak- 
ing up tube fittings, high pressure 
hose fittings, hydraulic hose fittings. 
pipe fittings and other applications. 
May also be used for tightening ma- 
chine nuts and hex fasteners. 
Wrenches feature positive locking 
action of jaws, parts designed to 
withstand twice the torque usually 
required of such wrenches. /mperial- 
Eastman Corp., 6300 West Howard 
St., Chicago 48, Iil. 
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R/M POLY-V* “J” FOR COMPACT DRIVES 
Available NOW from Local Distributor Stocks! 


The Most Revolutionary Light-Duty Drive 


Your R/M distributor now supplies Poly-V “J” belts and 
sheaves direct from stock! Sold only to equipment manu- 
facturers during its introductory period, this light duty 
drive is now available to meet your drive requirements. 
R/M Poly-V “J” Drive* design incorporates a single, 
parallel V-ribbed belt running in space-saving sheaves 
grooved to mate precisely with the belt ribs. Convert to 
Poly-V “J’’, and you convert to a revolutionary drive with 
advantages never before possible for small machinery 
applications! 

e Designed especially for small sheaves; considerably 

below V-belt range 


e Silent, vibrationless operation; homogeneous traction 
surface is spliceless, lapless 


e ONE belt section meets every need from 1/40 to 15 HP 


e No belt matching; a single belt regardless of HP require- 
ments 


e Delivers more load in less space; permits more compact 
drive with smaller mounting clearances 


e Ideal for tandem, mule, Ya turn or serpentine drives; with 
reverse bend idlers and for speeds up to 10,000 f.p.m. 


e Minimum drive wear; assures longer belt and sheave life 


e Complete contact pressure; maintains groove shape 


Poly-V Drives Now Stocked from 1/40 to 250 HP 


Poly-V “J” plus Poly-V sections ““L”’ and ““M” for medium 
and heavy-duty drives are now stocked by R/M dis- 
tributors to meet your drive requirements from 1/40 to 
250 HP . . . and to 1700 HP on order! These three Poly-V 
belts will replace 8 V-belt sections . . . minimize belt and 
sheave inventories. 


Let an R/M representative show you how a Poly-V Drive 
can provide ““More Use per Dollar” for all the machinery 


you use or manufacture. 
*Patented 


Poly-V “J” is ideal for a wide range of K 
small machinery—work-bench power 
tools, lawn mowers and chainsaws, house- 

hold appliances, industrial, commerciol 

and scientific machines. It is standard 
equipment on this Parker Majestic grinder. | 


RAYBESTOS-MANHATTAN, INC. we 


MANHATTAN RUBBER DIVISION - PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 
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AERO-SEAL JET’ worm drive hose clamps 


Clamp makers have tried to work out various devices and gadgets to provide 
a quick-attach worm drive hose clamp that won’t work loose, shake loose or 
knock loose—but meanwhile AERO-SEAL has gone ahead and done the job 
with the AERO-SEAL Jet. The patented Jet mechanism has the same size 
and general appearance as the regular AERO-SEAL, but you just insert the 


end of the band under the worm, squeeze, 
and z-z-zip!, the clamp is snug around the 
hose, ready to tighten. Threads engage 
positively with the band slots and can’t 
shake loose. 

AERO-SEAL bands and saddles are 302- 
18-8 stainless steel. All stainless also 
available. Sizes from 7/16” diameter to 
15 feet. (These big ones solve some tricky 
industrial fastening problems.) Try AERO- 
SEAL Jets and you'll never settle for any- 
thing less. 


BREEZE CORPORATIONS, INC. 


rn ll 


700 Liberty Avenue, Union, New Jersey 
Cable Address: Breeze, Union, N. J. GD 





Miniature hydraulic power pump 
develops pressures to 10,000 psi 


Miniature, two-speed hydraulic power 
pump, No. 1729, weighs only 14 Ibs., 
has higher volume, low-pressure 
pumping features which provide fast 
approach ram action with automati 
change-over to low-volume, high- 
pressure drive. Approximate pump- 
ing capacity is 80 cubic inches at 30 
psi, 20 at 100 psi and 4 at 10,000 
psi. Pump develops 10,000 psi inter- 
mittent, 6000 continuous. Applica- 
tions include as power source for 
knockout punch drivers, rams, packs. 
pullers, other tools where high-pres- 
sure, low-volume requirements are 
similar. Greenlee Tool Co., Rock- 


ford, lil. 


Vise is stronger, easier to 
use than previous models 


All-steel woodcraft vise, No. 6C, fea- 
tures crome-plated steel handles, 
handle balls forged from handles 
stock which can’t come loose. Jaws are 
fabricated steel with plated cold 
rolled steel screw and screw head and 
malleable iron nut. Vice fits benches 
to 214-in, is provided with precision 
slots for mounting. Columbian Vise 
& Mfg. Co., 9021 Bessemer Ave., 
Cleveland, Ohio. 
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You Benefit 

from more than 

85 Years Experi- 

ence and Expert 

Sales Assistance by 
Metal Cutting Specialists 
When You Sell 


brand name for 
Metal-Cutting Products by 


THOMPSON 
of NEW HAVEN, 
CONNECTICUT 


Thompson maintains an extensive Field 
Organization of Company Representa- 
tives factory-trained to provide tech- 
nical assistance and help you build 


your sales and profits. 


MILFORD products are avail- 
able only through Selected 
Industrial Distributors 


SERVING 
INDUSTRY 


DISTRIBUTOR 
Topics 


Promiscuous 


Distribution 


by 
Al Tucker 


In my now 36 years of experience as 
the Thompson Company’s Sales 
Executive, I have never seen a period 
—even during the “great depres- 
sion’’—when industrial distribution 
has suffered from such promiscuous 
and undisciplined pricé competition. 
The first subject of any conversation 
with any industrial distributor or 
salesman is price. 


Many things unquestionably have 
contributed to this unhappy situa- 
tion. I think one of the basic reasons 
was the business recession in 1957 
when the market quite suddenly 
changed from a seller’s market to a 
buyer’s market and those easy-to- 
get orders, which seemed by to- 
day’s contrast to come in freely dur- 
ing the previous decade, suddenly 
disappeared. 


Then the wild scramble started to 
keep up volume. Long established, 
well organized, responsible industrial 
distributors found themselves in 
competition with hundreds of new 
sellers of industrial supplies. Frank- 
ly, many of these “sellers” would 
not be classified as industrial dis- 
tributors under Thompson’s Dis- 
tribution Policy. Many of these 
people, in order to stay in business, 
now scratch for a week’s wage and 
probably feel obliged to offer indus- 
trial supplies at any price above 
their cost to maintain enough dollars 
income to pay the rent. We do not 
wish to sit in judgement on those 
manufacturers who seek the widest, 
broadest distribution of their lines 
and literally to sell almost anyone 
with a buck. However, it is our ob- 
servation that this frantic effort to 
increase volume through excess and 
promiscuous distribution was an- 
other basic cause of today’s price 
condition. 


The Thompson Company has and 
will limit its distribution in all terri- 
tories, large or small, to the fewest 
distributors necessary to obtain our 
fair share of the potential in the 
area. Even under the heavy pressure 
to maintain our volume we have 
maintained our distribution policy 
as clearly announced in our pub- 
lished “‘Statement of Sales Policy”. 


HAND & POWER HACK SAW BLADES 
BAND SAW BLADES « HOLE SAWS 
GROUND FLAT STOCK 
MIST COOLING SYSTEMS 





WOODINGS-VERONA 
TOOLS 


salable items—widely used 




















Yankee Pattern. Round 
Point. 8 pounds. 


Woodings-Verona tools include, other items that are in steady 
in addition to the above, sledges, demand by industrial and rail- 
adzes, hammers, chisels, road buyers. Highest quality— 


wrenches, mauls punches and well designed and made. 


WOODINGS-VERONA TOOL WORKS 


VERONA, PENNSYLVANIA 
MAKERS OF CONSTRUCTION AND RAILROAD TOOLS 


AAZELLE OL 


Shown above are some of the more widely used Woodings-Verona Tools 








AIR IMPACT WRENCH 


Heavy-duty, l-in square drive No. 482 
air impact wrench features new and 
improved air motor and housing. Air 
entry is through a '-in inlet. With 
more air moving at higher speeds 
wrench accelerates rapidly for faster 
rundown. Reversing valve with re- 
lated volume control for right hand 
operation is leakproof, protected. 
Albertson & Co., Inc., Sioux City 2, 


Ja 
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“Y” bushing liners provide 
automatic, accurate self centering 


Hardened ground “V” bushing liners 
are designed for use with any type of 
cylindrical, square or hex stock drill- 
ing, either custom fixture or with 
standard fixture. Acting as a liner for 
removable bushings, the liner grooves 
itself dead center on stock to be 
drilled, permits center drilling even 
near the ends of bars. Liners are pro- 
duced in 2 sets of 3 bushings, one set 
with 3-in O.D. and the other with 
varying O.D.s. Both sets accommo- 
date slip bushings with O.D.s of *, % 
and }-in in a range from #80 drill 
to 4}-in in A.S.A. or Acme standard 
sizes. Acme Industrial Co., 200 N. 
Laflin St., Chicago 7, Ill. 


INDUSTRIAL DISTRIBUTION 











BLASTING HAMMER STANDARDS WIDE OPEN...ONLY BLACK & DECKER DARES OFFER YOU 


FREE YEARS SERVICE 
ALL PARTS “ LABOR’ 


Tough ... that’s what your customers have heard about B&D Hammers. 








Now Black & Decker gives them proof, gives you a crack at bigger 
hammer sales . . . with a free service certificate good for one year. 
Hammer for hammer, B&D’s four hammers cost less for your customers 


to buy, too. . . offer more power to work with, greater versatility to do 


any job. All these advantages put more sock in your sales, add more 


punch to your profits. Your B&D man will fill you in on the details. 


*Your customers don't pay a penny for 


normal maintenance during a whole year, @ Black a& Decker: 


under terms of the service certificate. 


a CUTS MAN-HOURS TO MINUTES 





Write for 
Descriptive Literature 


© Industry has accepted Milwaukee as 
a source of strong, durable, efficient 
brush “tools”. This industry-wide accept- 
ance means that a large part of your 
selling job is done. And present users, 
knowing Milwaukee’s dependable service, 
provide a profitable source of repeat 
business for you. 


Milwaukee helps you sell three ways. . . 


® assures you a single source of supply 
for all brush needs. 


provides complete technical brush ad- 
visory assistance. 


has the right brush answer regardless 
of the problems you encounter. 


The market is BIG . . . because each 
mill, factory, shop and institution in every 
territory is a prospect. The use of Indus- 
trial Brushes can be termed practically 
universal. 


THE MILWAUKEE BRUSH MANUFACTURING CO 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 
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Does work of two separate 
measuring instruments 
Push-pull gage has split dial which 


gives readings of compression loads 
and tensile loads, can be hooked into 
a system to measure and control oscil- 
lating loads in compression and 
tensile. Suggested applications where- 
ever pressure, tensile or torque loads 
are to be measured. Gages are in- 
dividually calibrated in capacities 
ranging from 5-0-5 to 25,000-0-25,000 
lbs. W. C. Dillon & Co., Inc., 14620 
Keswick St., Van Nuys, Cali}. 


“Satin-Chrome” finish for 
easier reading, resistance to wear 


Line of universal bevel protractors, 
steel protractors and protractor-depth 
gages includes: No. C359 Series uni- 
versal bevel protractor, available with 
7, 12 or 7 and 12-in. blades, with 
Satin-Chrome finish or dial and 
vernier; No. C359 with vernier, ultra- 
fine adjustment and acute angle at- 
tachment to measure angles as close 
as 5 minutes or 1/12-deg.; No. C364 
universal bevel protractor, which is 
similar to No. C359 but without fine 
adjustment. Satin-Chrome finish also 
available on protractor head and 
blade of No. C183 steel protractor 
and No. C493B protractor and depth 
e. L.S. Starrett Co., Athol, Mass. 


vag 
gag 


INDUSTRIAL DISTRIBUTION 





CLIPS OPEN AT EITHER END 


Spring-action double ended clips, 
only 2-in long, are of strong, light- 
weight plastic, durable and easily 
cleaned. Spring action permits them 
to open at either end with squeeze of 
fingers. Uses include keeping produc- 
tion orders together, collating re- 
search or design notes, displaying 
plans or sketches at meetings, hang- 
ing up samples etc. Edmund Scien- 


tific Co., Barrington, N. J. 


Tool box kit permits 

on-the-spot tool changes 
Combination tool box and attachment 
carrier for vacuum cleaners, called 
the model 250 Tool Box Kit, mounts 
either on the dolly handles or from 
the head assembly clamps, depending 
on the vacuum cleaner. Kit contains 
500 cubic inches of storage space 
which will contain an assortment of 
some half dozen attachments or tools. 
Box lifts off without use of tools. 
Doyle Vacuum Cleaner Co., Grand 


Rapids, Mich. 


Checks workpieces without having 
to remove them from machine 


Tiny micrometer permits direct meas- 
urements of internal groove and land 
widths in bores as small as a quarter- 
inch in diam. Called “Mini-Mike”, 
micrometer is recommended for accu- 
rate and economic production of 
miniaturized hydraulic and fuel sys- 
tem components. Navan Products 
Inc., 900 N. Sepulveda, El Segundo, 
Calif. 
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get more sales 
from your catalog 


A GOOD CATALOG is a good sales tool. 
When enthusiastically used by your 
salesmen, it is better. 
And when you add low-cost mail promotion, you boost 
your catalog into the ranks of the very best 


sales tools. 


Here’s a booklet that will give you some good suggestions 
for helping to put your salesmen and catalogs into top-profit 
levels. It’s called “Getting More Leads for Your Salesmen”’ 
and you can have a copy—free—just by writing or calling 
us. No strings attached. 


Catalog Compiling Department 
R. R. DONNELLEY & SONS COMPANY 

The Lakeside Press 

350 East Twenty-second Street 

Chicago 16, Illinois 

Telephone: CAlumet 5-2121 





More Distributors g@&™ 
Profit More on 





Because More 


Industries Use 


Oil seals now 
phosphate coated 


The World’s Most 
Gu Oil seal components are passed 
Complete Line of ‘| through cleaning and phosphate coat- 


ing baths, providing a better base for 





cohesion between the bonding cement 
of the metal and sealing application 
material. Coating provides excellent 
surface for retaining the rust-proofing 
pre-lubricant used by company. Vel- 
The finest in quality and SN vet-gray finish provides for closer 
dependability. housing fit, increases shelf life. 
Federal-Mogul Service, 11031 Shoe- 


Every type of fabric belting maker Ave., Detroit 13, Mich 


produced anywhere. 


All widths, thickness and finishes. wate sous woves Corrente 


Standard, impregnated, coated STITCHED CANVAS 

or treated. KANRY-TEX HYCAR 
PLASCELL NEOPRENE 
CELLULOSE P.V.C. 
WET GRAIN WAX-TREATED 

ENDLESS 

.. + PLUS a research department BITUMINOUS IMPREGNATED 
that accepts ANY challenge for the SLINGS SIEVE LINING 
right belting for any problem ! CLEANER AND SIFTER BRUSHES 


Smooth, rough or specially 
surfaced. 


@ Prompt delivery from stock. 


| 


Chain block conveyor for 
oscillating belt grinder 





If you would like to profit on belting made by a re “Tri-Matic” oscillating belt grinder 
, conveyor is easily fixtured, permits 


manufacturer who recognizes his respor:.sibility to oe 
you as well as to your customer, write Globe for grinding a surface es ene of taal 

tically any shape. Conveyor drive can 
further details. be arranged to reciprocate, provid- 
ing, in effect, a surface grinder that 
grinds the full width of the table at 
one pass. Fixtures can be bolted to 


iat dd 
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the chain blocks, located on pins, 
GLOBE WOVEN BELTING C0., INC. against stops or in a number of other 
1400 CLINTON ST. ’ BUFFALO 6, N.Y. ways. Solid base provided by the 
Walters Belting Industries, Inc. Cromwell, Conn. chain blocks makes it possible to hold 
Endless Belt Division of Globe Woven Belting Co., Inc. extremely close tolerances. Abrasive 
belts are easily changed. Sales Serv- 
ice Mfg. Co., 2363 University Ave., 
St. Paul 14, Minn. 





INDUSTRIAL DISTRIBUTION 





Green aluminum coating beautifies, 
protects metal, wood, masonry 


Green aluminum coating, No. 1030, 
is formulated to produce a tough, 
durable, attractive finish on metal, 
wood and masonry surfaces, indoors 
and out. Coating resists moisture, 
sun, fumes and weathering, is par- 
ticularly recommended for use on 
tanks, 


piping, wire fences, metal roofs and 


structural steel, metal sash, 
buildings. Coating may be used as 
the top coat over company’s primer 
on sound rusted surfaces, clean metal, 
previously painted metal or wood, 
and new, bare or unpainted wood. 
In 5 gallon, 1 gallon and quart con- 
tainers. Rust-Oleum 2799 


Oakton St., Evanston, Il. 


Corp., 


Most effective in 
exposed or drafty areas 


Liquefied petroleum heater, called the 


Penquin LP Heater, releases over 
85,000 BTU’s of radiant heat close 
to the ground without the necessity of 
separate floor protectors. Gases are 
heated by a center flame spreader 
cone, and circulated through louvered 
openings in the shell. Entire unit sits 
close to ground, offering heating 
through natural convection currents. 
Two models, both light gray, avail- 
able. Safety 


safety pilot light and shut-off valve, 


Control model has a 


LP regulator, and 7 ft. of hose. 
Manual control mode, ignited by a 
match, is turned on, off manually. 
C. R. Daniels Inc., Daniels, Md. 








Harper is your logical source for 
corrosion -resistant 
fastenings 


STAINLESS STEEL © ALUMINUM ¢ COPPER « TITANIUM 
SILICON BRONZE * BRASS  MONEL * NAVAL BRONZE 
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ANOTHER BIG HARPER 
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No other single source of supply can provide 
you with as wide a range of corrosion-resistant 
fastenings as is available in Harper’s ware- 


house stocks. 


150,000,000 pieces in stock are available to fit 
your requirements immediately. 


You and your customers all benefit from the 
finest quality at no premium in price. 


Your phone call to Harper’s nearest branch 
office will demonstrate the Big Difference. 


... Shaping metals that shape your future 


THE H. M. HARPER COMPANY 


8212 Lehigh Ave.+* Morton Grove, lilinois 


| 


- 


It would take you over three months 
to walk past Harper's complete stock of 
corrosion-resistant fastenings... 
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Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Valves, Inc. 


: a * 
el, 5. Scie if 


When you decide to stock a 
certain product line, what ques- 
tions do you ask yourself about 
the product? What’s the market 
in my area; what’s the reputa- 
tion of the manufacturer; can I 
make a good profit from his 


product? These may be some of 


the questions you would ask 
yourself. But there are some 
other important points you may 
not have considered. For in- 
stance, is it a quality product 
that stands out against its 
competition? 

QUALITY MANUFAC. 
TURE is a claim you invariably 
hear. What manufacturer 
doesn’t think of his product asa 
*‘quality”’ product? And yet, the 
real test of quality is how well 
the product performs as claimed 
and how well it holds up in 
service. And it doesn’t take long 
for the customer to form his own 
opinion about the validity of a 
claim to quality. 

But in the case of Edward 
valves, you have a product that 
is unquestionably manufactured 
with the best of materials and 
built to the most advanced and 


rigid specifications. Edward 
valves are made in a plant that 
attracts industrial executives 
from all over the world ... 
visitors who come to observe 
and study a variety of unique 
Edward production techniques. 
And because Edward valves are 
made under superior manufac- 
turing conditions, they do hold 
up in the field; and they do 
perform as claimed. And this 
fact helps you sell more valves. 
QUALITY OF PRODUCT is 
just one more good reason why 
Edward valves should have a 
strong position in your inven- 
tory. Call in your Edward rep- 
resentative for help in maintain- 
ing a working stock of these fine 
valves for your customers. Ed- 
ward builds a complete line of 
forged and cast steel valves for 
pressures to 10,000 lbs in pres- 
sure-seal, union or welded bonnet 
construction from \ to 18 in. 
for industrial power, petroleum, 
marine and technological serv- 
ices. Edward Valves, Inc., 1222 
West 145th Street, East Chi- 
cago, Ind. Subsidiary of Rock- 
well Manufacturing Company. 








One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 











SCREW DRIVES LIKE A NAIL 


“Helyx” drive screws, made from 
square wire twisted to provide the 
thread, turr and hold like a screw 
even though driven with a hammer 
or by machine. Maker claims hold- 
ing power is 220% of common nail, 
125% of a wood screw. In addition 
to standard points, drive screws are 
available with chisel nonsplit points, 
said to eliminate splitting hardwood 
boards, even when driven’ within 
\4-in of edge or end. Available in 
screw gages from #1 to #9, and 
from '% to 4-in long. Hillwood Mjg. 
Co., 21700 St. Clair Ave., Cleveland 
17, Ohio 


Converts a ¥4-inch drill to 
a portable power screwdriver 


(H358). 


with friction clutch for control of 


Screwdriver attachment 


power and safety, drives screws fast 
and to uniform depth, can be coupled 
directly to any 14-in spindle or (with 
universal shank adapter) to chuck 
of any 4-in and larger power drill. 
“Yankee” style snap-in bit permits 
quick and easy changing of bits. 
Stanley Tools, Div. Stanley Works, 
111 Elm St., New Britain, Conn. 


INDUSTRIAL DISTRIBUTION 





Driver pulleys 
have increased strength 


Line of driver pulleys, said to be 20% 
stronger than previous models, have 
metal redistributed to provide heavier 
the 


where the pulley flanges merge. Pul- 


cross sections in critical area 
leys are statically and dynamically 
balanced in a constant random-sam- 
ple, quality control program. Line is 
5, 34 and 1-in bores 
key 
diams from 1% to 16-in. Congress 
Drives Div., Tann Corp., 3750 East 


Outer Drive, Detroit 34, Mich. 


available in 14, 


with standard way, in pulley 


mo) 


DEMIN 
Suction centrifugal pump is suited 
for belt or direct motor drive 
Two-ball 


trifugal pump employs double ball 


bearing end suction cen- 


bearings and is equally suited for 
belt or direct motor drive. Capacity 
range is from 10 gpm to 300 gpm, 
and heads range to 150 feet. Semi- 
open impeller is mounted on stain- 
less shaft. “Back-pull-out” feature en- 
ables pulling working parts without 
disconnecting casing from piping. 
Pump is suitable for booster opera- 
tion when suction pressure does not 
exceed 25 lbs. Left hand operation 
available in all but 3-in size. Deming 


Co., Salem, Ohio 


April 1961 
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satisfied ... 


MODEL C PEERLESS 
HOISTS—*% to 60 tons 


—also available in trol- 
ley and close headroom 
types. 


PEERLESS PACKET 
TROLLEY HOISTS— 


Y% to 2 tons—for lifting 
and conveying loads on 
a wide range of I-beam 
sizes. 


BEARCAT ELECTRIC 
HOISTS — 170 to 4000 
Ib.—built in many 
combinations of hook 
speed and motor capac- 
ity to fit practically all 
requirements. 


PACKAGED CRANES 
—up to 5 tons. Top or 
bottom running. An off- 
the-shelf item. Easily 
assembled with a beam 
and shaft from. local 
warehouse to save 
freight. No welding or 
drilling required. Gantry 
crane illustrated has 2- 
ton capacity. 


e 
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HARRINGTON PEERLESS 
HOIST PRODUCTS 

for profitable sales in 
many markets 


Wherever there’s a lifting or moving job to be done, there’s a 
Harrington Peerless Hoist Product to do it. And seldom will you 
have to turn down an order because you don’t have the equipment 
to do the job. The completeness of the line and the quality of the 
products in it help you build profitable sales . 
assure repeat orders. 

And you are backed by a strong distributor sales policy, con- 
sistent national advertising, and sales-building promotional material. 
Some territories are open. Write today for complete information 
about the Harrington Peerless line and our policies. 


. . keep customers 


PEERLESS PACKET 
HOISTS—*, to 2 tons 


—all steel or aluminum. 


HARRINGTON I- 


BEAM TROLLEYS— 


geared and push types 
—' to 20 tons. 


LEVER PULLERS— 
and 1% tons. Light and 
compact, with steel 
mechanism for strength. 
True friction brake 
holds load in any posi- 
tion. 


SAFETY LATCHES— 
Convert conventional 
hooks to safety hooks 
in minutes with simple 
tools. A sell-on-sight 
item to any customer 
who uses hoists. Avail- 
able in 13 sizes to fit 
any hook. 


THE HARRINGTON COMPANY 
Makers of Hoists Since 1876 
Plymouth Meeting 11, Pa. 
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DID THIS MAN SPEND 
$1,182,000 IN 1959? 


That’s a whopping amount, alright. But since he’s our way of symbolizing 
the maintenance department of a famous lock manufacturing company, 
published figures* show he did spend more than a million dollars in 1959. 
Because a good-sized part of that figure was spent on brushes of all 
kinds, that means good business for our dealers. How about your firm? 
Are you taking full advantage of this ever-growing market? Flo-Pac 
jobbers (and we distribute on/y through jobbers) are because we give them 
these selling points: 
@ a truly complete line of industrial brushes 
@ really fast nation-wide service 
@ sharply competitive prices 
@ time-tested quality products 
Couple this with our full national advertising campaign and effective sales 
aids, and you have an idea of the Flo-Pac story. 
To show what Flo-Pac can offer you, we've 
prepared an interesting kit. It contains mate- 
rial about our line and prices, and samples of 
our sales aids. Yours free for the asking! Don’t 
miss this chance to brighten your sales picture 


in the industrial maintenance market. Send 


today for your free kit. Free kit tells you about Flo- 
7 Pac advantages, gives sam- 


*MAINTENANCE magazine survey, 1960. ples of your sales aids. 





FOR INDUSTRY 
INSTITUTIONS 
Om pac COMMERCE 
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— LUMATHREAD HANDLES wins evo 


FLOUR CITY BRUSH CO PACIFIC COAST BRUSH COMPANY 
1501 FOURTH AVE. SOUTH 2030 E. 7th STREET 
MINNEAPOLIS 4, MINNESOTA mare LOS ANGELES 21, CALIF 
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Dipping basket for use in cleaning, 
applying protective coatings etc. 


Dipping basket container, called 
“Jaldip”, consists of an all-steel con- 
tainer and dip-strainer basket. Con- 
tainer is available in 11% and 6 gal. 
sizes, is fabricated from quality steel 
and designed against leakage. Con- 
tainer head, either a lug cover or a 
lever ring closure, is completely 
removable. Strainer basket has a 
well-perforated bottom for quick 
draining, hooks for attaching it to 
the container during drainage and 
legs to keep it clear of any sediment 
on container bottom. Jones & Laugh- 
lin Steel Corp., 3 Gateway Center, 
Pittsburgh 30, Pa. 


Power shovel unloads bulk materials 
from railway cars, trailers 


Automatic power shovel, for unload- 


ing bulk materials, is suitable for 
handling grain, feed, coal, lime, 
cement and other commodities, and 
can be used with wood, aluminum or 
steel scoops. Shovel mechanism is 
available in single and double types. 
It is mounted on a rigid support 10 
to 12 feet above the car door level. 
Shovel is designed for maximum 
travel of 35 ft. Called Webster No. 
10, shovel also features a reversing 
system that eliminates need for 
hazardous counterweights, a centrally 
located winding drum of single di- 
rection type. Webster Mig. Co., 
Tiffin, Ohio 


INDUSTRIAL DISTRIBUTION 





STOWS HP IN SMALL AREA 


A-C motor, called the Duty Master 
D-5000, has a round stator inside its 
nearly square frame, an arrangement 
that provides better cooling and per- 
mits using a smaller overall dimen- 
sion for any given HP rating. Motor 
is available from 125 thru 300 HP, 
has large air intakes which cover 
each end of the motor. Air is drawn 
in these openings ducted through the 
rotor and stator, and then exhausted 
at the sides. Class B insulation is 
standard, and frames and end louvers 
are cast iron. Available with either 
sleeve or ball bearings. Either 220, 
140 or 550 line voltages are available 
for 3600, 1800, 1200 and 900 rpm 
operation. Reliance Electric & Engi- 
neering Co., 24701 Euclid Ave., 
Cleveland 17, Ohio 


C-Clamps are forged and heat 
treated from selected steels 


C-Clamps, in three similar patterns 
with clamping capacities from 2 to 
12-in, feature short throat depth 
(from 1%-in to 2% %-in on largest 
size) and extra heavy threads for 
maximum clamping pressure. Identi- 
fied as Nos. 102GS thru 112GS, 
C-clamps have a light oil finish, an 
adjustable T-handle and a patented 
“Perma-Pad” which permits a firm 
seat on work thru 60-deg of arc. 
Proto Tool Co., 2209 Santa Fe Ave., 
Los Angeles 54, Calif. 


O-RING SIZE GAGE 


Visual O-Ring size gage enable users 
to check I.D. and cross section of 
O-Rings without manual or mechani- 
cal measuring. Gage consists of a 
single unit cone and base with ad- 
justable cross section measuring strip. 
Cone is mounted on a slotted base. 
1.D. is measured by placing O-Ring 
on the cone, cross section with slots 
on the base. Proper relationship of 
company’s —2 series or ARP (AN) 
sizes can be checked by reading 
vertical column on adjustable strip. 
Parker Seal Co., 10567 Jefferson 
Blvd, Culver City, Calif. 


April 1961 
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CURTISS-WRIGHT 
PNEUMATIC TOOLS 


Precision built . . . versatile . . . economical 
— these are just a few of the advantages of 
Grasso-built air tools, now available in the 
United States through the Marquette Di- 
vision of Curtiss-Wright. These rugged, 
efficient tools are perfectly matched to every 
production, assembly and maintenance task 
— each one designed for fast, safe and com- 
fortable operation. 


Complete line of air drills, hammers, rivet- 
ers, sealers, grinders, screw drivers, nut set- 
ters, nibblers, air couplings, vises, and other 
accessories. See your local industrial distrib- 
utor, or write to Marquette Division. 





MARQUETTE DIVISION 


6 IN 1 COMBINAIR 
curtiss (9) wricHt All purpose tool, can be used for 


1145 Galewood Drive, drilling, cutting, sanding, buffing, 
Cleveland 10, Onie corner drilling and polishing. 
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Exclusive new tap selector answers 
basic questions, trouble-shoots 
problems, makes tap selection 
easy and profitable. 


PROFITS—they're bound to be better 
if you use the revolutionary Besly tap 
selector. Tap decisions are faster, 
they're right and they'll rate you re- 
peat business. 


NO MORE MYSTERY—this new 
COLOR-CODED Besly-Welles tap 
selection system is as fool-proof as we 
could make it. A// you need to know to 
make 75% of all tap selections—and 
make them right—is the metal to be 


EXPERTS 
OFFER 
SELLING 
HELP 


tapped and four colors. It couldn't 
be easier. 


BASIC QUESTIONS ANSWERED 
—those questions about taps you've 
always wanted answered—are answered. 
And simply. The ‘‘what,"’ ‘‘why”’ 
and ‘‘how."’ 


TROUBLESHOOTING—we do our 
best to keep you a step or two ahead 
with the straight answers. 


A Besly Franchise is the key to it all. 
Write us for all the details including 
information on the complete Besly line 
of taps, cutting tools and gages. 


BESLY-WELLES CORPORATION 








106 Dearborn Avenue, South Beloit, Illinois 
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Welder has continuous 
voltage and slope adjustment 


DC welder, especially adapted to 


high-speed welding on _light-gage 
metal, provides five specific voltage 
steps with continuous _ selection 
throughout the entire range. Called 


“Sureweld” DRCP-33 


also offers indefinite continuous ad- 


welder, unit 
justments of the volt ampere curves. 
Welder provides currents as low as 
25 amperes at 14 volts and can weld 
alloys and other metals in the range 
of .030-in without burn-through or 
spatter at relatively high speeds. 
Rated welding current is 300 amps at 


A 115-volt 


outlet is provided to accommodate 


100 per cent duty cycle. 


input leads to automatic control 
equipment. National Cylinder Gas 
Div., Chemtron Corp., 840 N. Mich- 


igan Ave., Chicago 11, Ill. 
<— mo 


TORCH VALVES 


Concave design of new valve handles 
enables them to sit much closer to the 
torch body, providing a lower profile 
and making valve handles less vul- 
nerable to damage from blows, 
dropping. Solid brass valve handles 
are designed for positive grip control. 
Bodies are of die-forged bronze. 
Dockson Corp., 3839 Wabash, De- 


troit 8, Michigan 
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HAS LOCKED-DOOR SECURITY 


Closed ledge-type shelving, Series 7-T. 
feature lockable doors, are recom- 
mended for safe, secure storage of 
tools, parts, costly materials etc. A 
waist-high ledge provides a handy 
working area. Units are 36-in. wide 
and 89-in. high with a ledge depth 
of 12-in. 
available are 24 and 12-in., 30 and 
Standard 


Ledge and shelf depths 


18-in. and 36 and 24-in. 


starting sections include seven 


shelves. Doors are of heavy gage 
steel, reinforced to prevent sagging. 
Latches engage at three points. Oven- 
backed enamel sprayed over phos- 
phate undercoat protects against cor- 
rosion. Standard colors are gray and 
green. Penco Div., Alan Wood Steel 
Co., 200 Brower Ave., Oaks, Pa. 


Air-less pump makes advantages 
of airless spray available 


Compact, light-weight airless pump 


brings advantages of airless spray 
to medium production operations at 
minimum cost, maker claims. The 
17-lb., 5-gallon capacity pump con- 
sists of lid, five gallon material con- 
tainer and handle. The 26-1 ratio 
pump will handle all conventional 
paints, using the standard airless gun 
fitted with medium production caps, 
and will operate with air pressure 
produced by as small as a 1 HP com- 
pressor. A chromium piston in a 
stainless steel tube operated by a 
quiet air motor offers long, trouble- 
free service. DeVilbiss Co., Toledo 1, 


Ohio 
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S&S LEVER TYPE 


models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLE 


SINGLE 
ACTING, 
RATCHET 
LOWERING 

11 Models, 5 to 
20 tons capacity. 
Full capacity 

on toe or cap. 


POLE PULLING 
& STRAIGHTEN- 
ING JACKS 

3 Models (One 
aluminum alloy) 

5 to 15 tons 


capacity. Standard 
of Bell System. 


eeeeeereereeeeeeeveeeeeeee 


GEARED 
© JACKS 


3 Models, 25 to 
35 tons capacity. 
Side toe lift, 


SCeeeeeeeeeeeeeeeeeeeees 


I => TRACK (TRIP) 
. JACKS 


13 Models (Five 
aluminum alloy) 
Single and 

double acting. 


eG 


LEVER 
JACKS 


EMERGENCY 
& BRIDGE 
JACKS 

2 Models, 15 


tons capacity. 
Pivot on base. 


REEL 

JACKS 

3 Models (One 
Aluminum alloy) 
5 to 10 tons 
capacity. 

“T" Base. 


MINE TIMBER 
JACKS 

4 Models (One has 
trip mechanism). 
Single and 

double acting. 


ee eeeeeeeeeeeeeee 


BELT 
TENSIONING 





JACK 


5 ton capacity. 
—_— 


Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 


Jacks .. 


. Look for further information on Hydraulic and 


Screw Jacks in other advertisements. 


TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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Have A Pumping Problem 
That Requires 


‘CUSTOM @® DESIGN? 


Custom designed V 
submerged type pi 


unit of solid stainless stee 


Solve it with VIKING ROTARY PUMPS 


Designing pumps to solve particular problems, and reduce 
costs at the same time, is a specialized Viking service. The cus- 
tom unit shown above is an example. The situation called for 
a vertical, submergibie pumping unit to handle a highly corrosive 
liquid. The completed result is all stainiess steei below the plate 
at far right, including tank cover plate, base, structural supports, 
shafting, pedestal bearings, piping, coupling, fitting and Viking 
heavy-duty pump. The unit delivers 55 G.P.M. of a 5000 S.S.U 
corrosive liquid under 90 P.S.!. pressure. 

if you need such pump design service, Viking is ready, willing 
and able 


and similar ads 
are appearing 
in 30 leading 
publications 
to help you sell 
VIKING PUMPS 


Send us your problem today and 
ask for folder 61SMM 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A 
In Canada 
it's ‘‘Roto-King’’ Pumps 


See Our Catalog 
in Sweet's 
Plant Engineers File 


RODUCTS | 


SHOP EQUIPMENT AND STEEL SHELVING 


Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY’s complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
And, BAY’s system of limited franchise distribution and com- 
plete distributor protection insures freedom from wanton 
price cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches e« Steel Shelving « Work Benches e Stock Carts 
e Handicabinet* Benches « Service Trucks « Stacking Boxes e Parts 
Bins ¢ Small Parts Cabinets and Cases 






































BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
t-.3 wW. € mia St 
Philadelphia 32, Pa. 


BAidwin 9-1805 





Food handling glove 
survives spike torture test 


Foodhandling glove, “Style 5393”, is 
made from a new rubber compound 
which maker claims has 30% greater 
tear resistance than the next best 
rubber glove tested. Glove has 
crinkle-finish palm and fingers for 
easier grip, curved fingers for com- 
fort and reduced fatigue. Gloves are 
beige colored. B. F. Goodrich Co., 


Akr on, Ohio 


Boiler cleaner and conditioner 
available in capsule form 
“Jiffy Caps” 


ditioners in capsule form, clean and 


, boiler cleaner and con- 
condition both hot water and steam 
systems and consist of 3-in gelatin 
capsules containing a soluble formula 
with added cleaning power. Capsules 
dissolve instantly to start the chem- 
ical action for attacking and dissolv- 
ing oil, grease, and sludge within the 
system. Rust and scale are also re- 
moved from the boiler, and water is 
conditioned against further rusting. 
Crest Mfg. Co., 4-65 48th Ave., Long 
Island City 1, N. Y. 
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LEVELING 





UNISORB 





Machine mounts provide easy 
installation, precise leveling 


Line of machine mounts, Series LR 
500, can be supplied with either 3 or 
t-in leveling bolts, and with any of 
three types of “Unisorb” material for 
different load ranges. This selection 
will accommodate almost any piece of 
machinery weighing up to 1000 lbs., 
but mounts are especially recom- 
mended for lathes, grinders and other 
precision machine tools. Mounts 
eliminate necessity for bolting or lag- 
ging equipment to floor. Unisorb 
Div., Felters Co., 210 South St., Bos- 
ton, Mass. 


Valves for use on multiple 
operation mobile machinery 


CM11 series multiple unit valves are 
available in any number of sections 
up to 10, with individual load checks 
in each section. They are rated for 
operations to 2500 psi. Improved 
metering, reduced leakage from cylin- 
der to tank, and reduced pressure 
drop have been achieved without in- 
crease in package size. Valves are 
nominally rated at 15 gpm; higher 
flow rates are possible with pressure 
drops acceptable to user. Valve has 
extremely low pressure override char- 
acteristics. Vickers Inc., Detroit 32, 


Mich. 





Meet Ben 


he helps you do more with DELTA 


As Metalworking Product Manager for Rockwell’s Power Tool 
Division, Ben Eldridge has a lot to do with the introduction of new 
products. You might say that part of his job is creating sales— 
because that’s just what new products do for Delta Industrial 
Distributors. Not only do new products stimulate extra sales activity 
with new prospects, they give salesmen an approach to present 
customers that helps to sell other tools in the line. 

Over the years, Ben has seen new product development play an 
increasingly important part in Rockwell’s planned program of 
distributor support. By enabling Delta Distributors to keep pace 
with the changing needs of industry, Rockwell has built a repu- 
tation for power tool leadership. This reputation is an intangible 
competitive edge in “getting the order.” 

When Ben helps bring a new product into Delta’s line, he counts 
on plenty of backing. Experience in precision manufacturing— 
modern tooling and production methods—thorough testing— 
quality control to assure uniformly high standards—these are some 
of the reasons why leading Delta Distributors say you can do more 
with Delta. And they have the figures that prove continued growth 
in sales and profits. 

Find out how you can do more with the Delta line. Drop Ben 
a note on your company letterhead. Address Rockwell Manufac- 
turing Company, Delta Power Tool Division, 634D N. Lexington 
Avenue, Pittsburgh 8, Pennsylvania. 


ROCKWELL” 











REELS roll 


CMOOTHLY,. 





for pay-out or 
take-up of any- 
thing on reels 


fe) #7 Wi a Se 


No pulling heavy reels 
... no pushing. . . JUST 
LOAD and away you go! 


Easily portable 
No jacks 
Handle any ree! diameter 
Heavy steel 
ame 
Slanted 


front 

Ball-bearing adjustable 
ro 

Positive roller lock for 


unloading 


STYLE B— 4,000 Ibs. cap. for 
1 reel up to 48 wide; or for 
2 reels up to 24” wide each. 
Weight 1102. 

PRICE $84.50 

f.o.b. Cincinnati 


STYLE A — 2,000 Ibs. cap. for 
reels up to 28 wide. Weight 
oor 


PRICE $46.50 
f.0.b. Cincinnati 


©@ Special sizes on request. 


ROLL-A-REEL 


All are drilled for optional 
auxiliary ball-bearing side 
rollers, $5.00 per set extra. 


4630 Reading Road 
Cincinnati 29, Ohio 











FOR THE MECHANIC WHO WANTS THE BEST TOOL 


NEW 
WILSON 


VERTICAL 
PNEUMATIC 
GRINDERS 


Wilson Series 923 vertical grinders are excellent for 
flash removal, snagging, weld smoothing and other 
metal removing operations. These powerful grinders 


are particularly suited for 


metal removal in deep 


cavity molds and other hard-to-get-at places. Avail- 
able in threaded spindle and collet chuck models. 


All Wilson portable pneumz 


atic production tools are 


lightweight, compact. ® Catalog PT-58 gives all 
the facts. Write for your copy. 


Twe'e 


eee le). 7 tome 1] Ble), Pal, [om 


21-11 44th Avenue, Long | 


sland City 1, New York 


=] mg 3 Bele] a te) i -) ea fe) 1s 





Hand fastening tool for light 
fastening to concrete, masonry ets. 


Four-purpose hand fastening tool, for 
all light fastening to concrete, ma- 
sonry or light gage steel, is recom- 
mended for applications where hand 
installation of fasteners is most de- 
sirable and economical, and where 
electricity or air power is not avail- 
able. Called the HD-100, the hammer 
drive tool sets company’s headed and 
threaded drivestuds directly in con- 
crete, concrete block, and light-gage 
steel! without drilling, filling or 
plugging. Wire loop drivestuds can 
be fastened to concrete or steel. 


Gregory Industries Inc., Lorain, Ohio 
gor’ 


Ball valves in combinations to 
handle practically any fluid 


Line of ball valves, in combinations 


of metals, seats and seals to handle 
most fluids, feature adjustable stem 
seal, a self-adjusting ball which seals 
with flow in either direction, and stem 
shoulder to prevent ball from being 
forced downward. Line includes 
valves with Navy G bronze or semi- 
steel cast bodies: or brass, steel and 
303 or 316 stainless steel bar stock 
bodies. Both the cast and bar stock 
types have full-round pipe-sized 
passage for fluids, or restricted pas- 
sage as desired. Sizes range from 
14 to 2\4-in for pressures to 400 lbs. 
water-oil-gas, and temperatures to 


450-deg. F. Homestand Valve Mfg. 


Co., Coraopolis, Pa. 
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Ceramic heaters for special 
spot heat applications 


Expanded line of ceramic heaters are 
recommended for spot heat applica- 
tions which require a cartridge type 
unit without the watt density or 
ruggedness of standard cartridge 
heaters, including certain types of 
appliances, small tools, vending ma- 
chines etc. Construction of core, in- 
cluding coils and terminals, is similar 
to that of standard cartridge units. 
They are packed with magnesium 
oxide and cemented with porcelain 
cement. Available in wide range of 
diams., lengths, wattage and voltage 
ratings. Vulcan Electric Co., 88 
Holten St., Danvers, Mass. 


Variable speed pulleys 
offer flexibility, economy 


Line of variable speed pulleys, rated 
at 20 to 25 HP at 1750 rpm and 10 
to 15 HP at 1150 rpm, provide in- 
stantly variable ratios to 3 to l. 
Called Nos. 320 and 325, pulleys use 
a No. 27 (2%4-in) top width v.s. belt. 
Can be used with many NEMA 
frames, including sizes 215, 254, 
254U, 256U, 284, 284U, 324, 324U, 
326 and 364. Standard bores are 
1144, 13, 15@, and 1%¢-in, with a 
334-in bore length. Motor travel for 
full range is 6°4-in. Lovejoy Flexible 
Coupling Co., 4961 West Lake St., 
Chicago, Ill. 





The SLING CHAIN that Talks 
... With the WARNING RING! 


CAMPBELL SENTRY SLINGS 


The WARNING RINGt which is actually 
stronger than the chain itself, acts as 
a joiner link on Campbell SENTRY 
SLINGS. It tells you immediately 
when the sling has been overloaded 
... it elongates visibly . . . and before 
the chain itself is damaged. Your eye 
can see the difference! 





New, revolutionary . . . Campbell 
SENTRY SLINGS—fully tested for 
over a year by foundries, steel fabri- 
cators and heavy equipment manu- 
facturers, offer many important 
advantages. The WARNING RING 
changes shape as the sling is over- 
loaded . . . before permanent damage 
occurs. Repair is quick and easy, with 
@ NeW WARNING RING replaced at the 
factory. Re-tested and re-certified 
Sentry Slings are again ready for 
regular service. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


@ Safety programs are easier to 
maintain — with the WARNING RING'S 
built-in safety that protects men 
and material! 


@ Lower repair costs mean greater 
savings for you—normally only the 
WARNING RING will need repair! 


@ Immediate visual evidence of over- 
load means easier inspection— even 
while sling is in use! 


SENTRY SLINGS, available in all 
types, are made from Cam-Alloy 
steel chain only .. . available at no 
extra cost! All carry the Campbell 
Guarantee and Certificate of Test. 


For complete information contact your Campbell distributor or write direct. 


tPat. No. 2966878 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. @ WAREHOUSES: Medford, 
Mass.; Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 





Yes, this fast moving line sells 
easier and faster. 


Nationally advertised, its 
many industrial uses are well 
known through the United 
States and Foreign Countries. 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 


MERRILL BROTHERS 


56-16 Arnold Ave., Maspeth 78, N. Y. 











FOSTORIA 


MODEL 
5-BH-701 


Not a ball joint. Collar 
disc joint rotates 180 
horizontally, 135° vertically. 


FINEST 

SEEING TOOLS 
EVER 
DESIGNED 


for machine tools, assembly, inspection 
Millions in use for fast, accurate, safe seeing. 
Frictional arm and collar-disc joints give flex- 
ibility of a thousand positions to direct light 
exactly as wanted—will stay in position indef- 
initely under the most severe conditions. 
Rugged construction, heavy duty socket with 
Levolier switch, universal base 

Now available with Nylon Koolshield for cool 
100-watt lamp illumination 

Write for complete catalog of Localite Models 
for every industrial need. 


FOSTORIA CORPORATION «+ FOSTORIA, OHIO 





Can be rapidly assembled, 
disassembled 


Series of compression mounted ball 
valves for chemical processing, pulp 
and paper, nuclear marine and missile 
industries are available in all sizes 
14,-2-in. Valve design eliminates 
flanges on a flanged valve, saving 
price of 2 flanges. Valves rated at 
1000#% cold Non-Shock service and 
300% at 400-deg. F. Cooper Alloy 


Corp., Hillside, N. J. 


Ball bearing screw is 
freewheeling at both ends of travel 


Line of ball bearing screws permits 


limiting the travel of the nut at pre- 
determined positions with continuing 
rotation of the screw. This free- 
wheeling action is accomplished by 
providing a stop in the screw at each 
end of the desired nut travel, and a 
simple freewheeling device, which is 
integral with nut assembly. Mechan- 
ical efficiencies of screws range from 
90 to 95 per cent, and load-carrying 
capacities are the same as conven- 
tional screws of the same size. Sagi- 
naw Steering Gear Div., General 
Motors Corp., Saginaw, Mich. 
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PRECISION GROUND DIE AND FLAT STOCK — Starrett No. 496 Oi! Hardening, No. 497 Air Hardening and No. 498 Low Carbon Fiat Stock. 


precision made by Starrett 
to speed precision WOTK — racsorou: 


Flat stock and die stock made to exacting Starrett metallurgi- 
cal specifications . . . precision ground to Starrett standards of 
dimensional accuracy . . . available in well over 1,000 sizes in 
air, oil and water hardening tool and die steel types and in free 
machining-low carbon flat stock . . . ready to lay it out and cut’ 
it out. 


DIAL INDICATORS AND GAGES 


Just one of the many ways Starrett helps you to help your 
customers speed and simplify precision work with a complete 
line of products of unsurpassed quality. For complete informa- 
tion, see your Starrett salesman or write The L. S. Starrett 
Company, Athol, Massachusetts, U. S. A. Dept. E.G. 


VISIT STARRETT — BOOTHS 851-853 
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The scene in Cleveland as Republic Steel announced its OMI program to distributors. 


Research Forms Base 
Of Republic Steel's OMI 


Republic Steel 
Corp., Cleveland, announced a second 
“Order Makers’ Institute.” The first 
OMI program, started several years 


Nearly a year ago, 


before to assist industrial distributors 
in selling the firm’s line of plastic 
pipe, met with sufficient success that 
Republic decided on a second OMI 
for its stainless steel. 

In outline, the Order Makers’ Insti- 
tute consists of a 
meetings backed by 
duced motion picture films and other 


series of sales 
specially-pro- 


visual aid materials. Conducted on a 
distributor’s premises by a Republic 
the OMI 


aimed at providing distributors and 


representative, series is 


their salesmen with information on 


stainless steel technology, fabrication, 
applications, and general sales tech- 
niques. 

A second phase of the program, 
employing again specially-produced 
movies of a “glamour” nature, is 
carried out concurrently with the dis- 
tributor phase in an effort to sell 
potential customers and the general 
public on the virtues of stainless steel. 

Contributing to the success of the 
first OMI was the preliminary re- 
search conducted by Republic to dis- 
cover what kind of sales and training 
help distributors needed and wanted. 
Research teams from Wilding Tic- 
tures, the firm producing the films 
used in the program, interviewed dis- 


salesmen, and 
and district 
managers in all parts of the country. 


tributor principles, 


Republic’s salesmen 

The interviews had a threefold pur- 
pose: (1) gather information on the 
present quality of distributors’ selling 
efforts, (2) find out the attitude of 
and customers toward 
Republic and its products, and (3) 
find out what would best help distrib- 
utors 


distributors 


and their salesmen to do a 
better sales job on those products. 

The same groundwork was laid for 
the second OMI on stainless steel. 
Wilding’s interviewers mined a rich 
vein of opinion in many parts of the 
country. For example: 

* Purchasing agents, while gener- 
ally satisfied with the essentiality and 
assistance of distributor salesmen, 
expressed dissatisfaction with a sales- 
man’s knowledge of the product, its 
price, its use. One said: “Wish sales- 
men knew more about price, for 
instance. We hate to give them orders 
which are going to boomerang be- 
cause the salesman doesn’t know what 
he’s talking about.” 
there 
customers ready to praise the in- 


Nevertheless, were many 


genuity or “creative selling” talent 
of salesmen. 

¢ Distributor executives made com- 
ments along this line: “Republic has 
over 40 books on stainless, on form- 
ing, on welding, on almost every 
angle . . . But very few salesmen will 
sit down and study them. What they 
need, and the only way that works, is 
stimulating meetings.” 
were of 


¢ Distributor salesmen 


various opinions. An old-timer, for 
example, told interviewers: “Tell us 
how a particular salesman carried 
out a particular job successfully .. . 
the kind of thing we might use on one 
of our own accounts. Never mind 
talking about the rules behind the 
deal. We can spot them a mile off. We 
don’t want an explanation of selling 
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Doing to Help Distributors Build Profitable Sales Volume 





rules. We want to see their applica- 
tion, period.” 

Another 
“material we can show our custom- 


salesman pleaded for 
ers,” which can teach the customer 
more about the product. 

Distributor dislike of 


“platitudinous” selling lessons sprang 


salesmen’s 


chiefly from the fact that material of 
this kind is usually very general in 
nature, doesn’t talk to a salesman in 
terms of his own products and 
business. 

The result of this probing is a 
series of nine product education and 
sales meetings presented four to six 
weeks apart. At the core of these 
meetings are the motion pictures por- 
traying the main relevant aspects of 
selling stainless steel—history, tech- 
nology, uses, etc. of the product. 

The importance of this preparatory 
research became evident to 


Republic 


across differences between what dis- 


soon 
when interviewers came 
tributors handling pipe wanted and 
distributors handling steel wanted. In 
the handling 
stainless needed a good deal more 
technical information than the pipe 
distributors. The Stainless 
distributors’ customers are usually 
technically trained in their product, 
whereas pipe distributors’ customers 


general, distributors 


reason: 


run the gamut of industrial buyers. 

The results of the research point 
out very clearly, therefore, the im- 
portance of gearing a distributor 
sales @aining program to the product 
and its market—and also to the type 
of salesmen engaged in selling the 
product. While understandably proud 
of the plastic pipe OMI program, 
Republic steel spokesmen doubt that 
its approach would have done an 
adequate training job for salesmen 
representing stainless steel distrib- 
utors. Many manufacturers, even lack- 
ing Republic’s resources, would find 
the approach profitable. 
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An Agent Holds 


A manufacturer’s agent running a 
sales meeting for distributor sales- 
men? It’s done occasionally — but 
possibly not in the way Jack Wood- 
ard, Dallas, Tex., catalyzed a three- 
day session involving three manufac- 
turers and five distributors. 
Woodard 


of three 


invited representatives 
manufacturers who make 
metalworking products to attend his 


All three 


accepted: Commander Manufactur- 


school in a Dallas motel. 


ing Co., Dumore Co., Powermatic 
Machine Co. 

Each manufacturer was asked to 
aids, 
slides, demonstration models, etc. The 


bring along visual training 
demonstrations were set up at the 
training site. Commander and Du- 
more even included mobile display 
rooms on light trucks. 

Next, Woodard asked five distrib- 
utors in the area to send salesmen to 
the session—Machinery Sales & Sup- 
ply, Dallas; Hart Industrial Supply, 


Oklahoma City; Rex Supply, Hous- 


a Meeting 

ton; Tri-State Mill Supply, Crosset, 

Ark.; Harris Frederic Co., Shreve- 

port. Twenty salesmen showed up. 

After a general introductory meet- 
ing, the group was divided into three 
rotating sections, one to attend the 

Powermatic exhibit and instruction 
session the first day, another the 
Dumore event the second, and an- 
other the Commander event the last 
day. By the end of three days, each 
group had attended all sessions. 

There were mock-ups, samples and 
demonstrations, slides, talks, and 
finally tests. 

Because of the success of the meet- 
ing, Woodard is planning others of 
the same kind, spurred on by this 
commendatory note from a distrib- 
utor: “All of the men who attended 
have given very good reports of the 
items covered and the way in which 
they were covered. Each of them has 
had his enthusiasm renewed and I am 
quite sure that this . . . will result in 
more sales.” 


Mobile units sent by two of three manufacturers to agent Woodard’s three-day meet- 
ing are cynosure of distributor salesmen’s attention. More meetings are planned. 
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Welding Manufacturer 
Heips With Publicity 


All-State Weiding Alloys Co., White 
Plains, N. Y., counsels its distributors 
on the mysteries of obtaining local or 
business magazine publicity. Under 
the direction of All-State’s publicity 
manager, David S. Smith, a program 
has been instituted whereby distrib- 
utors are furnished with free-of- 
charge advice on the writing and 
placing of press releases. 

According to Smith, this program 
resulted from distributor interest in 
the company’s mailings of business 
magazine stories describing applica- 
tions of All-State products. Prepared 
by All-State, these stories attempted, 
wherever possible, to make mention 
of a distributor’s part in an applica- 
tion. 

Smith 


article describing publicity’s advan- 


Later, wrote a magazine 
tages to a distributor, and reprints of 
this article, together with other “how- 
to” material, were sent to distributors. 
This forth 
numerous distributors with questions 
which Smith 
Smith asked 


questions” to guide them in evolving 


brought letters from 


answered. In turn, 
distributors “leading 


a balanced program. 


“The typical program,” says Smith, 
“consists of a balance between local 
and 


mail, often using materials supplied 


advertising, publicity, direct 
by us. We seldom will write the news 
releases for the local distributor, as 
we feel he knows more about the local 
situation than we do. On the other 
hand, sample press releases, direct 
mail letters, and similar promotional 
material are supplied to the distrib- 
utors.” 

As a result of this assistance, for 
example, one distributor developed a 
campaign consisting of a series of 
direct mail letters on All-State prod- 
ucts, a series of press releases to a 
local paper on welding clinics con- 
ducted by All-State representatives 
(the “pitch” of the news was adult 
education), and an advertising pro- 
gram consisting of point-of-purchase 
displays, magazine advertising, and 
follow-up direct mail. 

Many other distributors have been 
inspired to originate press releases 
covering their activities and have 
reaped beneficial results, says Smith. 

This activity has increased sales- 


producing inquiries from prospects. 


“ZIP-TOP” BOX BEING USED BY NAIL MAKER FOR EASIER STOCKING 


Hillwood Mfg. Co., Cleveland, is packaging its nails in 50-lb. cartons that zip open 
with the pull of a draw-string. After a box has been opened, the lid can be put back 
on—so that a half-empty nail carton never gets used like a waste-basket as a half- 
empty keg would, says the company. Also, the 50-lb. carton is said to be more popular 
with workers than packages containing 100-lb. lots of nails. The new carton is being 
used for bulk packaging of tacks, drive screws, furniture and upholstering nails. 
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SKF Begins Publishing 
New Periodical 


SKF Industries, Inc., Philadelphia, 
has begun publishing a new period- 
Motion Research 
Engineering. The publication is, says 
SKF, available without charge to 
engineers, research and development 


ical named and 


personnel, and management, produc- 


tion, and purchasing executives 
throughout industry. 

Says E. R. Broden, SKF’s presi- 
Motion Re- 


search’s aim is to “touch upon a few 


dent and chairman, 
of the more significant and interest- 
ing engineering challenges, applica- 
tion trends, and developments in 
bearings.” 

The cover of the first issue (above) 


of the 


biggest problems facing man in his 


is a visualization of one 


probe of space: absence of gravity. 


Pendleton Launches 
“Functional Marketing” 


Pendleton Tool Industries, Ine., Los 
Angeles, has reorganized its 85-man 
field force to assign specific market 
responsibilities to each district man- 
Under the 


keting” program, a task force of tool 


ager. “functional mar- 
marketing specialists will work in 
each of the major markets—indus- 
trial, automotive, hardware, plumb- 
ing. 

According to Marvin S. Bandoli, 
Pendleton’s senior marketing vice- 


continued on page 126 
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HERE’S THE 
LINE UP- 
TAKE YOUR PICK? 
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In the market for lag bolts? 
We make a full line of sizes.. 
Machine, and carriage bolts also. 
And they're all top quality. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA, 


Export Sales: Bethiehem Steel Export Corporation. 


BETHLEHEM 
STEEL 
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Hold it, 
Mr Distributor! 


Make a friend every time you make a sale. Offer your customers 
the recognized quality of the Victor line. Other horse-sense reasons why 
it pays to handle Victor metal cutting products: 
® Victor’s firm policy of selling only 
through distributors assures you a square 
deal and respectable profits. 
Victor makes field men available to help 


( a you come up with the answers to cus- 
tomers’ special problems. 
— Victor’s ability to deliver rush orders 
Pres y wed makes you Johnny-on-the-spot with the 
tools needed, when wanted. 
With all these things working for you, you 


can’t help but make more profitable calls! 
Want the details? Contact Victor today. 


STOCK AND SELL VICTOR 
Stondard, Intermediate 


saa VIC 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 
Milled Curved Tooth Files Warehouses in Chicago, Los Angeles & Portland, Ore. 





president, the functional marketing 
concept has never before been under- 
taken in the industry on such a large 
scale, because most companies con- 
fine their products to one major 
market. Pendleton Tool Industries’ 
divisions include Proto-Tools, among 
several others. 

To industrial distributors, says a 
Pendleton spokesman, the new mar- 
keting program will mean better 
service and concentrated efforts by 
district managers to develop not only 
their tool business, but their total 
business. 

District managers are being pre- 
pared to program promotions for dis- 
tributors, working with distributor 
salesmen in the field, analyzing and 


adjusting inventory problems, etc. 


Bonney Forge Offers 
Piping System Template 


Sonney Forge & Tool Works, Allen- 
town, Pa., is offering a piping system 
welding fitting template as a promo- 
tion piece. Including the most com- 
monly-used shapes, the template was 
prepared in cooperation with and for 
piping designers to speed design and 


drawing time. 





Sales Aides 





Inserting Tools 
Heli-Coil Corp., Danbury, Conn.— 


Bulletin describes inserting tool de- 
veloped for restricted areas. 


Air Tools 
Aro Equipment Corp., Bryan, O.— 


Catalog on air tools, power motors 


and accessories. continued 
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¥,” Drive, Size 5U-HD Electric 


Impactool with 5” extension, handles 


all but the largest nuts and bolts 
on cars and trucks. 


Ingersoll-Rand design features a unique 
safety stop on brush holder that keeps spring 
from contacting or damaging commutator 
and burning out motor. Commutator can be 
dressed while tool is operating, simply by re- 
moving reverse cap. Wider commutator bars 
permit wider brushes and more brush area. 
Sell these red@ ball extras and you'll make 
Ingersoll-Rand Impactools your best seller. 


best design—biggest line 
sell the red 2 ball extras 


Ingersoll-Rand 


1] Broadway, New York 4,N. Y. 
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I-R’s , LIFE-GUARD COMMUTATOR 
.». guards motor for life 


Dirt-Sealed Trigger. Plunger-operated switch 
is sealed tight from dust and dirt. Another 
1-R exclusive. 


“Cuss-Proof” Socket Retainer. Sockets can't 
fall off, but strong, spring-held retainer can 
be easily replaced. 


Sealed Nose Bumper. Exclusive |-R rubber 
guard seals out dirt in addition to protect- 
ing impact mechanism. 


Job-Tailored Motor. Not “adapted” but built 
specifically for rugged Impactool duty. 


T-Anvil Drive. Unlike other types, provides 
true radial blow with maximum power trans- 
mission, 


ID-203A-18 





Remember your Erector set? 


EQUIPTO’S e* = 


ESAS 


SLOTTED ANGLE 


Think for a moment. Think of all 

the different things you could make 

with an Erector set. Then think of 

Equipto’s Slotted Angle —a man’s 

size piece of steel utilizing nuts, 

bolts, slots and holes. It’s a versatile piece of metal 
that lets you build anything—carts, benches, stairs, 
racks, scaffolds and many other useful time-saving 
structures. 


The sheer simplicity of Equipto Angle makes the 
job of assembly highly economical in terms of 
manpower—just cut and bolt together. No waste— 
even small pieces can be used for joints, splices or 
braces. Temporary structures may be disassembled 
and material re-used. Hot dipped galvanized for 
maximum rust prevention — not merely electro- 
plated but hot dip galvanized. 


Equipto Angle is the standard of the industry. 
1 Available in either 12 or 14 gauge. 2 Comes in 
convenient lengths packed 10 angles to a bundle 
with hardware. 3 Two sizes, 114" x24" and 114” 
x 3". 4 Bolts are standard and interchange with 
other materials. Why not find out more about this 
versatile framing material. Write today for your 
free copy of Equipto Idea Book No. 307. 


Sold only thru you, the Distributor — never direct. 


2 EQUIPTO 
SHELVING BENCHES DRAWER UNITS LOCKERS EQUIPTO ROBE STOCK CARTS ANGLE 





Roof Coating 

Philip Carey Mfg. Co., 320 S. Wayne 
Ave., Cincinnati 15, O.—Folder on 
aluminum roof coating for farm 
buildings, factories, super markets, 
bowling alleys, mobile homes, etc. 


Hydraulic Power Units 
Hannifin Co., 501 So. Wolf Rd., Des 


Plaines, Ill.—Bulletin on hydraulic 
power unit models. 


Calipers 

J. T. Slocomb Co., 68 Matson Hill 
Rd., So. Glastonbury, Conn.—Catalog 
on a series of outside micrometer 
calipers in the 1” to 60” size ranges. 


Abrasives 
Cratex Mfg. Co., Inc., 1600 Rollins 


Rd., Burlingame, Calif—Manual on 
rubberized abrasives. 


Vises 

Harig Mfg. Corp., 5751 W. Howard 
St., Chicago—Brochure on _all-pur- 
pose tool room vise and adjustable 
pressure vise for long and short pro- 
duction runs. 


Indexing Machine 
Swanson-Erie Corp., 816 East Eighth 


St., Erie, Penna. — Brochure on 
a straight-line indexing machine 
chassis. 


Wire Rone 

Maewhyte Wire Rope Co., 2900 Four- 
teenth Ave., Kenosha, Wise.—Bro- 
chure on all-new “7-Flex” wire rope. 


Presses 
Havir Mfg. Co., 444 North Cleveland, 


St. Paul, Minn.—Catalog sheet on 
“Press-Rite Juniorline Series” five 
and ten-ton presses. 


Screws 

Magna Driver Corp., 779 Washington 
St., Buffalo—Catalog on magnetic 
screw holding accessories for power 
screw drivers and nut setters. 


Pumps 
The Deming Co., Salem, Ohio— 


Bulletin on heavy-duty internal gear 
rotary pumps. Also: Catalog on 
domestic water systems and utility 
pumps. 
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Trucks 
The Fairbanks Co., 393 Lafayette St., 


N. Y.—Catalog on “Job-Fitted” two 
wheel and platform trucks. 


Rotary Tables 

AA Gage Co., 350 Fair St., Detroit, 
Mich.—Catalog on __ high-precision 
“Ultraron” rotary tables. 


Motors 

The Louis Allis Co., 427 E. Stewart 
St., Milwaukee, Wisc.—Bulletin on 
line of electric motors. Also: Catalog 
on adjustable speed drives. 


Thermocouples 
Advanced Dynamics Inc., 1632] 


Rockside Rd., Cleveland, Ohio— 
Catalog on thermocouples, pressure 
probes, and allied components. 


Controls 

The B/W Controller Corp., Birming- 
ham, Mich.—Bulletin on electronic 
floatless liquid level controls. 


Drill Sharpener 


Connecticut Special Machine, Inc., 
Bridge St., Winsted, Conn.—Folder 
on “Ampak” electrolytic high speed 


drill sharpener. 


Drainline 

Corning Glass Works, Corning, N. Y. 
Catalog on Pyrex “double-tough” 

drainline. 


Mounts 
Clark, Cutler, McDermott Co., Frank- 


lin, Mass.—Bulletin on “Jacmount.” 
a recent addition to their line of 
machinery mounts. 


Valves 
Continental Mfg. Co., 230 Park Ave., 


New York—Bulletin on “Tufline” 
screwed end plug valves for instru- 
ment and process piping. 


Scales 
Detecto Scales, Inc., 540 Park Ave.., 
Brooklyn, N. Y.—Bulletin on weight- 


Again 
Coffing 
Brings You 
a New Line 
of Hoists 


For the second time in less than a year Coffing 
has introduced a new hoist line to give you 
easy, safe, positive efficient lifting power at 
moderate cost. 

The new RA Series Safety Pull Aluminum 
Ratchet and Paw! Lever Hoist is easy to oper- 
ate—requires minimum handle pull—only 59 
pounds for the %4-ton model to 97 pounds for 
the 6-ton model. It may be operated from 
either side and the design prevents freezing a 
load. Load rotation is easy bec use of ball 
thrust bearings in the load hook .:ssembly. 

Safety has been built into the hoist. It will 
not ratchet under load if handle is released 
nor will it free chain. Controls are protected 
from inadvertant shifting. The bottom stop 
eliminates any hazard from the handle being 
released unintentionally and prevents handle 
from being moved to a position parallel to the 
load chain which would develop undesirable 
twisting action. The exclusive safety handle 
bends to indicated overload. 
> Strength without excess weight in the new 
hoist is achieved by a special aluminum alloy 
which is used in the body and handle. Long 
service life has been provided by the high ten- 
sile material in the chain retaining guide, 
heat treated load sheave and the plated, high 
tensile, heat treated alloy steel link chain. 
Maintenance is held to a minimum by the 
rugged construction and simplicity of design. 

The new Coffing RA Series Safety Pull Alu- 
minum Ratchet and Pawl Lever Hoist is avail- 
able in six models with capacities from % to 
6 tons. Write for Bulletin ADH-86 ID. 


COFFING HOISTS 


a DUFF-NORTON COMPANY 
Four Gateway Center - Pittsburgh 22, Pa. 


DUFF-NORTON JACKS 


Fasteners 
Diamond Expansion Bolt Co., Inc., COFFING HOISTS 
500 North Ave., Garwood, N. J.— Ratchet Lever ¢ Air DUFF-NORTON Ratchet * Screw 
Bulletin on fasteners. Hand Chain « Electric Hydraulic * Worm Gear 
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Save time, increase production, reduce costs... 


THOR ELECTRIC 
ASSEMBLY TOOLS 


Mechanize your assembly lines 
by switching from slow hand 
operations to quick, easy Thor 
methods. Thor's Uni-Torque nut- 
setter, on the job here, provides 
the ultimate in automatic torque 
control for electric tools. 
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Hand assembly methods slow production and squeeze profits. 
Thor, inventor of electric screwdriving, has a complete range 
of assembly tools for threaded fasteners (over 75 models of 
screwdrivers and nutsetters alone) to speed production, 


multiply profit. Screwdrivers, nutsetters, impact wrenches in 


a variety of handle and front end styles. Sold only through 


industrial distributors and serviced by a nationwide network 
of factory experts. See the Yellow Pages or write Ther Power 


Tool Company, Aurora, Illinois. 


Thor Screwdriver-Nutsetter 
Clutch Attachments 


THOR UNI-TORK CLUTCH The ulti- 
mate in electric tool torque con- 
trol. Tools with Uni-Tork require 
no operator judgment. Snaps in- 
to engagement when applied to 
work, out when exact torque has 
been reached. 


THOR POSITIVE CLUTCH Two 
clutch jaws are manually en- 
gaged by operator pressure. 


hen pressure is released, the EASY DOES IT with a lever activated Thor nut- 


clutch disengages, stopping the 
rotary motion of the bit. Degree 
of tightness depends on operator 
judgment. 


THOR DOUBLE SLIP CLUTCH Clutch 
can be pre-set to drive any size 
screw to uniform tightness, auto- 
matically slipping when desired 
torque has been reached. Clutch 
cushions impact to tool and op- 
erator, reducing spoilage and 
stripping of threads. 


THOR KICK-OUT CLUTCH Similar 
in action to the double slip 
clutch, except it does not sli 
when pre-set tension is ponsieedl. 
Clutch automatically kicks out 
when fastener seats and bit 
makes one full revolution in dis- 
engagement. 


setter. Tool is sure and fast, mighty easy on 
the lady too. Thor balancer above poises tool 
exactly where she wants it. 


> 
BIG ASSEMBLIES need big power, and Thor impact 
wrenches deliver. These are heavy duty tools 
to %” capacities. Reversible. Available with 
a wide range of accessories. 


—_—_—_—_—_> 
TIGHT CORNERS are no 
problem for Thor right 
angle tools. Imagine doing 
this by hand! America’s 
leading furniture makers 
increase their production 
with Thor assembly tools. 


THOR POWER TOOL COMPANY 
AURORA, ILLINOIS 


ATLANTA « BIRMINGHAM « BOSTON «+ BUFFALO « CHICAGO 
CINCINNATI « CLEVELAND « DENVER « DETROIT *« HOUSTON 
INDIANAPOLIS « KANSAS CITY, MO. « LOS ANGELES « MILWAUKEE 
NEWARK « NEW YORK CITY ¢ PHILADELPHIA « PITTSBURGH 
RICHMOND « ST.LOUIS «¢ SAN FRANCISCO « SEATTLE 
TORONTO, ONT., CAN. © EXPORT DIVISION, NEW YORK CITY 


FINISHED WORK requires a screw- 
driver which is always under con- 
trol. Thor’s clutch attachments dis- 
engage bit after fastener is seated. 
Thor screwdrivers and nutsetters 
handle up to No. 24 (4”) capacity 
threaded fasteners. 
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New Legislation Proposes Tax Adjustments 
For Small And Medium Size Business Firms 


New tax legislation will let firms plow back earnings before taxes 
rather than after, on the reinvestment of earnings principle. 


Rep. Frank Ikard (Dem., Texas), 
Rep. Tom Curtis (Rep., Mo.) and 
Senator John Sparkman (Dem., Ala.) 
are proposing the Ikard-Curtis-Spark- 
man bills, as a measure of tax relief 
medium sized busi- 


for small and 


nesses. 
The 


firms 


new proposals would allow 


to deduct from ‘business net 
income, an amount equal to new in- 
vestment in depreciable, inventories, 
during the taxable year. The amount 
to be 


20 percent of net income or $30,000, 


deducted would not exceed 
whichever is the lesser. 

This means that any businessman, 
retailer, service establishment, whole- 
saler or manufacturer, can plow back 
into the 
rather 


business, earnings before 
taxes, than earnings after 
taxes. 

The bills involve three kinds of in- 
vestment in any business: 

1. Depreciable property such as 
counters, fixtures, machinery, trucks, 
etc. 

2. Inventory. 

3. Accounts receivable. 

If the total 


three categories, at the end of a tax- 


investment in these 
able year, is greater than the total 
at the beginning of the year, the dif- 
ference can be deducted from busi- 
ness income, before taxes are 
computed. The maximum that can be 
deducted is 20 percent of net taxable 
income or $30,000, whichever is the 
lesser. 

If, for example, the total amount in 
these three categories (depreciable 
property, inventory, accounts receiv- 
able) at the beginning of the year 
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was $43,000 and at the end of the 
year $47,000, the 
would be a $4,000 increase in invest- 


was difference 
ment. 

The $4,000 increase in aggregate 
deductible from net 
earnings before taxes. If the net 
income was $25,000, in this example, 
20 percent ($5,000) could be de- 
ducted, if that much had been added 
However, the rein- 
vested amount was only $4,000, 
therefore the $4,000 is deducted and 
tax is paid on income of $21,000. 


investment is 


to investment. 


In the case of a corporation, whose 
income was $25,000, the regular tax 
would be $7,500. However, if these 
proposed bills are passed, a 20 per- 
cent credit of $5,000 
would be deducted from income. Tax 
would then be $6,000 on income of 
$20,000, a tax savings of $1,500. 

The National Association of 
Wholesalers, one of the sponsors of 
these bills, urges that all who would 
be affected by this legislation should 
write to their Congressman and two 
United States Senators. Tell them 
your problem and why you need a 
tax adjustment based on the reinvest- 
ment of earnings principle as pro- 
vided in the Ikard-Curtis-Sparkman 
bills. 

The NAW reports that high-level 
contacts with the new Administration 
have produced encouraging reactions 
to the reinvestment of earnings prin- 
ciple. Furthermore, the NAW states, 
the administration is planning to 
recommend to the Congress, some 
form of tax credit based on the rein- 
vestment earnings principle. 


reinvestment 


Thomas W. Clark 


Thomas Clark Named President 
Of Threadwell Tap & Die Co. 


Thomas W. Clark, Detroit industrial- 
ist, was named president and general 
manager of the Threadwell Tap & 
Die Co., subsidiary of Sheffield Corp. 

Mr. Clark joined Sheffield in 1955 
when his Detroit area gage and tool 
He had been 


assistant vice president of service 


plant was purchased. 


facilities plants since 1958. 

He had been a Threadwell vice 
president and member of the board 
for the past three years. He replaces 
Roy Heldenbrand who was promoted 
to vice president in charge of opera- 


tions at Sheffield Corp. 


Raybestos-Manhattan Acquires 
U. S. Rubber Grinding Wheels 


By agreement with U. S. Rubber Co., 
the Manhattan Rubber Division, Ray- 
bestos-Manhattan, Inc., acquired the 
abrasive and grinding wheel business 
of U. S. Rubber Co. 

In addition to its own line, Man- 
hattan’s abrasive wheel department 
will manufacture grinding 
wheels made with the same rubber 
and resin bond formulas and equip- 
ment as those formerly made by U. S. 


now 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





1961 BROADMOOR CONFERENCE STRESSES “TOGETHERNESS” 


More aggressive supplier-distributor teamwork and the need for scientific 
costs control were major topics stressed by speakers at the annual Broadmoor 
Conference of the Rocky Mountain Association of Distributors. 

Some 32 distributors representing 23 firms in the Rocky Mountain-South- 
west area attended the two-day event, held in Colorado Springs, along with 


144 representatives of 77 supplier firms. 


Lewis W. 


Grove, Mine & Smelter Supply Co., Denver, president of the 


Rocky Mountain Association of distributors, introduced the speakers, start- 
ing with Samual D. Conant, Jacobs Mfg. Co., president of the American 
Supply & Machinery Manufacturers Association. 


Conant called for more “together- 
ness” in distributor-supplier _rela- 
tions, to achieve maximum effective- 
ness at the point of sale. He urged 
distributors to stress the upgrading of 
their salesmen through better train- 
ing, motivation and adequate pay. 
Manufacturers, he said, should realize 
they are living in the past if they 
don’t help distributors control inven- 
tories as well as push sales. 

A. J. Glesener & 
Co., San Francisco, president of the 
Steel Service Center Institute, talked 


on “The Inventory Paradox.” He said 


Wayne Rising, 


the trend in U.S. industry is to pay 
much closer attention to scientific in- 
ventory control. 

Other John 5S. 
Tomajan, The Washburn Co.; John J. 
Sullivan, of Bosworth, Sullivan & Co.; 
Robert S. McCollum, University of 
Denver, and Arthur L. Baldwin, 
Arthur Baldwin & Co. 

Reports on business conditions 
were made by John E. McGrath, U. S. 
Steel Corp.; Glenn A. Jones, Arizona 
Hardware Co., Phoenix; U. J. Kuhre, 
Strevell Patterson Hardware Co., Salt 
Lake City, and Giles C. Henkle, 
Henkle & Joyce Hardware Co. 

Miles I. Stray, Charles A. Temple- 
ton, Inc., Waterbury, Conn., presi- 
dent of the National Industrial Dis- 
Association, and John C. 
Pye, Pye-Barker Supply Co., Atlanta, 
president of the SIDA were 


among the special guests. 


speakers were: 


tributors 


Ga.., 
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JANNEY INDUSTRIAL SUPPLY 


The Industrial Supply Division of 
Janney Semple Hill & Co., will be 
carried on by a new firm, to be called 
Janney Industrial Supply Co., Min- 
neapolis, Minn. 

The new firm will be managed by 
Larry Nyquist, former manager of 
the Janney Semple Hill Industrial 
Division. About 25 persons will be 
employed by the firm. These em- 
ployees have up to 35 years service 
with the former firm. 

Officers of the new firm are: John 
M. Shank, manufacturers’ representa- 
tive, chairman of the board; M. L. 
Scherer Bros. Lbr. Co., 


president; L. V. Nyquist, vice presi- 


Scherer, 


dent and general manager; A. W. 


Kootz, Dodson Fisher Co. and Gem 


Scherer 


Triple Supply Convention 
Set for May 22-25, 1961 


The 56th Annual Triple Industrial 
Supply Convention of NIDA, SIDA 
and ASMMA will be held May 22-23- 
24-25, 1961 at Convention Hall, At- 
lantic City, New Jersey. 

Joint headquarters for NIDA and 
SIDA will be the Shelburne and the 
Dennis Hotels. ASMMA headquarters 
will be at the Traymore Hotel. 


NEW MINNEAPOLIS FIRM 


Products, vice president; R. C. Hall- 


berg, treasurer and merchandise 
manager and E. M. Dexter, director, 
president, and treasurer of Tools & 
Abrasives, Inc., secretary. 

Directors of the new company are: 
Benton J. Case, chairman of the 
board of Janney Semple Hill & Co.; 
Horace P. Hill, 


Semple Hill; I. H. Pederson, Subur- 


also of Janney 
ban Plumbing Supply Co.; Lewis G. 
Kranick, Wisconsin Hydraulics, Inc.; 
Wm. P. Clark, Tools & Abrasives. 
Facilities have been secured at 400 
Blvd., The 


quarters were formerly occupied by 


Stinson Minneapolis. 


Goodyear Rubber Co. 
Tools & Abrasives, 


kee, have an interest in the new firm. 


Inc.. Milwau- 


L. V. Nyquist 





Clarkson Schedules Management Seminar 


Intensive five day course will feature authorities in management. 
Theme of the distributor conference to be “Planning For Profit” 


Clarkson College of Technology will 
hold its first Industrial Distribution 
Management Seminar, June 18-23, 
1961. The five-day course will study 
distributor functions and the role of 
planning for profit. 

The participants will study what 
the purchasing agent and the supplier 
expects of them as distributors. Then 
in the second phase of the seminar 
there will be an evaluation of the role 
of planning for profit. 

Dr. Dale Zand, professor of man- 
New 


will moderate the panel discussion on 


agement at York University, 
“What are the problems of meeting 
expectations of the purchasing agent 
and the manufacturer” and he will 
open second phase of seminar with 
topic, “Planning the Key to Profit- 
able Management and Control”. 
Dr. Wilkinson, 
ment will 
important areas, “Inventory Manage- 


George manage- 


consultant, review two 
ment and Control” and “Criteria for 
Evaluating and Appraising Perform- 
ance”, 

The other functions that will be 
explored, for reducing cost by 
planning, will be Sales Management 


These 


areas will be discussed in groups led 


and Financial Management. 


by the Clarkson College Faculty. 
The seminar will begin with a wel- 

coming address and orientation Sun- 

This will 


social hour and get-acquainted ses- 


day evening. include a 


sion. The welcome will be extended 
by Dr. William G. Van Note, presi- 
dent of Clarkson, and Dean Gordon 
Lindsey, summer program director. 

A master case written for this 
seminar, with data of the industrial 
distributor will be assembled via both 


desk 


will be used to provide integration of 


and field research. This case 
academic areas discussed. It provides 
a vehicle for the participants’ use in 
actually applying the techniques 
studied. 


In the area of Planning For Profit, 
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the following areas will be covered. 

1. Economic Role of the Dis- 
tributor—his function and what is 
expected of him. 

2. Organization the key to 
profitable management and control. 

3. Operations the criteria for 
evaluating performance. 

4. Finance financial planning 
and control. 

5. Sales 


training, compensation, market poten- 


management — analysis, 
tial, motivation, corporate image, and 
public and human relations. 

The graduation banquet will con- 
clude the week with the awarding of 
Certificates of Completion. Walter F. 
Crowder, editor and publisher of 
INDUSTRIAL DISTRIBUTION magazine 
will be the graduation speaker. 


Timken Appeal Coming Up 
On Ruling By FIC 


The Timken Roller Bearing Co. will 
appeal to a federal court on the 
Federal Trade Commission’s order 
banning the company from requiring 
its distributors to handle only Timken 
bearings. 

In issuing the order, the FTC for 
the second time, rejected a recom- 
mendation of the hearing examiner, 
William L. Pack, that charges be dis- 
missed. The Timken Co., is charged 
with violating Clayton Antitrust Act. 

Mr. Pack contended the evidence 
failed to establish that Timken had 
a policy of prohibiting its distrib- 
utors from handling competing prod- 
ucts in the replacement market. 

The FTC said documentary evi- 
dence from Timkens files showed the 
company has a consistent policy of 
requiring exclusive handling of Tim- 
ken bearings. 

The complaint against Timken was 
issued in 1956. After Mr. Pack first 
recommended dismissal in 1958, the 
commission, sent the case back to him 
for further proceedings. 


William R. McClure 


Cutting Tool Manufacturers 
Hold Annual Meeting 


The Cutting Tool Manufacturers’ As- 
sociation elected officers and directors 
at its annual meeting recently. 
William R. McClure, of Eclipse 
Counterbore Co., was elected presi- 
dent; Marlin R. Hemphill, Allegheny 
Ludlum Steel Corp., was elected vice 
Johnston, 
Star Cutter Co., re-elected treasurer. 
Four 


president and Glenn E. 
members were elected to 


board of directors for three year 
terms. They are: John J. Breen, 
R & D Tool Co.; Thomas Hollis, Jr., 
Brown & Sharpe Mfg. Co.; Sherman 
L. LaMeasure, DeVlieg Machine Co.; 
Kenyon Y. Taylor, Beloit Tool Corp. 
Martin J. Ewald was re-elected execu- 
tive secretary. 

At the meeting, E. W. 
vice president in charge of purchas- 


Andrews, 


ing, Allegheny Ludlum Steel Corp., 
spoke on “Purchasing As A Vital 
Part of Modern Business Manage- 
ment.” 

Mr. Andrews said that purchasing 
is one of the great unexplored areas 
of cost-reduction and _ profit-making 
for many business enterprises, par- 
ticularly smaller businesses. 

“What can the purchasing agent do 
in the face of these problems? Cost 
reduction is, of course, an old tune. 
Good, hard-nosed value analysis 
buying has yet to find a good sub- 
stitute. We must start looking at the 
buying job as one of maximizing 
total return on total investment, be- 
cause just getting a lower price is not 


good purchasing. Making a lower 


cost possible is creative purchasing.” 
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Purchasing Executives Report 
Business Continues Listless; 
Bottoming-Out Continue 


Business continues listless, according 
to the composite opinion of pur- 
chasing agents who compromise the 
Business Survey Committee, National 
Association of Purchasing Agents. 
The report states that curtailed 
auto production, the profit squeeze 
and the weather are cited as reasons 
for lack of zip in the economy. Few 
reporters see any real change before 
late Spring. However, the bottoming- 
out process noted in last month’s re- 
port continues, indicating that we 
may be in a U-turn to the better. 
New orders and production figures 
are bright spots in the report for 
February: 25% of those reporting 
show an increase in new orders, up 
17% in 29% re- 


port a decline, compared to 34% in 


from December ; 
January and December. 

tell of 
provement, up from 20° in January 
and only 15% in December. Those 
who say production has declined, 
have dropped from 33% to 29%. 


Purchasing executives continue to 


In production, 24% im- 


be very cautious in their buying 
policy, with only a few willing to 
lengthen forward commitments, close 
inventory control being the order of 
the day. Unemployment remains a 
major problem. However, a cautious 
wait-and-see optimism is mentioned 
in the general comments of many. 
About 48% of the reporters said 
they will maintain the same inventory 
ratios during 1961, as in 1960, and 
47% indicated their 
carry less stocks. 


intention to 


Inventory reduction continues at 
the rate noted in December, revers- 
ing the temporary 
ported in January: 36% report fur- 


slowdown re- 
ther reduction, compared to 31% 
last month; and only 13% report in- 
creases, compared to 18%. Report- 
ing no change—51%. 

Employment continues to be the 
dark cloud hovering over the econ- 
omy. The downward trend since 
March, 1960, continues this month, 
with rate greater than last month. 
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TWINING HEADS C.S.A. 


Nathan Twining, 
chairman of the joint chiefs 


retired 

of staff, 
the 
Central 
Supply Association, in Chicago, III. 


General 


will be the main speaker at 
April 5-7 meeting of the 

General Twining will cover the 
nation’s defense outlook during the 
early 1960's. He recently joined Holt, 
Reinhart & Winston, book publishers, 
as vice chairman. 

Joining with him on the C.S.A. plat- 
form will be three industry leaders: 

Herbert D. Bissell, vice president 
in charge of merchandising, Minne- 
apolis Honeywell Regulator Co. He is 


o 


Dayton Distributor Advisory Council 


5 


Holds Annual Meeting In Florida 


SPRING MEETING PROGRAM 


expected to discuss future trends in 
heating and air conditioning. 

Fred Spence, president, Walworth 
Co., will speak on the wholesalers 
relationships with the manufacturers 
of valves and fittings. 

Carl Finley, New Orleans con- 
tractor who is now president of 
NAPC. Mr. Finley will extend his 
association’s greeting to C.S.A. 

Mr. Bissell and General Twining 
will be the main speakers at the final 
convention session on Friday morn- 
ing. The convention will adjourn at 


noon, as usual. 


Council members discussed 1961 plans and the new sales managers training program. 


Members of the Dayton Industrial 
Distributors Advisory Council met in 
Ft. Lauderdale, Florida recently to 
draw up an outline of distribution 
plans for 1961 and for the presenta- 
tion of a sales training program. 
Council members were enthusiastic 


over the presentation of a new Day- 
Ac- 


ton seminar on sales technics. 
cording to Dayton, the program is 
designed to train distributor sales 
managers in how to train their men to 
sell products and services in today’s 
market. The outlined approach can 
be effectively used to sell virtually 
any industrial product or service, ac- 
cording to the firm. 

Members of the council are: B. L. 
Behring, Behring’s Bearing Service, 


Inc., Houston; J. Brazelton, Indus- 
trial Supplies, Inc., Birmingham; J. 
F. Donahue, Chandler & Farquhar 
Co., Inc., Boston; J. S. Kiloh, Power 
Transmission Equipment Co., South 
Gate, Calif.; H. C. Kostbade, Power 
Transmission Equipment Co., Chi- 
cago; J. D. Nations, Bearing & 
Drives, Ga.; G. F. 
Rothe, Nicholson Supply Co., 
Omaha; J. E. Shields, Shields Rubber 
Corp., Pittsburgh; E. L. Skinner, 
Mine Supply Co., Carlsbad, N. M.; 
R. B. Talbott, Fairmont Supply Co.; 
Fairmont, W. Va.; F. G. Titus, 
Northern Industrial Supply, Inc., 
Saginaw; J. K. Weiser, Minnesota 
Bearing Co., Minneapolis; K. E. 
Yorke, Hansen & Yorke Co., N. Y. C. 


Inc., Macon, 
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St Louis Industrial Distributors Elect New Officers for Coming Year 


Vew Officers and Trustees of Industrial Distributors of St. Louis are: front row, J. O. 


Dozier, vice president; B. Jas. Cahill, president, John A. 


Rittensbacher, 
Kenneth 


president and Lester 


McLean, Edwin P. 


Kraushaar, 


treasurer. 


Semmelmeyer, retiring 
Robert H. 


secretary. 


Standing are: trustees, 


Engel, William 


H. Curran, 


B. Jas. Cahill (left) newly elected president presents plaque to John A. Semmelmeyer, 


retiring president, in recognition of his outstanding work in the preceding year. 


At a recent meeting of the Industrial 
of Metro- 
politan St. Louis, new officers were 
Also the 


officers recommended a slate of 


Distributors Association 
elected for the coming year. 
new 
fundamental objectives, designed to 
form a basis for future program 
development. 

B. Jas. Cahill. president of Produc- 
tion Tool & Supply Co., was named 
president, to succeed John A. Sem- 
melmeyer, president of Semmelmeyer 
Rubber & Supply Co. 

Others named to officerships were: 
J. O. Dozier, president of Oberjuerge 
Rubber Distributing Co., vice presi- 
dent; Lester Rittensbacher, American 
Steel-lron Mfg. Co., treasurer; Wil- 
liam H. Curran, St. Louis Chamber 
of Commerce, secretary. 


The trustees to serve during 196] 


are: John A. Semmelmeyer, Carl T. 
Brewer, president of Brewer Machine 
& Gear Co.; Kenneth L. Engel, sales 
of Neiman 


Kraushaar, president of 


manager Bearings Co., 
Edwin P. 
Materials Handling Equipment Co. 
and Robert H. McLean, president, 
Essmueller Co. 

J. O. Dozier and Kenneth L. Engel 
spoke briefly on subjects affecting the 
distributor of today. The open dis- 
talks in- 


dicated that many individual prob- 


cussions following these 
lems could be resolved by the joint 
consideration of the St. Louis Associ- 
ation membership. 

Proposed educational, training and 
advertising programs were enthu- 
siastically received. The membership 
committee drew up plans for seeking 


new members. 


Southern Hardware Convention 
Scheduled For April 16-19, 1961 
In North Miami Beach, Florida 


The 1961 Southern Hardware Con- 
vention will be held April 16-19, 1961 
in Bal Harbour/Miami Beach. 

The convention will open with a 
presidents’ reception in the Amer- 
icana from 5:30 to 7:00 P. M. on 
Sunday April 16. Monday, Tuesday, 
and Wednesday mornings will be 
given over to business and speaker 
sessions. The Monday and Wednes- 
day morning sessions will be spon- 
Wholesale 


will be 


sored by the Southern 


Hardware Association and 
open to all members of the American 
Hardware Association. 

The Tuesday morning session will 
feature two speakers. One will be 
Mr. D. D. Wyatt, assistant director 
for program planning and coordina- 
of National 
Space Administration, whose subject 
will be “What's Ahead in Space.” 
Mr. Wyatt is one of the foremost 
authorities in this country on prob- 


tion Aeronautics and 


lems of the space age. His talk will 
report on the progress this country 
is making in space age problems. 

G. Herbert True, a member of the 
faculty of Notre Dame University, 
will be the second speaker at the 
Professor True will talk on 


Magic In Man.” 


Plans for the ladies will include a 


session. 


“Creative Ideas— 


luncheon at the Americana Hotel on 
Monday. Nila Magidoff, wife of the 
former NBC correspondent who was 
expelled from Moscow in 1948, for 
allegedly spying for the U.S., will be 
the featured speaker. 

The Old Guard dinner will be held 
on Monday evening at the Americana, 
beginning at 6:30 P. M. 

Because this is the first Hardware 
North 
Miami Beach, the program commit- 
tees of both 
schedule an 


Convention to be held in 
Associations decided to 
entertainment program 
on only one evening, Tuesday, in 
order to leave as much free time as 
possible for the delegates. 

Following the precedent established 
a year ago, the convention will ad- 


journ at noon on Wednesday. 
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Latch on to a star 


performer — NIX. 
DORFF CHAIN. 


Always in demand— 


requires no “prima 
donna” treatment — 
and it’s packaged for 
Profits in chain 
Packs, drums and 
MerCHAINdisers. 
Write for catalog, 
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KREIN 


<s \@, 
“SS i 











NEWS 
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H. M. Harper Co. Acquires 
Anti-Corrosive Metal Products 


The H. M. Harper Co. acquired 
Anti-Corrosive Metal Products Co., 
for an undisclosed amount. 

The newly acquired firm is in the 
same business as Harper, specializing 
in the manufacture of stainless steel 
industrial fasteners. 

H. M. Harper, president, said that 
Anti-Corrosive will add to Harper’s 
own volume in these items, as well as 
provide Harper Co. with a manufac- 
turing facility in the East. 

Anti-Corrosive, Castleton-On-Hud- 
son, New York, was founded 30 years 
ago. It has 70,000 sq. ft. of manu- 
facturing space and 115 employees. 

Earle A. Channer, vice president- 
sales at H. M. Harper, was elected 
president to replace Bernard T. Bren- 
nan, and H. M. Harper Jr., secretary 
at H. M. Harper, was elected vice 
president and assistant secretary. 

Mr. Harper added that Anti-Corro- 
sive should soon become an important 
source of business for Harper Co.’s 
Metals Division in its production of 
stainless steel wire and rods. 


REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
faster, no-play action are significant in a single 
work week ... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools .. . do better work with them. 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are better : . . with differences that lower 
labor costs for your customers and build good F. J. Taylor Art Pearson 
will for you. It pays to sell quality! | 


ASK YOUR DISTRIBUTOR Wiss Appoints Frank Taylor 
To Northern California Area 


Frank J. Taylor was transferred to 
Northern California, Utah, Colorado 
and Nevada for J. Wiss & Sons Co. 
Art Pearson will replace Mr. 
Taylor in the Pacific Northwest states 
of Washington, Oregon, Montana, 
REED MANUFACTURING COMPANY Wyoming, Idaho and British Colum- 
fe. ¢ Raa 2 2 Be Oe | Oa fae we bia. He previously traveled in In- 


diana and Illinois for Wiss. 
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Anderson Corp. Elects Arthur 
President & Chief Executive 


William C. Arthur, Jr., was elected 
president and chief executive officer 
and Edmund E. St. 
elected treasurer of Anderson Corp. 

Mr. Arthur Brent R. 


Anderson who resigned as president 


George was 
succeeds 


to devote his time to other interests. 
However, he will remain with the 
firm as chairman of the board of 
directors and as a consultant. 

Mr. Arthur was vice president and 
treasurer of the firm at the time of 
his promotion. He joined the firm in 
1956 as vice president and assistant 
works manager. He had been assist- 
ant to the treasurer at Norton Co. 
when he joined the firm. 

Mr. St. George was controller at 
the time of his promotion to treas- 
urer. He joined Anderson Corp. in 
1956 as controller-office manager. 

Mr. Anderson had succeeded his 
father, the late George H. Anderson, 
as president in 1956. He joined the 
company in 1953 as sales manager 
and was elected vice president in 
1954. 


engineer with Carborundum in the 


Prior to that he was a sales 


Chicago division. 
1928, 
manufacturer of power-driven wire 


Founded in the firm is a 
wheel brushes, hard scratch brushes 
and rotary hole-cutting saws, all used 
in metal fabricating. 


MHI Eastern States Show Scheduled 
For Philadelphia, May 9-11 
The 
Eastern States Show and _ technical 
conferences will be held in Phila- 
delphia’s Trade & Convention Center 
May 9 through 11, 1961. 

According to Robert B. McKee, 


general conference chairman, there 


Material Handling Institute 


will be two separate conferences on 
Tuesday and Thursday, May 9 and 
11, and three separate educational 
sessions on Wednesday, May 10. 
The Show is sponsored and pro- 
duced by The Material Handling In- 
stitute, Inc., and endorsed by AMS 
and the Material Handling Equip- 
ment Distributors’ Association. 


continued on page 146 


April 1961 





Rribaif 


65R-TC 
RATCHET THREADER 


with new True-Centering 
Workholder 


qt 


NT | 
AY 


Gives Better Threads Faster 4 Ways! 


Here’s Why: 

One set of dies threads 1”, 144’, 
144" and 2” pipe and conduit... 
no dies to change. « Fast-to-set, 
True-Centering Workholder 


centers dies for true threads 
every time « Easy adjustment 
for accurate “‘drip” threads « It’s 
jam-proof. . . automatic kick-out 
—prevents jamming. 


RIGID 65-RC with Cam-Type Workholder Also Available. 


World-wide popularity assures steady sales of 
FRIGAID 65R Threaders. Be sure to keep one on display! 





HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-lb. sizes Vg” 


ra 








ee 


to 2”. 








GASKETLESS 
CUP-ORIFICE 
UNIONS 


Choice of stainless 
or carbon steel cup- 
type plate. 3000- 
Ib. service. 











(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


| apie only, 


(FULL STAINLESS & » 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends, 
3000-lb. and 8000-]b. 

















\ service. ) 


Write for Catalog 60 


Showing the Complete Catawissa 
line of Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 


Catawissa, Penna. 








West Coast 


starts on page 58 


causing small-order 


fill out 


purchasers to 


invoice forms. Also, give 
special discounts to small customers 
who place cumulative orders. 

* Paperwork automation or cen- 
didn’t 


believe a distributor doing less than 


tralization. Vance said he 


$25 million volume should install 
automatic data processing equipment. 
For smaller operations, he suggested 
the possibility of running accounting 
and inventory data through outside 
“computer centers” at a job rate. 

bd Vore merchandising emphasis. 
to sell. 


they ought to develop buyers who are 


Since distributors buy only 
“merchandising specialists.” Today's 
distributor purchasing agent possibly 
should spend time in the field, learn- 
ing from his firm’s customers what is 
actually needed. 

¢ More 


lives. 


technically-minded execu- 
Vance predicted that distrib- 
utors will have to turn toward engi- 
neering for top management recruits, 
and will have to pay competitive engi- 
neering salaries. 

Vance warned that all this would 
call for new capital and sooner o1 
later many distributors will have to 
go to public financing. This means 
that they will have to pay more atten- 
tion to their earnings-to-capitalization 
ratio, if they hope to compete in 
securities markets with firms that are 
erowth 


represented by the current 


stocks. 











“I think he’s left over from yesterday.” 





Jacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 


most accurate 
chucks to 


AMERICAN MACHINIST 

MACHINERY 

TOOL and MANUFACTURING ENGINEER 
TOOLING and PRODUCTION 
PRODUCTION 

MILL & FACTORY 

CANADIAN MACHINERY 

WESTERN MACHINERY & STEEL WORLD 
PURCHASING 

IRON AGE 

BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 
MACHINE & TOOL BLUE BOOK 
METLFAX 


PLUS ... continuous support for our distrib- 
utors through— 


* New Products 
* Helpful Advertising 


* Smart Promotional Material 


You can depend upon Jacobs to help 
you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND 
GRIP... 


When you buy new tools 
or rebuild old ones 


START UP FRONT 

* Precisely the point where the tool does its work. 

* Precisely the point where profits are made and lost. 

* Precisely the point where the accuracy and grip of Jacobs 
Chucks reduce tool breakage, downtime and rejects. 


This is precisely the point, start up front with Jacobs. 
The Albrecht Chuck is the world’s finest heavy duty keyless 
drill chuck. It is ideal for use on high speed, sensitive drilling 
machines, for close tolerance work on milling machines or 
jig borers. 
¢ All working parts ground and hardened ¢ Every piece interchangeable 

¢ Hand locking, self tightening 
® Minimum runout, exacting accuracy ® No springs...no key 


INDUSTRIAL TEAMWORK 


Your industrial supply distributor knows your business. He is 
always ready to fill your needs quickly and economically. When 
you need chucks you can depend on this industrial team— 
Jacobs and your Jacobs industrial supply distributor. 


Sacobs 


CHUCKS 


THE JACOBS MANUFACTURING COMPANY, 
WEST HARTFORD, CONNECTICUT 
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EVANS 
WHITE 
WARES 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


ELT 


J 
CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans ‘‘extra”’ today, 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good wilil. Available 
in individual gift 

package 


Send for illustrated 
folder #5807. 


RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 





Answers 
starts on page 61 


gather this information, sit down and 
analyze the account, and from simi- 
lar situations with other accounts, 
solution. Jim 
shouldn’t make this decision by him- 
self, 


“Of course the distributor should 


come up with a 


analyze his own financial situation 
to determine if he himself can stay 
on sound financial ground by going 
along with this company as he has 
with other delinquent accounts. 


“At Least, Get $3,000” 


“Assuming that Jim was getting a 
fair share of the business, that New 
Idea’s other outstanding debts were 
not completely out of reason, and my 
own company’s financial standing 
would not be jeopardized, I would 
recommend that we accept the $3,000 
payable in three months and let them 
have any reasonable tool require- 
ments on open account. If the $3,000 
had not been paid in three months, 
then I would recommend they be put 
on a cash basis until their account 
had been cleared. 

“Past experience has shown this 
account to be reliable and the fact 
that they are trying to expand shows 
ressiveness. 

All too often we are inclined to 
look at an account strictly from what 


agg 
age 
‘“ 


we can get today with no thought of 
their financial problems in getting 
started on their future potential. 

“Many small companies grow into 
leaders in their field with large pur- 
chasing power and sound financial 
standing. 

“Jim’s and his boss Tom’s help 
now in solving New Idea’s financial 
problem will put them in a more 
favorable position as the company 
grows and its purchasing power in- 


creases.” 


Whose Job Is It? 

Credit managers are interested in 
sales and L. A. Skinner, credit 
manager, McLaughlin Industrial Dis- 
tributors, Inc., Los Angeles, ques- 
tions management’s wisdom in pro- 
posing that a salesman pass on a 
credit problem. He found the case 


interesting and commented: 

“In view of the debtor’s slow pay 
history in retiring purchases from 
Superior ($3,500 to $4,000 annu- 
ally) the account should not have 
been permitted to pyramid to the 
$7,500 on an open and unsecured 
basis without reflecting a substantial 
equity under the new ownership. 

“The increased sales in a machine 
shop means more high-priced ma- 
chinery, and employees. A company 
that is under-capitalized and attempts 
to expand at the expense of creditors, 
certainly adds to overall problems. 
Some companies succeed, others fail, 
credit problems seem always to arise 
from the account which does a large 
volume and, in doing so, uses all 
sources of financing available and, 
upon receiving payment from com- 
pleted jobs, find it necessary to omit 
payments to suppliers. This is be- 
cause the account uses the money to 
finance new work so necessary to 
stay in business. Those which suc- 
ceed, usually set a maximum on new 
work. This is done by analyzing ac- 
counts payable and other current lia- 
bilities. They then program work in 
process and accept new work up to 
the maximum. By doing this, they 
can retire current liabilities from 
completed jobs instead of pouring 
money into new work over and 
above the maximum. 

“If I were Jim Beaver, I would 
not make a recommendation. It is 
not the function of the Sales De- 
partment to commit credit policy of 
circum- 


management. In _ certain 


stances, yes, depending upon the 
ability of the salesman. Not Jim 
Beaver. He was asked to do some- 
thing he himself admitted he did not 
want to do. He is a salesman, not 
a credit manager. Jim knew it was 
not his responsibility to act in the 
capacity of financial advisor with- 
out having been trained to fulfill this 
function. 

“It is my opinion a salesman’s 
interest as far as credit goes, should 
be confined to not overselling an ac- 
count. High pressure selling to a 
weak account creates a bad situation 
when the customer finds he cannot 


pay. This happens when the Credit 


continued 
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Department lets the customer pyra- 
mid. A salesman is in a better posi- 
tion than the Credit Department to 
ascertain the operations of his cus- 
tomer’s business. He could strengthen 
his position with the marginal cus- 
tomer by offering good sound advise 
in the merchandising field. . . . And 


so on, and on, and on. . .” 


How the case turned out 


starts on page 64 


On his next call, Powell accompanied 
Gregg back into the shop, ostensibly 
to discuss the hack saw blades with 
George. Initially, George’s reaction 
to the visitors was cautious and re- 
served, although he did seem in- 
terested in the hack saw blades and 
even suggested to the P.A. that 
“maybe we should get some”. 

When Powell finally broached the 
subject of the drills, however—stat- 
ing that he thought perhaps he could 
supply a more appropriate drill for 
that particular operation if he knew 
more about what was involved in it 

George again became extremely 
reserved and stated that he “didn’t 
have time to talk about those things” 
and that, besides, he was “satisfied 
with the ones we are using”. 

On subsequent calls, Powell noted 
a reluctance on Gregg’s part to let 
him call back in the shop, and he 
hasn't yet sold the drills. 














“I wouldn’t know when he’s in a good 
mood—I’ve only been calling on him for 
two years.” 
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FROM THE HOT HAMMERS AT 


BONNEY 


THE WORLD'S FINEST 








FORGED 
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Bill Condon, Assistant Manager of Hose Sales, explains intricacies of hose manufacturing process before Globe Rubber salesmen. 


How To 


SEND-OFF “THE NEW LINE” 


When one New England specialist took on a new line, all-out 


effort ensued. 


With supplier cooperation, three hard, full 


days of product training “accomplished purpose in spades.” 


“Now, more than ever, service is the 
most important feature that the dis- 
tributor can offer to industry. A serv- 
ice-minded organization will survive 
the future; those interested only in 
rders will find the going rough.” 
This is the way in which Raymond 
Globe 


Quincy, Mass., 


Congdon, sales director of 
Works, Inc °9 
specialist, describes the future of the 
industrial “And,” 
David W. Knowles, president, “to this 


attribute 


Rubber 


distributor. adds 


philosophy of service we 
our success.” 

In line with Globe’s emphasis on 
service, this 70-year-old New England 
distributor recently added the United 
States Rubber line of 


mechanical rubber goods, completely 


Company 


rounding out its “one-stop service’ to 
customers for industrial rubber goods 
needs. 

In order to ac quaint the sales force 
with all aspects of this new major 
line, the Globe management decided 


to stage a three-day general sales 


meeting during which the salesmen 
would have the opportunity of gain- 


ing a thorough introduction to the 


supplier and its services and an 
orientation in the various product 
lines. UL. S. Rubber was pleased to 
cooperate, and, in fact. held a “bob- 
tail” version of the proposed meeting 


in advance for the benefit, approval, 





se 


°* wae 


~ 


y 4 


of Globe officers, directors. 

With the theme “Globe Rubber and 
. 5. Rubber teaming up for sales un- 
Knowles 


started the meeting off promptly at 


limited,” Globe president 


8:30 a.m. the first day. Familiarizing 
Globe personnel with the overall pic- 
ture of U.S. Rubber was Doug Smith, 
Marketing Manager of the Mechan- 
ical Goods Division, followed by O. S. 


True, Boston district sales manager. 


bi 


Enjoying a light moment during coffee break are, from left, Ed Dadson, U. S. Rubber, 
Globe President Dave Knowles and Sales Director Ray Congdon. Attendance totaled 25. 
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who described local services available 
and introduced U. S. personnel. At 
the same session, Congdon outlined 
the sales program for the next year 
and gave details of a new sales con- 
test with the fur piece awards ranging 
from detachable fur collars to full- 
length mutation mink coats for sales- 
men’s wives. 

Then two full days of intensified, 
thorough-going product training ses- 
sions followed. Speaking anywhere 
from one to four hours, product man- 
agers and their assistants brought to 
Globe management and sales _per- 
sonnel detailed technical knowledge 
as well as effective and practical sell- 
ing methods on the major lines that 
Globe will be handling: conveyor 
belts, mats and matting, cutting 
boards, hose. fendering and molded 
goods, packings and expansion joints. 

Helping the product managers put 
their talks across were extensive 
visual training aids including change- 
able display panels, color films, and 
cut-away product samples. In addi- 
tion, training kits on each line and 
full technical literature in bound 
.olumes were given to all Globe 
salesmen. 

The talks by product managers are 
normally divided into four major 
parts: products (manufacturing proc- 
esses, specifications and_ technical 
information); markets (uses, major 
types of consumers and areas of 
heavy consumption) ; selling aids and 
methods (selling points and argu- 
ments, countering competition, ex- 
amination and use of selling kits and 
literature, including working out 
sample problems) ; and question and 
answer periods. 

The final session and one of the 
most instructive and successful, ac- 
cording to Globe management, was 
devoted to the promotion and adver- 
tising support which the supplier is 
prepared to give its distributors. 
H. E. Dadson, Advertising and Sales 
Promotion Manager, Mechanical 
Goods Division, and his assistant, 
J. T. Hiller, outlined corporate and 
divisional advertising and sales pro- 
motion activities, including direct 
mail, trade shows and exhibits and 
other aids. Dadson and Hiller are 
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Please send my copy of the NEW Hanson-Whitney TAP SELECTOR 
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THE HANSON-WHITNEY COMPANY 


74 Bartholomew Avenue 
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SPEED REDUCERS 
Wide range of worm gear vertical 
and horizontal speed reducers. 
Single and double reduction 
ratios 5:1 to 3264:1 for 
1/30 to over ll h.p 
input 


STOCK GEARS 


Complete line of stock gears: Spur 


Gears and Pinions. Miter, Bevel 
and Worm Gears. Custom 
Gears 


<®@ 


SPROCKETS AND CHAINS 
Cut cast iron and steel stock 
and custom sprockets. 
light or heavy 
duty 


FLEXIBLE COUPLINGS 


5 types—nearly 100 sizes—ir 
iron or aluminum. For 
drives up to 500 h.p 
at 100 rpm 





also in charge of the program of sales 
meetings for distributors. 

The three-day meeting was an un- 
qualified success. “For three days,” 
comments Sales Director Congdon, 
“we soaked up product knowledge 
and product applications enabling 
our men to be better salesmen, 
through a broader ability to council 
our customers. In such a short, in- 
tensified period, our men became 
inspired to return to the field and 
merchandise our products with deter- 
mination and confidence.” 

“When other companies are com- 
plaining of a lack of sales,”’ continues 
Dave Knowles, “our records indicate 
that 1961 may be a record year for 
sales volume. The spirit and morale 
of our men are the highest ever. The 
purpose of the entire meeting was ac- 
complished in spades.” 
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M. E. Miller 


George Worthington Co. Names 
M. E. Miller Assistant Manager 


M. E. Miller was appointed assistant 
manager, industrial division, The 
George Worthington Co. 

Affiliated with Worthington since 
1937, Mr. Miller was formerly man- 
ager of industrial purchases. His ex- 
perience also include service in the 
firm’s order, catalog and sales divi- 
sion. 

In his new post he will continue to 
supervise industrial purchasing in 
addition to his responsibilities as as- 
sistant division manager. 


Thomas P. Pike 


Thomas Pike Appointed President 
Of Republic Supply Of California 


Thomas P. Pike, who was appointed 
chairman of the board of directors in 
December, was appointed president 
of The Republic Supply Co. of Cali- 
fornia to succeed John J. Pike. 

Thomas Pike joined Republic in 
1931 as a warehouseman, later he 
became a salesman and sales man- 
ager. 

He is a director for Hewlett 
Packard Co., National Engineering 
Science Co., Casualty Insurance Co.. 
and Lincoln Savings & Loan Assn. 


NWSA Convention Will Feature 
Contact Booth Program 


The National Welding Supply Asso- 
ciation will hold a Contact Booth 
Program in conjunction with the 17th 
Annual Convention at the Hotel Com- 
modore, New York City, May 8-10. 

The Contact Booth Program, re- 
stricted to members only, will be held 
on Tuesday afternoon, May 9th. Al- 
location of booths will be done by an 
impartial drawing. 


Welsco Appoints Tom Lea 
Operating Manager 


Tom Lea was appointed operating 
manager of Welsco Co., Fort Worth. 
According to the firm, the appoint- 
ment marks the latest step in its 
planned expansion program. Welsco 
specializes in the engineering and 
distribution of power transmission 
and conveying equipment. 
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Hardware Merchants’ Association Honors W. W. French of Moore-Handley 


« aeal, ' 


Edward K. Tryon, III, president of Edw. K. Tryon Co., chairman of the Jury of Award, 
Hardware Merchants’ & Manufacturers’ Association, presents the Award of Merit for 
1961 to W.W. French, Jr., president of Moore-Handley Hardware Co., Inc., Birming- 
ham, Ala., at the 75th Annual Banquet of the association in Philadelphia, Pennsylvania. 


At the 75th annual banquet of the 
Hardware Merchants’ & Manufactur- 


ers’ Association, the Jury of Award, 
consisting of Edward K. Tryon, III, 


Mr. Distributor: 
Sell the 


Wm. Geo. Steltz, Jr., and Hoyt C. 
Pease, presented W. W. French, Jr., 
with the gold medal and scroll. The 
award is made annually to an out- 


standing individual connected with 
the industry, who by his activities has 
reflected credit upon American busi- 
ness. 

Mr. French joined Moore-Handley 
in 1922, and has worked in nearly 
every department since. He was ap- 
pointed president in 1947. 

John R. Griffith, president of 
Shields & Brother, Philadelphia, acted 
as toastmaster. Following the pre- 
sentation of the award, Mr. Griffith 
introduced the main speaker, Arnold 
A. Brown, marketing manager for the 
Colad Co. of Buffalo, N. Y. 

Officers elected for the coming 
year are: John R. Griffith, president; 
Theodore W. Hissey, Eagle Lock 
Corp., vice president; and Thomas 
A. Fernley, Jr., secretary-treasurer. 

Directors of the association are 
Edward K. Tryon, III, Edward K. 
Tryon Co.; Ray P. Farrington, Potts- 
Farrington Co., D. Rumsey Plumb, 
Fayette R. Plumb, Inc.; and Fred C. 
Thies, Frank W. Winne & Son, Inc.; 
Wm. Geo. Steltz, Jr., Supplee-Biddle- 
Steltz Co. and Edward T. McGlynn, 
True Temper Corp. 


@ GUARANTEED TOP-QUALITY 


@ PROFITABLE REPEAT BUSINESS 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 


SPRAYON PRODUCTS, IN‘ 
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BY CRANE 


Charles J. Brown 


Brown Is Executive Vice President 
Of J&L Stainless Strip Division 


Charles J. Brown was named to the 
new position of executive vice presi- 
dent of the Stainless Strip Division, 
Jones & Laughlin Steel Corp. 

Mr. Brown joined Freeport Sulphur 
in 1955 as an administrative assist- 
ant. In 1957 he was appointed sales 
manager of Freeport Nickel Co., a 
wholly-owned subsidiary, and in 1959 


was elected a vice president. 


John S. Ray, Jr. 


Duff-Norton Appoints Ray 
As Sales Representative 


John S. Ray, Jr., was appointed sales 
representative in southern Illinois, 
Missouri and Kansas for Duff-Norton 
Co., of Pittsburgh. 

Mr. Ray was formerly with the 
Central Foundry Division, General 
Motors Corp. Prior to that he was 
with Eli Lilly & Co. and J. C. Penney. 
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CRANE BALL VALVES 


designed with the exclusive features ball valve users want 
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There’s a beautiful simplicity in these new- 
est ball valves — Crane-designed to give 
sure, safe, versatile service to your cus- 
tomers. Ball valve sales are skyrocketing, 
and Crane's Ball Valve is engineered to 
win resounding acceptance in the widest 
range of flow control applications. Featur- 
ing an exclusive drop-down, tapered car- 
tridge design and fewer parts, they assure 
industrial users of long life and fast, easy, 
“on line” cleaning and servicing with mini- 
mum downtime. 


Crane Ball Valves meet the specifications 
of every industry. They close bottle-tight, 
from — 40 to 400 F; from vacuum to 800 
psi. For chemical plants, there's the added 
benefit of corrosion-resistant plating on 
all steel parts. For the pulp and paper 
industries, there’s a big advantage in the 
self-cleaning seats, and refineries will wel- 
come the-news that these Ball Valves are 
designed to handle hydrocarbons and aro- 
matics to the maximum rated temperature 
of 400 F. 


Every ball valve user will appreciate 
Crane’s competitive prices, prompt de- 
liveries and range of sizes and materials — 
%” to 2”, screwed ends, in bronze, steel 
and Type 316 stainless. An illustrated 
folder detailing all the fast-selling fea- 
tures of the outstanding, new Crane Ball 
Valve is available now. 


| cE TEBE 
@ CRANE 


CRANE CO. Industrial Products Group 
4100 South Kedzie Ave., Chicago 32, Ill. 


In Canada, Crane Ltd., 1170 Beaver Hall 
Square, Montreal 


Valves/Electronic Controls/Piping/Plumbing/ 
Heating/Air Conditioning 
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ADD THIS EXPERIENCED SALESMAN TO YOUR STAFF 
without adding one cent to your payroll 


MR. WRENCH reaches your 
customers through regular trade advertising that: 


1. Builds brand preference for Williams quality 
wrenches, tools and stock forgings. 


2. Exposes the complete Williams Line 
more often to more people. 


_ ww 
THAT'S WHY ALS SST.Y.. be oy. e sh eee ee, Fe 


TO PROFITABLE DISTRIBUTOR SALES 


STRENGTH « DESIGN « ECONOMY 

















WILLIAMS WILLIAMS 


OPEN-END and BOX INDUSTRIAL BLACK 


SUPERRENCHES® WRENCHES 


Specially selected alloy steel widheaads hesvy Here Je she some high quel design, and 
industrial use. Thin heads combine maximum Wrenches with the following industrial fea- 
strength with greatest clearance. Precision sll tures. New, rust-resistant black oxide finish, 
broached openings are designed for full bear- F - chemically applied, lowers cost . . . will not 
ing on all series nuts and bolts. Slim handles chip or wear off. Hi h lustre head and face 
and smooth contours provide safe, balanced polishing are omitted to lower average cost. 
sri. Drop forged, heatereated and chrome These economy featre are important where wrench replace 
‘ | plated. Available from your Williams Dis- heat-treated. See your Williams Distributor. 
z 


uy, tributor individually, or in sets. - 
» 33 PATTERNS—554 STYLES >< 
_ 4 “ ; 
29 SUES OVER 650 CEES + OPENINGS FROM 3/16” TO 7-5/8” a Le <2 


OPENINGS FROM 3/16” TO 3-1/8" 
J. H.WILLIAMS aco. od. 1. WE LIAO SOS. 


DIVISION OF UNITED-QREEWFIELD CORPORATION 401 VULCAN ST., BUFFALO 7, N.Y. 


WILLIAMS 


401 VULCAN ST., BUFFALO 7, N.Y. <w> 
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Monarch Corp. Holds Open House To Celebrate New Quarters in San Leandro 


President Lawrence Burmester and Treasurer E. J. Dunlap greet guests at open house. 


Monarch Corp., San Leandro, Calif. 
recently held an evening-long open 
house reception for 250 customers 
and guests. The occasion was the 
10,200 sq. ft. 


warehouse and office, headquarters 


opening of the new 


for Monarch, in San Leandro. 
Monarch, a distributor of electric 


dling gear, and industrial rubber 
products, set up a display which in- 
cluded most of the 20 lines handled 
by the California firm. 

With the expanded inventory and 
more space, Monarch expects to in- 
crease its sales force in 1961, though 
not its sales territory. The firm main- 


MHI Reschedules Course 
On Distribution Warehousing 


The Material Handling Equipment 
Distributors’ Association, National 
Material Handling Center, resched- 
uled its January “Materials Handling 
In the Distribution Warehouse” 
course to the week of April 3-7, 
1961. 

Brochures describing the course 
and registration information are 
available on request. 

The National Material Handling 
Centers offers a series of five-day 
courses which begin in April and end 
in October. These courses deal with 
material handling problems in such 
industries as metal finishing, brew- 
ing, foodcanning and processing, 
paper, department store, aircraft, 
metal, and milk processing. 

For further information regarding 
course outlines, lectures, registration, 
etc. contact: Mr. Harry Freeman, 
Director, National Material Handling 


Center; 61 Narragansett Ave., New- 
port, Rhode Island. 


motors, mechanical power transmis- tains a small branch warehouse in 


sion equipment, bulk materials han- Santa Clara, Calif. 





A WIDE RANGE OF STOCK SIZES DEPENDABLE FOR EVERYDAY USE 





WILLIAMS 


MISCELLANEOUS 


HAND TOOLS 


Over 550 Williams Hand Tools are 

available . . . Screwdrivers, Pliers, Ham- 

mers, Punches, Chisels, Pullers, Chain 

Wrenches, Tube Cutters, Flaring Tools 
- +. + tO mention only a few. All 
are made for heavy-duty, long- 
lasting performance. Whatever 
the job at hand, you can do it 
quickly, easily and safely with 
Williams Hand Tools. 


CALL YOUR WILLIAMS DISTRIBUTOR 
HE CAN GIVE IMMEDIATE SERVICE 


J.H.WILLIAMS aco. 


OlVISION OF UNITED-GREENFIELD CORPORATION 


401 VULCAN 5T., BUFFALO 7, N.Y. 


WILLIAMS 


DROP-FORGED 


Before you consider specials, or make your 
own, ask your Williams Industrial Distribu- 
tor to show you the broad line of Williams 
Rod Ends. They are drop-forged from mild 
steel which welds easily. Many sizes are 
centered for fast drilling. Shank diameters from %¢” 
to 14”... lengths from 14%” to 24”. Head diameters 
from %” to 254.4”... thicknesses from 4" to 114”. 


SAVE WITH STOCK ROD ENDS 
36 SIZES TO CHOOSE FROM 


WILLIAMS 


J.H.WILLIAMS aco. 


401 VULCAN ST., BUFFALO 7, N.Y. 
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A MESSAGE TO AMERICAN 


INDUSTRY + ONE OF A SERIES 


By our method of reporting unemployment... 





We’re Giving The 
United States A Black Eye 
That Is Not Deserved 


The way in which our unemployment is 
reported is giving the United States an un- 
deserved black eye around the world. The 
broad concept of unemployment we use 
exaggerates the amount of unemployment 
in the United States as compared to most 
other countries. Our reporting system also 
falls short of presenting a balanced picture 
by concentrating on people who are idle, 
while neglecting jobs that are idle because 
people cannot be found to fill them. This 
editorial explains these defects and suggests 
improvements. 

‘Fhe Monthly Bulletin of Statistics, issued by 
the Statistical Office of the United Nations, has 
become a standard reference for international 
comparisons of economic performance, includ- 
ing employment and unemployment. Here, from 
the November, 1960 issue, is part of a table giv- 
ing comparative figures on the rate of unem- 
ployment for the United States and a group of 


European countries: 
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UNEMPLOYMENT RATE 


Annual Jan.-June 
Average Average 
1959 1960 





West Germany ......... 2.4% 1.0% 
Netherlands 1.8 1.4 

. a 1.8 
United Kingdom .... 23 1.9 
United States ... a. ee ae 6.1 





A Distorted Picture 

If taken at face value the table clearly says 
that the United States is doing far worse in pro- 
viding jobs for its citizens than the other coun- 
tries whose unemployment records are listed. 

But the figures are deceptive. They are 
made so, in part, by our government’s use of a 
much broader concept of what constitutes unem- 
ployment than is used by most other countries. 

Sweden provides a clear case in point. The 
table indicates that during 1959 Sweden had an 
unemployment rate of 2.07, while the rate in the 
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United States was 5.57%. But a report from Swe- 
den, published in the U.S. Department of La- 
bor’s Labor Developments Abroad, indicates 
that if they had used the same methods of calcu- 
lating unemployment as we, the reported jobless 
rate in Sweden would have almost doubled. Thus 
a large portion of the gap between the unemploy- 
ment rate in the United States and the unemploy- 
ment rate in Sweden would have been eliminated. 


Graduation To Unemployment 

In general, countries listed in the table use 
registrations at public employment agencies as 
the basis for calculating their unemployment. 
Our Department of Labor, in making its sam- 
pling of unemployment, includes unregistered 
young people who are waiting for jobs or train- 
ing opportunities as well as housewives who are 
looking for jobs in a general sort of way but who 
have not registered anywhere in search of them. 

It used to be that graduation from college was 
regarded as a day for great celebration and re- 
joicing. But, because of the way the Labor De- 
partment does its counting of unemployment, 
it is now a day of sorrow. For unless our young 
people immediately rush off to jobs, they grad- 
uate into unemployment and swell our jobless 
figures. 

While our government very expansively 
counts all the unemployed, there is no off- 
setting report on the number of jobs that 
are unfilled because no one qualified can 
be found to fill them. Currently there are 
many jobs in this category, and it is to be ex- 
pected that there will be more as the technologi- 
cal revolution picks up momentum. 

A properly balanced report on unemployment 
would include a record both of people who are 
idle, as conceived on some standard interna- 
tional basis, and jobs that are idle. A combina- 
tion of the two sets of data would provide a much 
better indication of the economic health of a na- 
tion than unemployment alone. 

The United Kingdom regularly collects fig- 
ures on unfilled jobs as well as the number of 


unemployed. Thus it is not an impossible task to 
collect information on idle jobs. For a fast 
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moving economy, such as ours, the collec- 
tion of statistics on unfilled jobs presents 
special difficulties. But this information is 
so important that Congress should see that 
it is added to our employment and unem- 
ployment records. 


A National Disservice 

There is not the slightest inclination here to 
minimize the amount of unemployment in the 
United States at any time, or the crucial im- 
portance of doing everything possible to keep it 
at rock bottom. If the reporting of unemploy- 
ment were simply for domestic consumption, it 
would be possible to make an appealing case for 
using a very broad conception of it. This is one 
way of underlining the importance of the 
problem. 

But when, as is the case, international com- 
parisons of unemployment are treated as key 
gauges of the effectiveness of different econo- 
mies, we do ourselves an important national dis- 
service by using an exceptionally commodious 
concept of unemployment. American travelers 
abroad can testify that they are continuously 
being called upon to explain why the United 
States does such a relatively poor job in pro- 
viding employment for its people. This is an un- 
wise and unfair burden to impose upon the 
nation. We make enough mistakes of eco- 
nomic commission and omission without 
issuing reports that distort our economic 
performance to our own discredit abroad. 





This message was prepared by my staff asso- 
ciates as part of our company-wide effort to re- 
port on major new developments in American 
business and industry. Permission is freely ex- 
tended to newspapers, groups or individuals to 
quote or reprint all or part of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY 














HARRIS FLOATS 


Dependable Service 
and 
Top Quality 


on Copper 
and 
Stainless 
Steel 

Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, Hil. 
Established 1884 


William Sivyer 


Chain Belt Promotes Sivyer, Weil; 
Divides Industrial Section 


William Sivyer was appointed vice 
president of engineered equipment 
group and Harold M. Weil manager 
of the conveyor and process equip- 
ment division of Chain Belt Co. 
According to O. W. Carpenter, 
president, the promotions permit di- 
vision of the firm’s former industria) 
section into an engineered equipment 
group and component products 


group. 


Harold M. Weil 


The division of the section was 
necessitated by its substantial growth 
in recent years, Carpenter said. He 
also reported that E. M. Rhodes, vice 
president, continues to be responsible 
for the firm’s component products 
group. 

In his new post, Sivyer will have 
executive responsibility for the con- 
veyor and process equipment division 
and the carrier division. 

He joined the firm as a sales engi- 
neer in 1945, in Philadelphia. In 
1947 he was named manager of that 


7 


Give me that rundown 


on UNBRAKO Socket 
Head Cap Screws again 
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office. He moved to Milwaukee in 
1956 as central regional sames man- 
ager and in 1959 he was appointed 
manager of the conveyor and process 
equipment division. 

Weil succeeds Sivyer and moves to 
Milwaukee from Philadelphia, where 
he was serving as manager since 
1956, and recently as eastern regional 


manager. 


Detroit Bail Bearing Moves 
Toledo Office & Warehouse 


Detroit Ball Bearing Co., of Ohio, 
moved its Toledo office and ware- 
house to a new building at 122 South 
St. Clair Street. This move gives the 
firm additional floor and warehous- 
ing space and large parking facilities. 

The firm opened its Toledo ware- 
house and office in 1939 and in 1940 
moved to larger quarters at 325 Tenth 
St., which they have just left. 

R. E. Augustus is manager of the 
local office. DBB has 14 branch ware- 
houses in this territory. 


K. R. Lucas 


Marlow Appoints K. R. Lucas 
Manager Of Inside Sales 


K. R. Lucas was appointed manager 
of inside sales for Marlow Pumps, 
Division of Bell & Gossett Co. 

Mr. Lucas joined Marlow six years 
ago and was assigned to the cost sec- 
tion. Later he entered sales estimat- 
ing and assisted in inside sales 
activities He has also had experience 


in handling pump inquiries. 


The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.1. to meet your specifica- 
tions on any equipment. 


@ Pressure 

@ Vacuvom 

@ Compound @ Hydraulic 

@ Altitude @ Special Purpose 

@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 

let Marshalltown answer your gauge 
problems . . . write for information 
and prices. 
MARSHALLTOWN MANUFACTURING, INC. 


"A Subsidiary of the Electric Autolite Company 


MARSHALLTOWN, IOWA 


OK... 


There’s regular 
UNBRAKO pHd* in 
alloy or stainless, 

and then the K Series: 
K 16, a high fatigue 

specials replacement... 

and KS 812, a stainless 
screw certified for 
125,000 psi tensile 


*proper Head design (1960 series—stondard 
on all UNBRAKO socket cop screws, 
os is SPS Hi-Life thread) 
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Another Reason Why 


is the 


‘BIG PROFIT LINE’ 


A GREAT 
DOOR OPENER 


Everybody Needs Pack- 
ings. Distributors find 
that the Belmont Line— 
because of its complete- 
ness including plastics, 
mechanical seals and 
spiral wound gaskets— 
gains them entrance to 
many tough customers 
and makes friends 
through the broader 


service it offers. 


IF IT’S IN 
THE PACKING LINE 
BELMONT 


HAS IT 


BELMONT 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa. 





A. J. Rosalina 
> . 


G. F. Pryor 


J. Demshar, Jr. 


J. H. Chapple 


George Worthington Co. Elects Five Directors and Two Vice Presidents 


The George Worthington Co., Cleve- 
land, elected five new members to the 
board of directors and two new vice 
presidents recently. 

The new directors are E. R. Hen- 
nen, A. J. Rosalina, William G. Fritz, 
George F. Pryor and Joseph Dem- 
shar, Jr. Mr. Demshar and J. H. 
Chapple were elected vice presidents. 

Mr. Hennen is manager of hard- 
ware purchasing. Mr. Rosalina is in 
charge of tool buying. Mr. Demshar 
and Mr. Fritz serve as sales manager 
and assistant sales manager respec- 
tively of the Worthington dealer divi- 


sion. Mr. Chapple is in charge of 
operations, including all warehousing. 

George F. Pryor is a vice president 
of Cleveland Trust Co. 

The election increases membership 
of the board from 10 to 12. Retiring 
members are P. H. Deming, chair- 
man, who served Worthington 55 
years, and A. C. Maecker, vice presi- 
dent, a 48-year veteran. 

Board members relected are N. F. 
Luekens, president; J. J. Bohning, 
J. W. Vickers, Frank Simons, A. W. 
Fullerton, Paul A. Schefft and J. H. 
Chapple. 


Besly-Welles Corp. Opens New Branch Office & 





Mprieryity 
Gehadelgtaeute 
bislabstudedstss 
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dt 
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HH 
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Besly-W elles Corp opened a new combination branch office and warehouse at 1150 East 
9 Mile Road, Detroit. The facility is near the center of Detroit’s industrial area. 
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Grinding Wheel Institute Sees 
Future Growth For Its Industry 


At the fourth Mid-Winter 


conference of the Grinding Wheei 


annual 


Institute in Buffalo, it was disclosed 
that there are several new develop- 
ments in grinding practice, occurring 
in the industry, that indicate a 
wider use and growth of grinding 
wheels as an efficient production tool, 
according to the Institute. 

Among these trends are: 

1. The trend to higher operating 
speeds in both precision and auto- 
billet 
under properly controlled conditions. 


2. The ability of the 


grinding wheels and grinding ma- 


matic grinding operations 


modern 


chines to produce ever closer toler- 
ances and finishes. 

3. The capabilities of the grinding 
wheel to work many materials that 
cannot be worked by other means, 
including the new exotic materials. 

4. The 


dressing techniques in crush dress 


improvements in crush 
grinding on certain classes of preci- 
sion and form grinding. 


5. The 


standards of grinding action to im- 


development of closer 
prove the use of grinding wheels on 


automated production lines under 


numerical control or taped programs. 


Armstrong Bros. Names Kiesgen 
Sales Representative 


Carl A. Kiesgen, Jr. was appointed 
sales representatives for Armstrong 
Bros. Tool Co. 

Mr. Kiesgen will cover all of lowe: 
Michigan and Windsor, Ontario. His 
headquarters will be in Detroit. 


Carl A. 
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AT 


filed automa 


at 


can now be 


SAWS 


tically 


y, "with the New MODEL 200 _ 


FOLEY 
Automatic 





The new model 200 Foley Automatic Saw Filer is the FIRST and 
ONLY machine which will file the so-called “combination” (rip and 
crosscut) circular saws; also crosscut circular saws, band saws, all types 
of hand saws. 

The exclusive Foley principle of polation the saw as it is filed, keeps 
teeth uniform in size, shape and s — eeps circular saws perfectly 
round, usually doubles saw life. Foley filed saws increase sawing pro- 
duction 25% to 40%; they cut faster, run cooler, stay sharp longer. 

THE FOLEY SAW FILER Practically Sells itself on our 30-DAY TRIAL OFFER 
You may find many hidden prospects for the Foley Saw Filer, for in an 
plant where a number of saws are used, the Foley quickly pays for itself. 
Our 30-Day Trial Offer is open through you to any well rated company, 
and your customers will thank you to be informed about it. Write today 
for full details and literature. 


FOLEY MFG. CO. 3363 wc. stH stTREET © MINNEAPOLIS 18, MINN. 
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INCORPORATED 
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INDUSTRIAL 


BRUSHES «»> BROOMS 


ALWAYS IN 
DEMAND ... 


The long wearing qualities of CAP- 
ITAL Brushes and Brooms are well 
known by the majority of plant man- 
agers. They always specify CAPITAL 
when additional maintenance equip- 
ment is needed. Our distributors strive 
to have a good stock of CAPITAL In- 
dustrial Brushes and Brooms on hand 
to meet any demand. It pays them 
well too. 

» We urge users to buy thru their local 
distributor 





INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND 
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Can You Sell bi 


INDUSTRY'S ™ 
LIGHTEST 
SMALLEST 
STRONGEST 
MOST COMPLETE 


Flexible Gear Coupling li 


that’s why we're always 





R. Rhodes T. Davenport 


Worthington Appoints Rhodes 
Manager of Pump Sales 


Robert R. Rhodes was appointed 
manager of sales, Standard Pump 
Division, Worthington Corp. In addi- 
tion, Theodore Davenport was ap- 
pointed manager of planning. 

Mr. Rhodes succeeds Lewis M. 
Evans who became Eastern regional 
resale sales manager, marketing divi- 
sion. Rhodes joined Worthington in 
1943. In 1955 he was appointed 
assistant sales manager of the Stand- 
ard Pump Division. He held this post 
until this new promotion. 

Mr. Davenport is responsible for 
the development and acquisition of 
new products for the Standard Pump 
Division. He was formerly chemical 


consultant. 


Arch Warden Elected To 
Executive Committee Of STI 


Arch Warden, president of Xcelite, 
Inc., became a member of the execu- 
tive committee of Service Tools In- 
stitute as a result of elections recently 
held in New York City. He will serve 
a two year term. 

Service Tools Institute is a national 
trade association of hand tool manu- 
facturers. 


Metal Goods Appoints Nichols 
Texas Sales Representative 


Nick A. Nichols was appointed spe- 
cial sales representative for steel in 
Texas by Metal Goods Corp., St. 
Louis, Missouri. 

Mr. Nichols has been a general line 
salesman in the Dallas district of 
Metal Goods, responsible for servic- 
ing the needs of steel users in the 
entire State of Texas. 
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Pop Rivet Appoints Three 
As District Representatives 


Carlyle Abbott, Thomas R. Freeman, 
Ned B. Turner were appointed dis- 
trict representatives for Pop Rivet 
Division, United Shoe Machinery 
Corp. 

Mr. Abbott, formerly a manufac- 
turer’s agent in Michigan, will cover 
a part of Ohio and Michigan. His 
headquarters will be in the firm’s 
office in Detroit, Michigan. 

Mr. Freeman will cover Colorado, 
Kansas, Missouri, Montana, Ne- 
braska, North & South Dakota, and 
parts of Kentucky, Tennessee and 
Illinois. He will have headquarters 
in Kansas City. Freeman was form- 
erly with Remington Arms Co. 





Satety, Dependability, Economy are yours 


Star’s multi-purpose Barricade Warning 
Lights have been specifically designed to 
provide the user with an economical, de- 
pendable and safe unit. 

Note these facts. The switch is inside 
the case, making it tamper-proof. Batter- 
ies can be one or two 6 volt, lantern type, 
the service life being more than 2,000 
hours with two batteries. By means of 
Photocell, Star Barricade Warning Lights 
are automatically turned off during day- 
light hours. 

The case, 544” wide x 2%” deep x 5” 
high, is of heavy drawn steel, electro-zinc 
coated and painted. Operating tempera- 
ture range is minus 20° F to 135° F. The 
flashing unit is a transistorized circuit. 
There are seven models from which to 
choose. 

Model 805 has a special lens with the 


with STAR'S BARRICADE WARNING LIGHTS 


MODEL 805 
SPECIFICATIONS 


Flashing Rate ... 60 per minute 
Flash Duration .. 1/10 second 


\%” band of reflecting area around the 
periphery of the lens. This area reflects 
light from the automobile headlight giv- 
ing the driver a fixed reference point to 
the flashing light. For complete informa- 
tion on all Star Barricade Warning 
Lights, write for catalog 61-8. 


Two 5%,” OD 
Reflecting type; Yellow, Red 
and Blue available 
Approx. Beam Candiepower .. 9 
Net Wet., less batteries 21% Ibs. 
Net Wet., with batteries 514 Ibs. 
Overall height 


Mr. Turner, formerly with Omar 
Construtcion Co. in Texas, will cover 
Askansas, New Mexico, Oklahoma, 
Texas and part of Louisiana, with 
headquarters in Dallas, Texas. 
STAR HEADLIGHT & LANTERN CO. 


INCORPORATED 1889 
ELECTRONICS DIVISION «168 WEST MAIN ST.*¢ HONEOYVE FALLS, N. Y. 








ECONOMY “OSCAR” BLIND RIVETS 
JOIN THE WELL-KNOWN OLYMPIC 
i FAMILY OF FASTENERS! 


SCAR?! blind rivets save you fastener and labor dollars 
replacing screws, solid rivets — all other blind rivets. 


OFFER THESE ADVANTAGES: 


* Low installed cost. 

* Almost all existing blind rivet tools install “OSCAR” rivets. 

* New, inexpensive Olympic “Oscargun” or Olympic’s full line of 
fast, efficient power tools install ““OSCARS"' with maximum speed. 

* Oscar rivets have serrated stems for easier pulling, more uniform 
clinch and upset and positive gun grip. 

* Break type stem is made to break clean, head of stem remains 
tightly in rivet body to seal against dirt and water. 

* Oscar’s precision manufacture assures uniform clinch and uni- 
form upset. This permits easy riveting of materials formerly un- 
suited for riveting. 

* Manufactured in aluminum alloys and mild steel. 

* Popular head styles available. 

* Also available Olympic’s revolutionary ‘‘Hit’’ and ‘‘Driv-tite’’ 
rivets — the blind drive pin rivets securely installed by a 
hammer biow. 


Billy V. Kerns 


Link-Belt Appoints Kerns 
Manager of Distributor Sales 


Billy V. Kerns was appointed man- 
ager of distributor sales for ball and 
roller bearings by Link-Belt Co., ac- 
cording to Arthur E. Maha, sales 
manager of the firm’s bearing plant 





Automatically adjusts 
for variable thickness 


Positive clinch — 
maximum sheet pull-together 





in Indianapolis, Indiana. 





Mr. Kerns joined the firm as a 
ales : ; 945 , Write now for complete details. 
sales trainee in 1945. He served for pote —o mn iii. 
eight years in the Milwaukee and 


Detroit area before returning to Bear- Olympic Screw & Rivet Corporation 


ing Plant in 1955 as a regional sales 





manager. 
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CASH IN .. 


King Buyer's Acceptance 
of KENNEDY KITS 


Distributors like to sell the Kennedy 
Kit line because of Kennedy's wide 
customer acceptance. 


And no selling asset is more important 
than buyer acceptance. It gives Ken- 
nedy distributors the selling edge in 
every industry, in every plant... pro- 
viding above average turnover . . . pay- 
ing off in more profits for you, 


Kennedy's top quality, heavy-duty tool 
boxes, tool chests and roller cabinets 
combine to make a complete line. 
Many models and combinations, 
backed by aggressive national adver- 
tising and selling aids, assure Kennedy 
distributors ready sales and profits. 
Write or phone today for complete de- 


tails on the Kennedy line. 





Kenned 


High Quality Tool and Tackle Boxes 


Pioneers in the manufacture of tool boxes, tool 
chests and roller cabinets, 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM24 
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Walter R. Saunders 


Saunders Appointed To Midwest 
By Yale Material Handling Division 


Walter R. Saunders was appointed 
north midwest regional manager for 
Yale Materials Handling Division, 
Yale & Towne Mfg. Co. His territory 
is bounded on the south by Missouri 
and Kansas and on the north by 
Canada. 

Mr. Saunders, who will have head- 
quarters in Prospect Heights, IIL, 
entered the industrial truck field in 
1944 with Yale in Chicago. Later he 
formed his own company and then 
re-entered the field as a district man- 
ager for another firm. He returned to 


Yale as a regional manager. 


Root Neal Promotes Robinson 
To Sales Manager 


Leslie L. Robinson was promoted to 
sales manager by Root Neal & Co., 
Buffalo, New York. 

Mr. Robinson, a 5-year employee, 
has headed the power transmission 
department of the firm for the past 
20 years. He succeeds Harold M. 
Pritchard, who retired after 51 years 
of service with the Buffalo firm. 


Stanley Appoints O'Donnell 
Sale Representative In Canada 


John W. 
sales representative for The Stanley 
Tool Co. of Canada, Ltd. 

A native of Manchester, England, 
Mr. O'Donnell had been western 
representative for O. Hoppe Ltd. Co. 
since 1959. Prior to that he was with 
Canadian Fairbanks-Morse Co. 


O'Donnell was appointed 





Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems, 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC 


9331 BERENICE 
SCHILLER PARK, ILLINOIS 
(In the Metropolitan Chicago Area) 














“Frankly, Chief, Since 
We Started Using 
PALMETTO PACKINGS — 
I'm Bored!” 
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PACKING IS IMPORTANT 3,6 


*—to your customers .. . and to you, the 
Palmetto Distributor. Popular Palmetto 
helps you create profitable repeat busi- 
ness at low selling cost! 
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Woodbury Holds Annual Sales Meeting: Tours Bethlehem Steel in Seattle 


Sid Woodbury (center) presents the original “Woodbury Wheel” to Dr. Leonard Sch- 
nitzer (right), president and Glen Ede, vice president, general manager of Woodbury. 


Bethlehem Steel’s Seattle mill played 
host to the sales staff of Woodbury & 
Co., Portland, Oregon, when the dis- 
tributor’s sales staff spent a day 
studying the mill. 

The tour was part of Woodbury’s 
three-day annual sales meeting. 

Glen Ede, Woodbury general man- 
ager, led the thirty members of his 
firm through a tour of the electric 
furnaces, rolling milling operation 
and nut and bolt division of Bethle- 
hem. Leon S. Kuhn, Oregon district 
sales manager of Bethlehem, and 
members of his staff accompanied the 


North Carolina 


- es 


Power Transmission Specialist Completes New Building 


Woodbury part on the tour. 

A high point of the annual sales 
meeting was presentation of the orig- 
inal “Woodbury Wheel” to Dr. 
Leonard Schnitzer, president of the 
firm. Presentation was by Sid Wood- 
bury, founder of the firm, who im- 
ported the wheel from Hong Kong in 
1926. 

The wooden wheel became the 
trademark of the young firm of 
Woodbury & Wheeler, later to be- 
come Woodbury & Co., and is still 
used in all Woodbury advertising, 
letterheads, checks and catalogs. 


a 


utor specializing in 


Master 


PADLOCKS 


for industrial 
protection! 


FREE BROCHURE 


ter pediocks most widely 
vsed for industrial a; 
plications. Write today. 


Master Padlocks 


mission supplies and cutting tools, has moved to its new warehouse and office building 
at 2100 Sutton Avenue. H. C. Ernst, General Manager, says the location of the new 
12,000-sq-ft. edifice was carefully chosen to provide easy accessibility. 


Master lock Company. Milwaukee 45, Wis. 
World's Largest Padlock Manufacturers 
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ALVA ALLEN 


HEAVY DUTY 
PUNCH PRESSES 


POWERFUL - DEPENDABLE 
ECONOMICAL 
FULLY GUARANTEED 
MODERATE IN PRICE 


Nationally Inquiries from our 
advertised national advertising 
in leading are supplied to our 

trade industrial supply 
publications dealers. Lawrence R. Doty 


Write or call today for details on handling the 

nationally known line of ALLEN Punch Presses. Schrader Names L. R. Doty 
Hundreds of different Assistant Sales Manager 
Model Combinations 
1 to 25 ton Capacities 





Lawrence R. Doty was appointed as- 
sistant industrial sales manager for 
A. Schrader’s Son, a division of Sco- 
vill Mfg. Co., Inc. 

Mr. Doty, who joined Schrader six 
years ago, was most recently indus- 
trial sales promotion manager. He 
‘. has also been Southeastern field en- 

ETWT ETC TEE | incer for the firm, 

q Clinton, Missouri Tel. TUrner 5-3331 Prior to that he held sales and 
managerial posts with Electriglas 





Corp.. General Steel Products, and 
Otarion, Ine. 


MASTER 


FLAMELESS | ='S Thor Power Tool Co. Buys Control 
BLOW TORCH Of Italian Air Tool Manufacturer 


QUICK HEAT a Thor Power Tool Co. has bought sole 
° F J control of FIAP, Fabbrica Italiana 
up to 1 ,000 Mes Apparecchi Pneumatici, located in 


For applications requiring quick concentrated m6 
heat blast up to 1000° F, without flame. Soften, - — Turin, Italy. 
form, mold and patch plastics, etc. Temperature 2 . “x = ’ . 
varied by air intake adjustment. | atonge Vv : vm Neil C. Hurley, Jt. board chair- 
AC-DC motor. 2 or 3 wire plug 8 ft. heavy duty : . 
cord. Intermittent duty. Other models available man and president of Thor, declined 


with lower temp. ranges. Most of the big names ae . = ‘ 7) 
in industry use MASTER HEAT BLOWERS in laboro- to disclose the price paid until stock- 


tories or in production. = : sIe 
Saedieh 12750-~010 val holders were informed of the details, 
although finances involved were re- 


ported to be in excess of $1,000,000. 
AIR HEATER BLOWER With sole control of FIAP, Thor 


For quick electrically heated cir up : also acquired a substantial minority 
to 750° F. For accelerating drying 5 b 
rg or for localized heating . i i ‘s i 
STO Seek” AL veda 2000 Fea in a Spanish firm called FIAP Espan 
110-230 V. AC only. 2 or 3 wire plug ola. Barcelona, Spain. 
8 ft. heavy duty cord. Continuous 
duty. 2” die. x 3” long discharge 


300° F. 


730° F. Atlas Appoints Ray Moon 


Weite totiny---age. 69-B Atlas Valve Co. appointed Ray Moon 


as a sales representative in Louisiana 
Waster APPLIANCE CORP., RACINE, WISCONSIN and Mississippi. Mr. Moon is a resi- 
dent of Baton Rouge. 
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Yale & Towne Appoints O'Donnell 
Director Of Marketing Services 
Robert M. O'Donnell was appointed 


to the new corporate staff position of 
director of marketing services of 
Yale & Towne Mfg. Co. His new 
duties are in addition to his present 
position as corporate secretary. 

Mr. O'Donnell will direct and ad- 
minister the corporate services avail- 
able to the operating divisions and 
corporate offices in the field of mar- 
keting, including advertising, market 
planning and research, and sales co- 
ordination. 

Mr. O'Donnell joined the firm in 
1958 as a marketing specialist after 
having supervised Yale & Towne’s 
advertising as a vice president and 
account executive of Erwin, Wasey, 


Ruthrauff & Ryan, Inc. 


T. B. Woods Appoints Tondreau; 
Hamilton Transferred to Tulsa 
Robert J. Tondreau joined T. B. 


Wood’s Sons as field sales engineer 
in the Pittsburgh territory. 

Mr. Tondreau was formerly with 
Boston Pulley & Shafting Co. 

David C. Hamilton, formerly field 
sales engineer at Houston, was trans- 
ferred to the same post at Tulsa, 
Oklahoma. The Tulsa territory in- 
cludes Oklahoma, Kansas, Arkansas, 
the Texas Panhandle and southern 
Missouri. 

He was formerly with Dayton 
Rubber Co., as Dallas manager. 


R. J. Tondreau D. C. Hamilton 


Miniature Precision Elects Gow 
Ralph F. Gow, president of Norton 


Co., was elected a director of Minia- 
ture Precision Bearings, Inc. Mr. 
Gow is also a direetor of several 
Norton foreign plants. 
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We Want Distributors!! 


THE CAN-IN-HAND Containing 
SAND-BANUM 
REPRESENTS MONEY IN YOUR POCKET 
By the Sale of our Non-Seasonal, 
Constantly Repeating Products. 





Guaranteed Harmless 
to Personnel and Equipment 


EVERY INDUSTRY & INSTITUTION A PROSPECT 


They have the appeal of Safety and Simplicity. Easy to Sell — 
Easy to use + a Superior Record of Proven Performance. 


Preparations for Removal and Prevention of Scale, Rust and Corrosion in Boilers, Hot 
Water Systems, Circulating Systems, etc. Sell the complete line or whichever products 
best fits your activities. 


Let us heor from you. We will supply complete details. 


AMERICAN SAND-BANUM COMPANY, Inc. 
MERRICK, NEW YORK 
“Sand-Banum Products Since 1926” 


WATER TREATING CHEMICALS + RUST PREVENTIVE COATINGS 
DIESEL AND FUEL OlL TREATMENTS 


Agencies in Principal Cities 














NOW make big O.E.M. sales 
with 
Darco 


SPROCKETS 


You Can Offer... 


a full line of sprockets for A.S.A. 
35, 40, 41 & 50 chains . 


made by Dayton Rogers pre- 
cision process that assures 


quality... 
at prices that will let you com- 
pete with factory prices even 
to large O.E.M users . . . 
plus special sprockets, holes, hub 
types, etc. 


Write TODAY for 


complete details in- D AYTON R OGERS 


cluding prices and c Manutwusac Vict rg Compane 
protected territory . : 7 


MINNEAPOLIS 7P, MINNESOTA 











FIRST CHOICE OF 
INDUSTRIAL BUYERS 


Since 1892 Morgan Vises have been 
preferred by Industrial Buyers the world 
over. This preference means more profit- 
able sales, and easier too, for Morgan 
distributors. Morgan’s engineering and 
production facilities have always been 
devoted exclusively to the manufacture 
of the best vises that can be produced. 


\ MACHINISTS’ 
Satid Jaw Stationary Base 


SHEET METAL 


MACHINISTS’ 


Solid Jaw Swivel Base HINGED PIPE 


UTILITY BENCH 
COMBINATION PIPE 


MORGAN VISE CO. 
108-112 N. Jefferson St. 
Chicago 6, Illinois 


New Order Index Of Industrial Supplies & Machinery Remains The Same 
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The index of new orders placed by distributors with their suppliers remained steady 
at 176 in January, according to the American Supply & Machinery Manufacturers’ 
Association. The index, sliding since last year, remained the same as in December. 


Marwedel Sets Up Equipment Display For Actual Operation By Customers 


; # 


The Marwedel Division, Garrett Corp., San Francisco, opened a new display room 
for shop machinery recently. The equipment is set up for actual operation by custo- 
mers. George McClaskey and Elmer Berryman, Marwedel machinery and power tool 
specialists, discuss the advantages the new set up will have for Marwedel customers. 


DOLLAR VS. STAMPS 


A Chicago food chain developed a 


Screw & Bolt Elects 
Berkman President 
Louis Berkman, chairman of the 


board of Screw & Bolt Corp. of 
America, has also been elected presi- 


plan to compete with trading stamps, 
according to Electrical Merchandis- 
ing Week, McGraw-Hill publication. 
dent. He succeeds Donn D. Green- Customers are given a card, which 
shields, who retired. is punched with every purchase. 


At the same time, Allen H. Berk- When the card is filled, the food store 





man, attorney, Alvin G. Keller, vice 
president, Mellon National Bank & 
Trust Co., and Charles B. Lanman, 
Ohio Nut & Washer Co., were elected 
directors of the Pittsburgh firm. 


opens a $10 savings account in a 
local bank. According to the chain 
owner, the average customer should 
be able to bank between $50 and 
$150 annually through this plan. 
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A s+ own Oo 
Material Handling equipment orders in 
December registered 110.00, a hike of 
11 points over November. Sales for 1960 
however showed ua total drop of 7% com- 
pared to bookings for 1959. 





INDUSTRIAL FASTENER INDEX 


The industrial fastener index of ship- 
ments for January 1961 is 75. Janu- 
ary shipments reflect depressed 
activity in the automotive industry 
and the adverse effect of a severe 
winter on the construction industry, 
says the Industrial Fastener Institute. 


Allis-Chalmers Appoints York 
Head of Industry Coordination 


M. M. York was appointed director 
of industry coordination for the 
Industries Group of Allis-Chalmers 
Mig. Co. 

In his new post, Mr. York will be 
responsible for continuing the de- 
velopment of industry contacts and 
promotion to accomplish a_ better 
understanding of company capabili- 
ties and industry needs. 

Mr. York, who was previously 
manager of marketing for the Indus- 
trial Equipment Division, first joined 
the company in 1939. In 1950 he was 
appointed Boston district manager, 
and New England manager in 1951. 
In 1954 he was promoted to manager 
of the Industries Group’s North Cen- 
tral region. He remained in that 
capacity until 1960. 


Indiana Cap Appoints Sales Head 


Charles R. Buning was appointed 
sales manager of the Indiana Cap & 
Set Screw Co., by Howard S. Lang- 
don, president of the firm. 
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DEALER SS: there's a world of new profits PiidiiisN 
— with KRUEGER All-Purpose Nee sss® 
Steel Bench S TOOLS 


Every plant, shop, office and school is a 
prospect with these easy-to-sell features 


Standard or Adjustable models — 
there’s no problem selling Krueger 
bench stools once you demonstrate 
their structural features, plus the ad- 
justable leg and backrest models which 
permit employes to position seating for 
maximum individual comfort and re- 
sulting efficiency. Sturdily constructed 
of seam-welded steel tubing, firmly 
braced for solid rigidity. Self leveling 
feet assure firm floor contact. Large 
comfortable seats. 


L WOBBLE-FREE, LIFE-LONG 
STRUCTURAL FEATURES: — 


© 18-gauge %” o.d. tubular steel 
legs. 

© Strong, tubular ring cross-brace 
and foot rest 

® Large, round or square steel seat 
with recessed Masonite panel. 
Also, ultra-strong Fiberglass one- 
piece seat/backrest. 

© Fully curled safety edges on seat 
and backrest. 


COMPLETE LINE of 17 models — Also, versotile ‘‘low boy’’ 
filing stool. Write for catolog and decler information, today! 
METAL PRODUCTS ©GREEN BAY*® WISCONSIN 























Wheeling COUPLINGS 


for the ‘Right Connections’ 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 
Service because . . . your orders are 
shipped the same day we receive 
them. Quality because ... Wheeling 
“X-L” Pipe Couplings are 
quality-controlled and precision 
engineered to A.I.S.I., A.P.L, 

A.A.R., or other specifications 

in diameters %"’ to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 


WHEELING MACHINE PropucTs Co, 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 





WE Chicago Bolt, Nut & Screw Group 
pa aienens Elects Flickinger Vice President 
WANT Wur/ Edward J. Flickinger was elected vice 


HOIST-PULLER president of the Chicago Bolt, Nut 


DISTRIBUTORS! >. Soon Aaeedaion, 


Mr. Flickinger, a specialist in mar- 
idee 


a y keting and general administration, is 
‘ assistant to the president of the 


os al Indiana Cap & Set Screw Co., Frank- 

lin Park, Illinois. 
VOLUME SALES IN EVERY INDUSTRY The Association is composed of 
officers and executives of manufac- 


The Genuinely Portable YOU CAN’T BEAT THESE turers and distributors of industrial 


Tool That Gives ONE MAN s si 0 chicago 
The Strength of FIFTEEN SELLING FEATURES fasteners in and around Chicago. 


Quality construction in- % * 1+ 1% TON MODELS 
cludes aircraft cable, plated Tested Up To 1% + 1% + 2% Tons! 


steel frame, stressed parts : ! 
manganese bronze. Tested Lifts Up to 18 Ft.! 


to 50% overload. Accesso- 
ries for specialized uses. 


SELLS 
FOR $23 TO $35” 





Weighs Only 62 to 7% Ibs.! 
Notch-at-a-Time Control 


Factory Guaranteed! 


Dayco Opens New Warehouse 
At Linden, New Jersey 


A new regional sales office and ware- 
house was established at Linden, 


MAIL TODAY — ; 
N. J., by Dayton Industrial Products 


| The AMERICAN Gage & Mfg. Co, ‘Name Co., Division of Dayco Corp. 
j= ee ty 1, Ohie Company The new facility, located at 3401 
Tremley Point Road, will include the 








| Address. 





Send us the profitable, Power- 
Pull Distributorship story. 











EXTERNAL SNAP RING PLIERS 10 
RAISE PRODUCTION LINE EFFICIENCY 


Adjustable jaw stop permits setup to 
easily handle one ring size over and over 
Adjustable handle stop prevents overex- 
pansion of rings 

Sturdy tempered steel construction assures 
thousands of flexings without loss of precision 
Interchangeable tool steel points have reverse 
taper shanks to grip rings surely and firmly 
Popular size point sets come with tool—.039, 
.047, .074 in.—15°, 45° and 90° angles 
for easy insertion 

Point sizes .020, .060, .070 in. also available 


One more solution to a problem job in 
industry by K-D Tools—the nation’s 
largest maker of quality specialty tools 
for professional auto repair and main- 
tenance. Watch for K-D’s solution to 
your problem! 








K-D MANUFACTURING COMPANY 


Lancaster, Pa. 

















DIPCO operation formerly located at 
Hillside, N. J. Ellis Earich was ap- 
pointed manager of the facility, 
which is headquarters for the firm’s 
operations in a 12-state area and the 
District of Columbia. 

In addition to the New England 
states, the operation will serve New 
York, New Jersey, Delaware, Mary- 
land, Virginia and eastern Penn- 
sylvania. 


Firth Sterling Promotes Two 
In Pittsburgh Territory 


Kenneth E. McKown was promoted 
to district manager and Philip L. 


Zanello was named carbide division 
sales engineer for the Pittsburgh 
office of Firth Sterling Inc. 

Mr. McKown succeeds the late 
Norman E. Donnelly. Mr. McKown 
joined the firm 18 years ago and has 
served in production and sales ca- 
pacities. Prior to this appointment, 
he was sales representative in Buffalo. 

Mr. Zanello will cover the Buffalo- 
Rochester areas of New York. Prior 
to joining Firth Sterling he served in 
sales capacities in the same area for 


ten years. 
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Edward Goldade 


John Loughrey 


z 


Daniel Six 


Western Bearings Promotes Goldade, Loughrey, Six, To Management Posts 


Edward Goldade was promoted to 
branch manager, Boise operation, 
John Loughrey was appointed pur- 
chasing agent and Daniel Six was 
named sales coordinator of Western 
Bearings, Inc., Boise, Idaho. 

Mr. Goldade has been with the 
company since 1953. He started as 
inventory clerk and later he became 
a counter-salesman. From this post 
he advanced to purchasing agent, 
then sales representative in charge of 
special accounts and general purchas- 
ing agent for the three operations. 


Poe Hardware & Supply Co. Receives Award From Faultless Caster Corp. 


ae ia 


Mr. Loughrey came to Western in 
1957. He held positions as head 
counterman and assistant purchasing 
agent. In his new post he will be 
responsible for all Boise branch pur- 
chases. 

Mr. Six, with the firm since 1949, 
held various positions leading to that 
of sales representative. He will now 
work with Fred Mann, sales manager, 
in coordinating cataloguing and ad- 
vertising for all three branches 
located in Boise, Twin Falls and 
Pocatello, Idaho. 


7 SS eT Pr 


As part of its honor award program for outstanding performance, Faultless Caster 
Corp. awarded a bronze plaque to Poe Hardware & Supply Co. commemorating 
25 years association with Faultless. Shown at the presentation are: (I to r) George L. 
McLeod and John R. Stallings, Faultless; Crawford Poe, president; J. H. Hood. 


Huck Appoints Representative 


D&O Engineering Co., Inc., Wichita, 
Kansas was appointed manufacturer’s 
representative by A. W. Ackerman, 


manager of the Special Products 
Division, Huck Mfg. Co. 
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Hills-McCanna Names Representative 


Richard P. Smith was named sales 
representative, St. Louis, Mo., office, 
Hills-McCanna Co. Prior to joining 
the firm, Mr. Smith was with Mon- 
santo Chemical Co. 





Buy Quality 
For TRUE Economy 

fouIsvitte 
Aluminum Ladders 


Famous “BOSS” RUNG- 
TO-RAIL Construction — 
the strongest rung joint 
ever devised. 
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Lightweight alumi- 
num gives super 
strength with 
handling ease that 
saves many man- 


Exclusive Safety 
OVAL-LOK Rung- 
To-Rail Construc- 
tion for 
rigidity. 


~~ 


) 
—, 
— 
ma 
As 4 
» 


= 


Also . . . finest 
ALL-STEEL ROLL- 
ING PLATFORMS 
with welded con- 
struction and fool- 
proof Safety lock. as 


WRITE FOR DE- Y 


SCRIPTIVE CATA- 
LOG on complete 
line of ladders; 
scaffolds and 


stages. 
OUISVILLE 





A. E. Borden Enters Complete 
Pneumatic & Hydraulic Field 


A. E. Borden Co., Inc., Boston en- 
tered into the complete pneumatic 
and hydraulic component supply 
field. Manufacturer contacts are cur- 
rently being made in order that top 
quality lines will be offered to the 
trade in New England, according to 
the firm. 

Borden has been in business since 
1921 as a wholesale supplier of tub- 
ing, fittings, hydraulic and metal hose. 
The firm has branch warehouses in 
Portland, Maine, Providence, R. L., 
and is opening another in Man- 


chester, N. H. 














K&M Advances Krout 


H. L. Krout, Jr., was appointed assist- 
ant district manager, Ambler Pipe 
District, Keasbey & Mattison Co. 
Most recently he was a salesman in 


TOOL DIVISION the firm’s New York district. 


GENERAL MACHINE COMPANY, INC. 


EMMAUS, PA. 





Diamond Expansion Bolt Appoints 
West Coast Representative 








never hefore...so many sales features) | | coco wa anointed Wee 
. “ee ? vieg! AOY yeorge was appointec est 
ina machinists vise! Coast sales representative by Dia- 


mond Expansion Bolt Co. 

Mr. George will assume sales re- 
sponsibilities in San Francisco and 
northern California with emphasis on 
promotional activities with Diamond 
distributors in that area. 

His work will be coordinated with 
that of Gene Lutes, manager of Dia- 


Guaranteed mond’s San Francisco branch. 
Unbreakable ! | 





New Columbian Machinists’ Vises are smashing sales records 
everywhere. 

Reasons? Superior design, finer workmanship and a host of popular 
features unmatched in any other vise. The latter include ‘““T’’ section 
hardened tool steel replaceable jaw faces . . . steel handle balls forged 
from handle stock . . . self-lubricating graphite bronze thrust bearing 

. unbreakable malleable iron castings . . . easy conversion of 3—3% 
~4—4% —5-inch stationary vises to swivel base type with addition 
of swivel kit. A-2204A 


THE COMMBIAN VISE & MFG. CO. 


Cleveland 4, Ohio 











Lloyd George 
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Murray Co. Honored By Chain Belt Co. For 25 Year Mark As A Distributor 





The D. J. Murray Mfg. Co., Wausau, Wis., was pr a plaque by Chain Belt Co. for 
its more than 25 years service as a Chain Belt distributor. O. W. Carpenter, Chain Belt 
president, congratulates A. W. Plier, D. J. Murray president and general manager, after 
presenting him with 25-year plaque. Left is William B. Porter, sales engineer with 
Chain Belt and right, L. L. Duncan, sales manager of Murray’s merchandise department. 


Clarkson College Industrial Distribution Honorary | 


noe 


proce 


TT “r? sa 


nitiates New Members 


Donald Finsthwait (center), president of Sigma Tau Iota, industrial distribution 
honorary at Clarkson College visits with newly initiated members Don Barcik, Jim 


Joseph, Bill Uhlig, and Barry Weinman. 


Outstanding scholastic work, leadership, 


character, and a sincere interest in industrial distribution are the qualities considered 
in the selection of Junior and Senior members of Clarkson College’s Simga Tau Iota. 


Cheney Named Field Specialist 

By Norton Abrasive Division 
Wendell H. Cheney was appointed 
field specialist, assigned to the Teter- 
boro, New Jersey, office, by the Abra- 
sive Division of Norton Co. 

Mr. Cheney is a former member of 
the firm’s public relations department 
and was managing editor of the plant 
newspaper for several years. 
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Fayette R. Plumb Elects Groves 
Vice President Of Sales 


Hubert Groves was elected vice presi- 
dent of sales, Fayette R. Plumb, Inc. 
In addition, he was recently elected to 
the board of directors. 

Mr. Groves, with the firm 19 years, 
served first as district manager in the 
Southwest, and later was made gen- 
eral sales manager. 





SOUND AND 


We realize that broad represen- 

tation by good distributors is 

absolutely essential to continued 

healthy growth and stable opera- 
tion. That's why, in selected areas, we're 
seeking sound, solid organizations... 
aggressively sales minded... locally well 
regarded... to handle the CLARK line of 
industrial fasteners. 


INVITES 
YOUR 
INQUIRY 


To interested and qualified distributors, 
CLARK offers the advantage of: 
Quality Products —Produced . . . consist- 
ently .. . to the industry's highest standards. 
Promotional Support—Displays . . . promo- 
tional literature... catalogs ... plus a con- 
sistent program of advertising to pre-sell 
your prospects. 
Prompt Delivery —Speedy order processing 
and shipment—usually from stock and often 
on the same day. 
Superior Packaging—in rugged cases... 
and clearly labelled, color coded heavy 
weight cartons—uniformly and proportion- 
ally sized for simplified stocking and inven- 
tory taking. 
Distributors! 

Check with Clark for details on new, 

small size case quantities. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 


169 





why you should 


see Unimet Carbides 


at the Triple-Mill 


Convention 


ONE Unimet Carbides is the 


newest of the major suppliers 
in the carbide field. Unimet 
combines the youth and vigor 
of a young company with the 
sound experience it draws 
from its parent organization, 
the United-Greenfield Corpo- 
ration, It's the perfect combi- 
nation for better producer- 
distributor relationships. 


TWO Unimet is the carbide 


supplier that puts every item 
it manufactures through 45 
rigorous quality-control tests. 
Carbides from Unimet have 
to be better or they simply 
are not shipped, 


THREE Unimet's catalog 


has been called ‘easiest to 
use in the whole industry”’. 
It gets orders for Unimet 
distributors. 


FOUR Unimet's promotion 


is outstanding. The exclusive 
Unimet ‘Performance Data 
File"’ is on the wanted list of 
every carbide buyer. Plenty 
of other distributor aids, too. 


For more profits from Carbides 
visit Bouth 611 at the 
Triple Industrial Supply Convention 
in Atlantic City 


UNIMET CARBIDES 


Division of United-Greenfield Corporation 
435 W. Ontario Street 
Chicago 10, Illinois 





William E. Atchley 


Howard M. Easton 


National Twist Elects Atchley 
Vice President Of Sales 
William E. Atchley 


vice president in charge of sales for 
National Twist Drill & Tool Co. 
Mr. Atchley 


1943 as a salesman. 


was appointed 


joined the firm in 
Later he was 
Detroit district sales manager, assist- 
ant general sales manager and sales 
manager for the company. 

Fred D. Lamb, Jr., formerly assist- 
ant general sales manager was ap- 
pointed general sales manager. He 
joined the firm in 1940 as a sales 
representative. Since then he served 
in various sales and managerial posts. 

Howard M. Easton, formerly gen- 
eral district sales manager, Roches- 
ter, Michigan, is now assistant gen- 
eral sales manager for National 
Twist. 

Mr. Easton has worked in Cleve- 


Hartford, Philadelphia and 


Chicago for National, 


land, 


Vascoloy-Ramet Corp. Forms 
European Company 


Vascoloy-Ramet (Europa) N.V. has 
been established by Vascoloy-Ramet 
Corp. The European firm will manu- 
facture and distribute V-R products 
throughout Free Europe, the Scan- 
danavian countries and Great Britain. 


New Plant 


The firm is building a $250,000 
manufacturing facility at Zwolle, 
Holland. The plant will employ about 
30 people. 

Managing Director of Vascoloy- 
Ramet (Europa) N.V. will be A. J. 
VanSchooneveld of Amsterdam. He 
has served as a Vascoloy-Ramet agent 
in the Low Countries. 


Cleveland Cap Screw Relocates 
Northern California Sales Office 


The Cleveland Cap Screw Co. moved 
its Northern California sales office 
and warehouse to a 26,000 sq. ft. 
building in the Utah Construction & 
Mining Co.’s Industrial Park in South 
San Francisco. 
John E. 
manager of West Coast operations, 
said the move to 352 Harbor Way 
415 Eccles Ave., South San 
made to meet the 
Western 


Harrington, general 


from 
Francisco, was 
demands of a_ growing 
market. 

The new facility will serve North- 
ern California, Oregon, Washington, 
Montana, Idaho and Nevada. 


Wagner Electric Appoints 
Reichel, Miller and Wheat 


E. H. Reichel, J. P. Miller and B. J. 
Wheat were appointed branch man- 
agers for Wagner Electric Corp. 

Mr. Reichel is now manager of the 
New York parts and 
branch office. He had been manager 
of the Boston office. 

Mr. Miller Boston 


office. He previously managed Wag- 


accessories 


moves to the 


ner’s Cincinnati office. 

Mr. Wheat replaces Miller in Cin- 
cinnati. He had been a sales repre- 
sentative in Los Angeles. 
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Phillip Thompson 


Wayne Doyle 


Fort Worth Steel & Machinery 
Appoints Thompson And Doyle 


Phillip Thompson was appointed 
Great Lakes regional sales manager 
and Wayne Doyle was appointed 
Kansas City district sales engineer by 
Fort Worth Steel & Machinery Co. 
Mr. Thompson moves from Detroit 
where he was OEM sales engineer for 
Dayton Industrial Products Co. Prior 
to that he was with McLaughlin Ward 
Co., distributor in Jackson, Michigan. 
Mr. Doyle was with FWS&M’s cen- 


tral engineering department. 


Allen Mfg. Co. Opens Branch 
In Cleveland, Ohio 


Allen Mfg. Co. opened a new branch 
warehouse in Cleveland at 2060 
Hamilton Ave. 

The new facility will serve distrib- 
utors in Ohio, western Pennsylvania, 
West Virginia and the Buffalo area. 


April 1961 


CUSTOM 
SCREW MACHINE 
SPECIALTIES 











YOU WIN FRIENDS 


when you sell the best hose and duct 


for dust collection, fume control, 
air and material handling 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1%" to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have ben:-fited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 


Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 





Machine Tool Distributors: 


Wait till you show 
(...and sell) this Multiple 
Tapping Machine! 


New ANOKA. Gives 
BIG Capacity at Price 
Never Equaled! 


Sell today’s automated needs. 
Shop-tested on production runs 
for 2 years, the new ANOKA Worden W. Gentino 
Multiple Adjustable Tapping 
Machine a eee capemty. 
most rugged machine ever offer . . 
at its price. Has capacity of 6 

N.C. Fi mes > free cutting steel, Evans Rule Appoints Gentino 
can operated in any position. 4 : 
Works sing! or with two or more Midwest Field Sales Manager 
—s from "OS sides—or in 
clusters with other apparatus— y C : , : 
wae BF pea Fy a Worden W. Gentino was appointed 
switch. Six spindles adjustable to Midwest field sales manager for 

ttern. tor. P ° 
any — rn te " motor ood territories Evans Rule Co. He will direct field 
ae ae, DISTRIBUTORS: pone # product activities in Ohio, Illinois, Indiana, 
“heavyweight” producer for a open. Write m ichi i i i 
! I ’ » 
heavyweight” pr OPM profit story! Michigan, Wisconsin, Minnesota, 


meena: North and South Dakota, Iowa, 


COLUMBIA TOOL AND DIE WORKS Kansas, Nebraska and Missouri. 


716 39TH AVE. N.E. * MINNEAPOLIS 21, MINN. Prior to joining Evans, Mr. Gen- 











tino was associated with Dorsey 
Endres and Co. for 12 years as a 





WHEN G ING MACHINE TOOL BUSINESS manufacturers’ representative. Prior 
DEPENDS ON MODERATE PRICE... to that he was with Billings & Spencer 


Co., working in the Midwest area. 





COME TO ROVERSFORD!) 4 pase: opens row varetors 


Take this new 22” power drill. With ball In Houston, Texas 


bearings and V-Belt throughout, it’s the 
only 22” power drill with the advantages aa 
of Royersford Quick-change V-Belt Drive warehouse at 8530 LaPorte Freeway, 


and V-Belt Feed. Houston, to serve customers in Texas, 


The H. M. Harper Co. opened a new 


Oklahoma and Louisiana. 
Requivcs enty dander’ UR. 1788 sym The Houston building is the second 
motor. (21’ model also available.) And 


this is just one of the fine Royersford new warehouse opened by Harper re- 


machine tools that enable you to meet cently. The last one was opened in 
customer demands for sturdy, practical j 
tools — at moderars cost——that are so 
essential in maintenance shop work, and 
for use in the rugged service irdustries. 


Find out how you profit by recommending F Steele Blackall Elected 


popular Roversford machine tools ‘‘where 


quality counts, but price is the deciding President Of Taft-Pierce Co. 


factor ’’ WRITE FOR COMPLETE LITERA- 
a F. Steele Blackall, III, was elected 
president of the Taft-Pierce Mfg. Co. 


He succeeds his father, Frederick S. 
Also: Wet & dry type power . 
Blackall, Jr., who became chairman 


hack saws, ratchet & lever 


type orbor presses, foot Telli |) aa Pa ii lamas of the board, treasurer, and chief 


poems. executive officer. 
ROYERSFORD, PENNSYLVANIA The new president has been asso- 
Since 1882 ciated with the company since 1949. 


St. Louis in November. 
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; FLEXIDIZE J 


YOUR RIGID 
PIPELINE 
CONNECTIONS 


E 

[ 

; ] Standard 

[Rey ALLFLEX MNH 

i flexible pipe 
connectors 

| FROM STOCK 


in STAINLESS STEEL 
MONEL + BRONZE 


solve your pipeline 
flexation problem! 


write, wire, phone today 
for your Allflex Datalog 


/ELLIED METAL HOSE CO 


3782 Ninth Street 
Long 'sland City 1, N. Y. 
STillwell 4-5173 











GRIPS ANY 
MATERIAL FROM 
0” to %" THICK 


Amazing blind fastener with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to %” thick 
and needs only %” expansion space. 
Made of steel, cadmium plated, or 
brass with 6/32, 8/32, 10/32, 10/24, 
12/24 and %"—20 thread sizes. 


MOLLY JACK NUT IS EASY TO INSTALL 


Jack Run in screw m jack Nut now is 
hole. collapse spider foctetieg and 
x" anchor backing feady to receive 
attachment 
screw. 








space. by exerting pull 
on threads. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


® 
*s 230Y N. Sth St, Reading, Pa. 
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Vickers Names Freitag 
Manager of Mobile Sales 


Walter H. Freitag was appointed dis- 
trict sales manager of the Portland, 
Oregon area, in charge of mobile 
hydraulic equipment sales. 

Mr. Freitag was sales and service 
representative in Portland since last 
year. 

At the same time Ross W. 
Jr., was appointed to the Portland 


Davis, 


office as application engineer. 


Sandvik Steel Moves Into 
New Chicago Quarters 


Sandvik Steel, Inc., 
cago branch office into the firm’s new 
building at 7520 N. Long Ave., Sko- 
kie, Tl. 

A formal dedication and open 
house, for the new 16,428 sq. ft. 
facility, was held March 24, 1961. 

The entire operation is under the 


Hofmann, Chi- 


moved its Chi- 


direction of Robert C. 
cago district manager. 


Pratt & Whitney Appoints Silvey 
Contract Sales Manager 


Mayo S. Silvey was appointed con- 
tract sales manager for Pratt & 
Whitney Co., Inc. 

Mr. Silvey will be responsible for 
contracts with the government and 
prime defense contractors throughout 
the country. 

He comes to P&W from Alco Prod- 
ucts, Inc. Prior to that he was with 


the Department of Defense. 


Mayo S&S. Silvey 





CAUGHT 
IN THE 
PROFIT 

SQUEEZE? 


(Om Oak 
with 


FRANKO 


long-lasting 
Belting 


THE FRANKLIN COTTON MILL CO. 
1118 Central Parkway - Cincinnati 10, Ohio 
"80 years of better belting service” 





PARTNERS 
IIN 
PROGRESS 
1911-1961 











APPLETON-ATLAS CAR 
MOVER CORPORATION 


THE Hf AMERICAN PULLEY COMPANY 


rx CLEVELAND rwisr vn: co Wh 
HOISTS 


BAY 
STATE 


Le 5 BD OD. @ 2D © OD OP © ie Sar. ap BB @ > 


” Se 
pontins Broj Bam Ind. 


P@WELL Vales silltlies REEVES 


STRONG, CARLISLE 


& HAMMOND Starrett | rarii dente 





On the occasion of INDUSTRIAL DISTRIBUTION ’s 50th Anniversary 
we wish to acknowledge the confidence and support of the many companies 
who have made it possible for ID to celebrate this Anniversary. 

Our sincere thanks and best wishes for a prosperous future go to all 
who have used the pages of ID to tell distributors about their products and 
services. We are happy, indeed proud, to be associated with these fine 
companies. 

We also feel nostalgic in looking back over the past half-century. Par- 
ticularly, because of the many exciting chapters in the history of our indus- 
try, chapters shared with these companies since ID began publishing as 
“Mill Supplies.” To these 50-year “partners in progress” go our special 
thanks. 

And to all our present loyal advertisers, whenever they became associated 
with INDUSTRIAL DISTRIBUTION, we pledge every effort to make our 
partnership in the next half-century even more mutually profitable and 
rewarding. 
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Bond Se) CHICAGO FAWHIDE MANUFACTURING COMPANY 


R.R. DONNELLEY & SONS COMPANY 


c<=> 


THE 


BRISTOL 


COMPANY 


W. CHESTERTON COMPANY VRIGHT HOISTS 


hermoi YALE. 





Now for the first time .. 


From a single source! 


A complete line of quality 
industrial Pump Seals, avail- 
able for off-the-shelf service. 


A true ‘Dealer'’s.Line’ of over 


250 Replacement seals, cover- 
ing over 97% of the replace- 
ment market. 

As an adjunct to your line of 
Pumps and Pumping Spe- 
cialties, it “will “show your 
customer you can serve his 
complete requirements. 


* over 250 individual numbers 
* as supplied to original 0.E.M. 


My) if 
I a\/\) 


* precision engineered 
* quality manufactured 
* individually packaged 


00 


Distributor and dealer sp aghe invited. 
Technical catalog no. 
will be sent u = than 


U. S. SEAL MFG. CORP. 
Dept. ID-2 
60 LISPENARD STREET 
NEW YORK, N. Y. 








Manufacturer’s 
Appointments 





Frep J. 


manager by 


ROBINSON was appointed 


service American-Stand- 


ard Industrial Division, American 


Standard. 


James R. KiRKHOFF was appointed 
application engineer for Formsprag 
Co. 


WituiaM L. 


sistant 


PALMER was named as- 
superintendent of Union 
Drawn Steel 

Massillon, Ohio, 


Corp. 


Division plant in 


by Republic Steel 


WiLL1AM DeBoer was appointed gen- 
Western 
Division, Colorado Fuel & Iron Corp. 


eral traffic manager for the 


WALTER J. 
assistant to the president in charge 


HUSHAK was appointed 


of personnel and public and indus- 
trial relations for Billings & Spencer 
The Peck, Stow & Wilcox 


Co., and 


Co. 


Erwin A. WENDELL 
manager of advertising and public 


relations for Link-Belt Co. 


was appointed 


Donat R. WHITNEY was appointed 
quality control manager for the 
Whitney Chain Co., 


Foote Bros. Gear & Machinery Corp. 


subsidiary of 


EpMuND WEsT was appointed works 


Allen Mfg. Co 


manager of the 


BESHORE named 
of manufacturing at Yale 
Materials Handling Division, The 


Yale & Towne Mfg. Co. 


CHARLES S. was 


manager 


Joun E. NIeEsse 
manager of the 
Materials Project, 


was promoted to 
High Temperature 
Research & De- 
Carborundum 


velopment Division, 


Co. 


WILuiaM C, 
manager of the 


ADAMSON was appointed 
works Aurora, 
Illinois plant of Thor Power Tool 


Co. 


STANLEY H. FREDERICK was ap- 
pointed chief engineer of Marlow 
of Bell & Gossett 


Pumps, Division 


Co. 


TEELGRI 


GEAR and WHEEL PULLERS 


FOR r> 
OVERHAUL 
AND a 
REPAIR 


High labor costs, high 
replacement costs and 
emphasis on proper 
maintenance are mul- Pd 
tiplying the demand 
for gear, wheel and 
bearing pullers. The 
STEELGRIP Gear 
and Wheel Puller Line 
offers industrial and 
automotive distrib- 
utors an opportunity 
to turn this demand 
into profit. It pro- 
vides, correctly de- 

signed, safe and strong > 
standard and special 
pullers in over 100 
sizes and types. 


rm 2 or 3 arm 
Reversible Pullers 


2 or 3 arm Pullers 


Push- 
Pullers 


Write for 
Catalog and Prices 
ARMSTRONG-BRAY & CO. 
5356 Northwest Highway + Chicago 30, Ill. 


Bearing 
Separators 











INDUSTRY IS SOLD 
ON BELT-SAVERS 


BE SURE YOU 


HAVE THE FACTS 
GET BULLETIN 35-E 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


ie 


INDUSTRIAL DISTRIBUTION 


SPROUT-WALDRON 
MUNCY, PENNA. 
IN/505 

















Dates to Remember 





Apr. 5-7 
Central Supply 
Meeting, Palmer House, Chicago, Ill. 


Association, Spring 


Apr. 10-11 

Modern Methods 
NIDA & SIDA, Inventory 
ment Conferences, conducted by Dr. 


D. Wilkinson, 


Committee of 
Manage- 


George Chicago. 


Apr. 13-14 
Modern Methods 


NIDA. & SIDA, 
ment Conference, conducted by Dr. 


Wilkinson, 


Committee of 
Inventory Manage- 


George D. Cleveland. 
Apr. 16-19 
American Manufacturers 


Hard- 


Harbour 


Hardware 
Association, 1961 Southern 
ware Convention, Bal 


Miami Beach. 


Apr. 17-21 


National Sales Executives Interna- 
national Field Sales Management In- 
stitute (East Coast), Barbizon Plaza 


Hotel, New York. 


Apr. 17-21 


Office Equipment Manufacturers’ In- 
stitute, Business Equipment Exposi- 
tion, New York Coliseum, N. Y. 


Apr. 18-20 
American Welding Society, 
Exposition, New York Coliseum, New 


York City, is. Ba 


Annual 


Apr. 30-May 3 
Chamber of Commerce of the United 
States, Annual Meeting, Wash., D. C. 


May 3-13 
Fifth U. S. World Trade Fair, 
York Coliseum, N. Y. 


New 


May 8-10 
National Welding Supply Associa- 
Hotel 


tion, 7th Annual Convention, 
Commodore, New York City. 


May 9-11 

The Material Handling Institute, 
Eastern States Show, Trade & Con- 
vention Center, Philadelphia. 


April 1961 


May 22-25 

Design Engineering Show, sponsored 
by American Society of Mechanical 
Engineers, Cobo Hall, Detroit. 


May 22-26 
1961 ASTME Engineering Confer- 


ence, Exposition, N. Y. Coliseum. 


May 23-25 
Annual Triple Industrial Supply Con- 
Hall, Atlantic 


vention, Convention 


City, New Jersey. 


May 24-25 
National Association of Purchasing 
Agents, Annual Meeting, Conrad Hil- 
ton Hotel, Chicago. 


june 4-7 


American Iron & Steel Institute, An- 


nual Meeting, Waldorf-Astoria, N. Y. 


June 5-9 


National Plastics Exposition, 
York Coliseum, N. Y. 


New 


Oct. 2-6 


The 16th Annual National Hardware 
Show, New York Coliseum, N. Y. 


Oct. 23-27 


American Society For Metals, 43rd 
National Metal Exposition & Con- 
Convention & Exhibits Build- 
ing, Detroit, Michigan. 


gress, 


Nov. 1-3 
Central Supply Association, 67th 
Annual Meeting, Palmer House, Chi- 


cago. 








“As a matter of fact we did get your check 
that’s the reason our credit department 
asked you to stop by.” 








“1 BIG ORANGE PRODUCTS 


Use on “HIGH TEST” Chain 
axtas STRONG 


the pin a made 
of ye BR. steel and 
heat-treated. 
SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 
SLIP HOOKS 
Available 
for Chain 
Size V4" 


5/16", Ye" 
7/16", Va" and 56” 


GRAB HOOKS 
Available 
for Chain 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


Size er > = every 
shack 


D 
jones of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”, EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 





PRECISION BRAND 


ARBOR 
SPACERS 
and SHIMS 


pay 


pat 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Oz = O 
@®) warenov' >TEEL 


@: WAREHOUSE, INC. 
4 MAPLE AVE WNER ® ve “ 





T conomy 

we purchased every ( 

‘—through Distributors 

Let your salesmen get their sharé=— 
eae 


me Ns 


i. ose 2 


SHOPLIFTER new Mark Il model 


The original lifter of its type and first 
choice with users for over 20 years... 
full 750 Ib. working capacity. New low 
price of $195.00 f.0.b. Chicago, includes 
complete safety features. Several other 
models available. 


ELEVATING 
TABLES 


A most useful tool 

in any shop as a die 

handler, constant 

height table, load 

leveler, or portable 

work table. Ask for 
bulletin ET-245. > 
Price $245.00. 


SHOVE-L TRUCKS 
A really different broad 
blade truck . . . designed 
for all-purpose use. Six 
models with choice of 
wheel size in both metal 
and rubber. Priced from 
$34.00. 


DRUM TRUCKS 
For all 30 gallon and 
55 gallon metal drums. 
Available with natural 
rubber or neoprene 
tread wheels. Priced 
from $64.00. 


RED ROCKER BARREL STANDS 
Everybody needs them! Safe 
and easy one-man draining 
of 55 gallon drums. 18” and 
24” drain heights . . . with 
and without wheels. 


Write for catalog and dealers discounts! 


4532 W. Lake St., 
} STEELS 


Chicago 24, ll. 
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New Lines taken on 
by Distributors 





Worth Steel & Machinery Co. 


following 


Fort 

recently appointed the 

eight distributors: 

¢ Industrial & Textile Supply Co. 
Charlotte, North Carolina 

¢ C. W. Farmer Co. 
Albany, Georgia 

* Davis & Marr Supply Co. 
Jacksonville, Florida 

¢ Tri-State Mill Supply Co. 
Crossett, Arkansas 

° Broiles-Cope Co. 
Wichita Falls, Texas 

¢ Mims Bearing Co. 
Wichita Falls, Texas 

* Universal Bearing Service 
Brownsville, Texas 

¢ Newell Machinery Co. 


Cedar Rapids, lowa 


Faultless Caster Corp. appointed the 

following six distributors: 

* Atlanta Equipment Co. 
Avondale Estates, Georgia 

* Nasco Distributing Co. 
Kenilworth, New Jersey 

* Palmetto Hardware & Supply Co. 
Columbia, South Carolina 

* Radcliffe Supply Co. 
Amarillo, Texas 

* Roberts Tool & Supply Co. 
Paterson, New Jersey 

¢ Strong-Carlisle & Hammond 
Cleveland, Ohio 


The Abrasives Division of the Elgin 
National Watch Co. appointed six 
new distributors: 
* Noland Company, Inc. 
Birmingham, Alabama 
R. F. Cook Mfg. Co. 
Cuyahoga Falls, Ohio 
Standard Die Supply of Kentucky 
Louisville, Kentucky 
Janco Industrial 
Rockford, Illinois 
J. Kelly Co. 
Cincinnati, Ohio 
Harris Pump & Supply 
Pittsburgh, Pennsylvania 


Threaded Products, Inc., Pittsburgh, 
Pa.. was named exclusive Tri-State 
distributor for Safety Socket Screw 


Co. continued 


Packaged 
PIPE NIPPLES 


Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 


Ye" to 1%2" Standard and Extra ~ 
Strong Weights, Black Grade 
“." 


”’" tol" Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode“B” Galvanized, Cold 
Drown in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS” with Grade, 
Weight and A.S.T.M. Spec. 


Fbshu A NIPPLE WORKS, Inc 


SPRING GARDEN AVE PITTSBURGH PA 








THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE 2. 
Dies and Nits 
Templates| 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applyi ight at h; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


THE DYKEM COMPANY 


Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 


INDUSTRIAL DISTRIBUTION 





General Mill Supply Inc., Marion, 
lowa, was appointed factory distribu- 
tor and warehouse in the Midwest for 


Schutte Pulverizer Co., Inc. 


F. E. Bennett Co., Portland, Oregon, 
was appointed exclusive distributor 
of Tubar materials handling equip- 
ment for the state of Oregon and the 
southern counties of Washington, by 
Uhrden, Inc. 


Cottingham Bearings & Service, Inc., 
Dallas was appointed stocking dis- 
tributor for the pressure can line of 
Whitmore lubricants manufactured 
by the Whitmore Mfg. Co. 


Atlantic Bearings Corp., Cambridge, 
Mass., was appointed a distributor of 
the complete line of mounted bear- 


ings made by Dodge Corp. 


Timer Service Co., Boston, Mass.. 
was granted a distributorship for 
Crown air system units, made by 


Parker Hannifin Corp. 


VW & H Rubber & Supply Inc., Perth 
Amboy, New Jersey was appointed a 
warehousing distributor for Boston 
Woven Hose & Rubber Division, 
American Biltrite Rubber Co., Inc. 


Maddock & Co., Philadelphia was 
appointed a franchised distributor by 
Morse Twist Drill & Machine Co., 
Division Van Norman Industries. 
Tridel Equipment Ltd., Vancouver, 
B. C., was appointed a distributor for 
Crown air systems units, by Parker 


Hannifin Corp. 


Robert B. Darling Co., Inc., New 
York, N. Y., was appointed a distrib- 
utor for Allis-Chalmers Industries 
Group products and Allis-Chalmers 
control equipment. 


Parker City Supply Co., Bridgeport, 
Conn., was farnchised as a distributor 
for hydraulic accumulators made by 
Parker Hannifin Corp. 


Transmission Supply Co., Indian- 
apolis, was named a full-line distrib- 
utor for industrial items made by 
the mechanical goods _ division, 


United States Rubber Co. 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT. RIGHT—Best materials throughout . . . tool 
steel cutters . Right and Left hand Threaded Bushings 


for Automatic Tightening. 


\ 
\ 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


Also CALDER Fine Diamond Dressing Tools 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 








IT’S SURE-FIRE TO SELL SAVINGS... 


TWIN FIXTURES TO SHARPEN 
VIRTUALLY EVERY TYPE of 


TOOL IN YOuR PLANT 


NO SPECIAL OPERATOR SKILLS 
SIMPLE TO REQUIRED! 


\Vaaeerr PERAT 
bs _—- HARIG STEPTOOL 


RELIEF-GRINDING FIXTURE 


© CAM-RELIEF GRINDER 
ms 

: ead fe © DRILL POINTER 
: Versatile, dual-purpose grinder for on 
i endless variety of tools. Fits any tool and 
' cutter, or surface grinder. FAST: step a 
. %* drill in 5 min... . sharpen tap in 20 

sec... . grind HELIXPOINT in 3 sec. 


ENORMOUS RANGE: ie" thru 1'/s2" 
HARIG 


AIR-FLO FIXTURE 


END-MILL & MILLING CUTTER 
SHARPENER 

Spindle “floats on a cushion of air”! 
. . « super sensitive, ultra precise, jerk- 
free, easy to use! Speeds and improves 
sharpening of end-mills and all types of 
milling cutters . . . small tools 42" up to 
1%" shank capacity. 


Several key areas open. Write for details! 


5735 HOWARD STREET CHICAGO 48, ILLINOIS 
VISIT HARIG BOOTH 1514 A.S.T.E. SHOW 





A Personal Message 


from 


VINCENT K. 
ALEXANDER 

V.P. and Dir. of Sales 

<5) Manheim Manufacturing 


and Belting Company 


SIMPLE * MULTIPLICATION! 
Multiply the 
satisfactions and 
you'll multiply 
your Veelos sales 


You can assure your customers of 
multiple savings when you sell 
Veelos, the link v-belt, for their 
drives. For Veelos is the most versa- 
tile method yet devised to maintain 
high belt-driven production. 

Here are some exclusive ad- 
vantages that only genuine Veelos 
provides: 


1. Multiple belt selection at less cost! 
Four reels of Veelos (O, A, B and 
C widths) give your customer a 
complete v-belt stock . . . replace 
as many as 316 different sizes of 
endless belts. 


. Multiple matched v-belt sets! How 
many matched sets can your 
customer afford to carry? How 
many does he carry ? With Veelos, 
he can have many times more 
such matched sets and carry 
less stock. 


. Multiple savings on storage space! 
Your customer can store four 
reels of Veelos in space only 16 
inches square. 


. Multiple savings in efficiency! 
With Veelos, your customer can 
be sure of top operating effi- 
ciency, less machine vibration, 
minimum machine downtime, 
more production, greater profit. 


Multiply all the satisfactions and 
savings that go with selling Veelos 
and they’ll multiply your sales and 
customers. 


P.S. Write for folder, “Selling 
Veelos Quality is as easy as + — X 


+.’ It can help you sell the many 
benefits Veelos offers. 


yEELOF 


MANHEIM MANUFACTURING & BELTING CO. 





Obituaries 





Richard E. Pritchard 


Richard E. Pritchard, 
The Stanley Works 


Richard E. Pritchard, 69, retired 
president and chairman of the board 
of directors of The Stanley Works, 
died February 19. 
Mr. Pritchard had served The 
Stanley Works since 1914. He be- 
came president in 1941, and chair- 
man in 1950. In 1955, he retired, but 
continued as a director. 

During his 41 


years of service, 


he rose from 


cost accountant to 
chairman of the board. Born in Rut- 
land, Vermont, he was graduated 
from Dartmouth College, in 1914, 
and entered Stanley upon his gradu- 
ation. 

He was appointed assistant treas- 
urer in 1923 and a vice president and 
director in 1929. 
He participated actively in the 
purchase of plants in Germany and 
England for The Stanley Works. 
Mr. Pritchard director to 
the New National Bank, 
Allied Thermal Corp., The Connecti- 
cut Light & Power Co., Fafnir Bear- 
ing Co., Stanley Securities Co., New 
Britain the 


was a 
Britain 


General and 


Hospital 
New Britain Institute. 

He is survived by his wife, Mrs 
Mildred (Goodwin) Pritchard; one 
John C. Pritchard of New 
Britain; two daughters, Mrs. Victor 
C. Darnell, Kensington, Conn. and 


son, 





MANHEIM 10, PA. 
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continued 


BUILD UP YOUR REPEAT 
BUSINESS WITH THIS 


Huot 


DRILL 
DISPENSER! 


Heips you sell 
more drilis! 


xr Holds dozens of drills in round-bot- 
tom compartments 


3 models for lettered, numbered or 
fractional drills 


Built-in inventory or pricing system 
xe eliminates need for conned decks 


id Compact 7x7x14 size—heavy duty 
drawers 


Write for catalog pages and circulars 


HUOT MANUFACTURING CO. 
551 No. Wheeler St. * St. Paul W4, Minn. 








PRECISION BRAND 


THREADED 
RODS 


{ | 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when selling Precision 
Brand Steel Threaded 
Rod. Whether you sell 
standard 2’ and 3’ lengths 
or “specials’’ you can de- 

en upon Precison 

rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32” through 
144” diameters. They can 
be supplied in either un- 
plated, blue or plated fin- 
ishes with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. DISPLAY STAND 
furnished for distributor 
use when stocking stand- 
ard 2’ and 3’ lengths. 


IN BULK 


Special sizes of various di- 
ometers ond lengths made to 
Special Order in steel ond 
non-ferrous metals. 


( | 


NI 


oul 


SA VANNNNNN 


SSANSSMASSON 


AUUUUUUUNUttt 


( 


nie 


junndva ced Qua UAQUatUARRUAAARRRRUUUUU 
© MOQQUUCUUUUUUUUUUUU UMMAH 


Lbcipobunoebabbebebeneeeeheeeiitiill 


\addadddddeddaciididitiittiii 


Phone: WOodiend 8-4620 


PRECISION STEEL 
WAREHOUSE, INC. 


DOWNERS 





INDUSTRIAL DISTRIBUTION 





Mrs. Peter D. Prudden, Harwinton, 
Conn. and one sister, Mrs. Frederick 
Marriner, Milford, Conn., and eight 
grandchildren. 


Ray Ralls, 
Omaha Pump & Supply Co., Inc. 


Ray Ralls, 48, president of the Omaha 
Pump & Supply Co., Inc., died on 
February 16. 

Mr. Ralls passed away in a private 
aircraft accident while returning 
from Chicago after attending the 
Heating & Air Conditioning Ex- 
position with a customer. The ac- 
cident happened near Clinton, lowa 
on Thursday, February 16. 

He had been associated with the 
firm since it was founded in 1945, 
and had been president since 1959. 

He is survived by his wife, Erma; 
a son, Ray Gene, 7; and a sister. 


Lawson H. Yates, 
Lawson H. Yates Co. 


Lawson H. Yates, head of Lawson H. 
Yates Co., manufacturer’s representa- 
tive firm in Nashville, Tennessee, 
died February 13. 

The firm has offices in Charlotte, 
N.C.; Birmingham, Ala.; Atlanta, 
Ga.; and Jacksonville, Fla. The 
home office is in the Third National 
Bank Building, Nashville. 


William C. Fischer, 
Keashey & Mattison Co. 


William C. Fischer, 55, sales service 
manager for Keasbey & Mattison Co., 
died recently. 

Mr. Fischer had been an employee 
of K&M for 35 years, spending al- 
most all of that time in Cleveland. 
Prior to his transfer Ambler head- 
quarters (Pa.), in 1959, he served as 
assistant manager and manager of 
the Cleveland district office. 

He is survived by his wife, the 
former Louise Kleinert; a brother, 
Henry J., and three sisters, Mrs. Lesa 
Fairbank, Mrs. Alma Bernhardi, and 
Mrs. Louise M. Tildes. 
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Seiberline 


INDUSTRIAL GLOVES 





EXCLUSIVE PATENTED | 


FIRMGRIP 


S 
UipED INTO FINGER 
“ AND PALM 


Longer wear in every pair! Available 
in various sizes, gauges, lengths, 
colors and surface finishes. Natural 
rubber or genuine Dupont neoprene 
latex. Contoured fingers for more 
comfort, better fit. FREE 


SEND FOR TEST OFFER! 
CATALOG Write us on your 
NO. G-11 firm’s letterhead 


for sample gloves 
of complete for hed oe 


glove line poses. 


SEIBERLING LATEX PRODUCTS, New Bremen, Ohio 








> rs BI aa 


Not a ratchet . . . but a heavy-duty geared tool! 


VERSATILE! — used wherever %4”"— 
1°—1%2"—2'2” sockets are used. Ef- =55 
fectively replaces sledge-type wrenches 
on many applications. Available in 
capacities up to 12,000 foot pounds. 


POWERFUL! — Geared head construc- 
tion generates high torque (4 to 1 
ratio) with a fraction of effort. De- 
Signed compactly for maximum 
strength . . . minimum weight. 


EFFICIENT! —— Eliminates the need for 
extra man-power. One man can use 
it — anywhere. Unequaled where 
space is limited. 


SAFE! — Allows workman to perform 
his duties without excessive strain or 
fatigue. Hazards of impact or sledge 
type wrenches are eliminated. 


For complete information see your | | 
local distributor or write 


direct to: 


THE X-4 CORPORATION 


Dept. ID-10 West Acton, Massachusetts 








er te 4 14+ 
eh A Ot bos, | ALAM v, 
SAMA ARRON 


2P ree 


HARRISBURG 


FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


Divition of HARSCO CORPORATION 


<I 


COUPLINGS 


CYLINDERS 


TRANSPORTS 





Hugh Coats, Sr. 


Hugh Coats, Sr., 
Flexible Steel Lacing Co. 


Hugh Coats, Sr., 76, former sales 
manager and director of Flexible 
Steel Lacing Co., died March 2. 

Mr. Coats was born in Michigan 
in 1885. He joined Flexible Steel 
Lacing in 1914. In 1953, he retired 
from management in the 
When he retired he was sales 


active 
firm. 
manager and secretary, a position he 
held for almost 30 years. 

Mr. and Mrs. Coats made their 
in Wheaton, 
mately 40 years. During the last eight 


home Illinois approxi- 
they lived in Tuscon, Arizona. 

Mr. Coats suffered what apparently 
was a heart attack, while boarding a 
plane to Tuscon, after Flexible’s an- 
nual stockholder-directors’ 

Mr. Coats is survived by his wife, 


meeting. 


Lenore. two sons and three daughters 
and 15 grandchildren. 


Mary Margaret Manion, 
Pidgeon-Thomas Iron Co. 


Mary 
tionist for Pidgeon-Thomas Iron Co., 


Margaret Manion, 53, recep- 


Memphis, Tenn., died from injuries 


sustained in a traffic accident. 


Miss 


generations at the 


Manion served under three 


firm and was 
switchboard operator for many years. 
Recently she was receptionist. 

In 1958, 
Rotary 


achievement in her 


when she received the 


Club award for outstanding 
chosen work, 


Eugene Pidgeon said: “She is a fine 
a wonderful friend and a 


that 


salesman, 
faithful 


proud of.” 


co-worker we are all 


Stainless Stan 


“Star Screws 
have clean, 
bright -and 
shiny heads’’ 


ONE-SOURCE RESOURCE 








w STAINLESS ca 
FASTENERS =" 


means more 
profit for you 


(less paper work) 
© 8,000 types and sizes 
@ immediate delivery. 
any quantity 
© Speedy Service on * Stud Bolts 
“specials” * Taper Pins 
. * Wash 
Right Off the Shelf®: “oh 
Write, wire, phone NOW for copy of 
Star's new catalog. 
OC STAR STAINLESS SCREW CO. 
Qe «= 6 445_« Union Bivd., Paterson 2, W.J. 
= Clifford 6-2300 
© TWX — LTFSNJ — 1382 


Direc? N. ¥. Phone: Wisconsin 7-6310 
Direct Phila. Phone: WAlnut 5-3660 


New... Portable 


JEFFERSON “601” 


* Cotter Pins 
* Dowel Pins 
* Hinges 


* Machine 
Screws 

* Nuts 

* Set Sockets 

* Sheet Metal 
Screws 





‘ 
CORROSION 
RESISTANT 











Power Hacksaw 





A “LITTLE 
GIANT” ON 
WHEELS 


Rolls Easily on 7” Rubber Wheels. 
on 
Oilite 


plates in saw frame, 


swivel vise, rugged, 


Capacity, 45° 


bearings, adjustable bronze weor 
complete with motor & 
switch, wired ready-to-go. 

Write for details, 


JEFFERSON “601” 


Sak »$ Service nN Meg. Co 


St. Paul 146, Minnesota 


prices, liberal discount on NEW 
Portable and other KELLER Saws. 


2361 University Ave., 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





Southern comfort is enjoyed even 
by southern Burglars broke 
into the establishment of H. W. Lewis 
Antonio, 


After 


rummaging 


yeggs. 


Equipment Co., in San 


Tex. 

through five 
offices, prying 
open one safe 


and failing to 








bust into two 





others. they 
strew the floor with contents of four 
filing cabinets, ransacked desks and 
made a pretty mess. They found only 
$5 in petty cash. Finally they opened 
and found a 


i small refrigerator 


bottle of whisky. They then sat at the 
president's desk and sipped the liquid 


assets before leaving. 


Take a gander at what the year holds 
for 40 of the country’s leading indus- 
The McGraw-Hill 
Department and editors 
released “A Look at 196] 


beat of Industry”. 


tries Economics 
have just 
The Pulse- 
a report covering 
McGraw-Hill 
others. \ 
these reports are 
Just write to J.A.W a 
Distribution, 330 West 
New York 36, N. Y. 


10 industries served by 
publications plus many 
limited supply of 
available free. 
industrial 


12nd Street 


Being named to the Stanford Uni- 


versity board of gives 


trustees 
Charles Ducommun, head of Ducom- 


Metals & 


Angeles, quite an array of jobs. He is 


mun Supply Co., Los 
also a director and vice-president of 
and holds 
First 


Finance 


the Ducommun Realty Co , 
directorships in the Security 
National Bank, the 
Corp., Pacific Telephone and Tele- 


Pacific 


graph Co., Los Angeles Chamber of 
Commerce, the Civic Light Opera 
Association, the Museum Associates 
and the Committee for Economic De- 
velopment. He is a past president of 
Light 


the Chamber of Commerce, 


Opera Association, AlD-United Giv- 
ers and has held directorships in the 
Los Angeles Welfare Federation, the 
local chapter of the American Red 
the Southern 
Symphony Association. He is 


Cross and California 
also 
trustee of Claremont Men’s College, 
of the fund council of the Harvard 
School Association 
of Stanford Associates. He 
is also a past director of the Stanford 


Club of Los Angeles. 


Business and a 


member 


An engraved plague was presented 
to George Sparks, J. G. Christopher 
Co., Jacksonville, Fla. at the recent 
quarterly meeting of the Purchasing 
Agents Association of Florida. George 
was honored for his work in securing 
members for the association during 
1960. President Raitt pulled a sleeper 
because George, who is chairman of 
Public Relations 


Committee, didn’t know a thing about 


the Association’s 


a plaque until he was called to the 


speaker's table to accept it. 


The high-level Steering Committee 
of the Houston Industry and Com- 
merce Department is headed by Tom 


Nelms. Wessendorff, Nelms & Com- 





“You can relax, Burwick—yours is the 


low quotation.” 











pany, Houston, Texas. Four divi- 


sional committees operate under this 
group: 
Area Development, Contact and Mar- 


policy-making Technical, 
ket Development. Tom is second vice- 
president of the Southern Industrial 
Distributors Association. 


Once upon a time there was a Sim- 
ple Salesman who did a wonderful job 
which the Old 

of Cats 


in a Sales Territory 


said full and 
g The 
Sales Man- 


ager felt he 


Timers 


D ogs. 


was 


had to have a 
Sales Meeting 
but 
strapped 


he was 
for 
Ideas. Finally, 
he hit upon the Happy Thought of 
having Simple Salesman address the 
Sales Force on How He Did It. After 
the Sales 


Manager, Simple Salesman got up 


a flowery Introduction by 


and said. “I call on a lot of People 


and Ask Them to Buy. That’s all.” 


The fifth graduating class of the 
School Uni- 


versity of Virginia, will list among 


Graduate of Business, 
its members this June, George W. 
Sydnor, Jr., whose dad is secretary of 
Smith-Courtney Co., Richmond, Va. 
However, it doesn’t seem as if junior 
intends to follow in dad’s footsteps as 
he lists his “field of interest” for any 
prospective employer as “manufac- 
turing and construction.” Young Syd- 


nor received his BSCE from V.M.I. 


Welcoming people back from far 
away places is nothing new for Mr. 
and Mrs. Les Hall, Devcon Corp. It 
seems Dorothy Hall worked in the 
State 
officer and has a wide acquaintance 


Department as a personnel 


among State Department people who 


J.A.W. 


travel. 


INDUSTRIAL DISTRIBUTION 





Tisuries cui provide the finest goods 
and services in the least possible time. Our products are sold 


exclusively through them. 


We run this statement in all our advertising aimed at your industrial 
customers. It’s another way that Nicholson and Black Diamond files 
help to open doors for you. () Take advantage of this pre-selling 
of an unbeatable combination: your personalized local service and 
Nicholson or Black Diamond blue chip files. Your customers know 
that Nicholson is sold on you .. . that you're sold on Nicholson... . 
and, through the magazines they read, they're pre-sold on both. 
() On your next call—on all calls, sell files first... it's good business. 


°o 
sos, NICHOLSON —_ Nicholson File Company, Providence 1, R.1. 


Files * Rotary Burs * Hacksaw and Band Saw Blades + Ground Flat Stock + Industrial Hammers 








Think Quality... 





GANy Us by 


THE CONSISTENT QUALITY OF HOLO-KROME THERMO-FORGED* 
SOCKET SCREWS CUTS REJECT AND IN-WARRANTY SERVICE COSTS 


Inspection, in-warranty and replacement costs may 
be putting a tight squeeze on your customers’ profits. 
Fastener failure may be one of the trouble spots. 
Show your customers how Holo-Krome quality can 
reduce these costs and increase profits. 

THERMO-FORGED socket screws are produced by a 
patented electronic forging process which pre-condi- 
tions the metal. This makes possible exact control of 
metal flow and allows us to maintain tolerances 
impossible with other forging methods. Thread 
rolling and subsequent operations are controlled 
more precisely than ever. As a result, THERMO- 


YRsVvpaaVRedX 


*Trade Mark of The Holo-Krome Screw Corporation 


ForGED socket screws are unmatched in quality, 
free from flaws, checks and hidden imperfections, 
with dimensional precision unattainable with ordi- 
nary forging methods. THERMO-FORGED socket 
screws can materially increase your customers’ 
profits by reducing rejects and in-warranty service 
costs. If you’re not now a Holo-Krome distributor, 
write and see if there’s an open franchise. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 











